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our No. 1 Need: Price 


More TOP-QUALITY features! 


@ First to be U.L. Approved for 
banked circuit breaker grouping 


@ Combinations meet U.L. require- 
ments through approval of 
components 


@ No shut-downs while entering 
motor starter of a combination 


@ Full 7-thread Explosion-Proof 
protection 


@ Unmatched accessibility 
@ Compact, lightweight construction 
@ Units may be added quickly, easily 


@ Flexible field set-ups with single 
and duplex male and female hub 
adapters 


Also Manufacturers of 


For complete protection... 
against explosion, dust, rain... sell 


Circuit Breaker, Motor Starter 
and Combination Motor Starter 


UNILETS 


Photo courtesy Oi! & Gas Journal APPLETON Circuit Breaker and Motor Starter Uniiets on 
tank car loading pump motors in field processing plant 


The biggest advancement in Explosion-Proof design 

in years! The de sign, construction and yp rformance of APPLETON 
Circuit Breaker and Motor Starter Unilets give your customers 
safety and unparalleled ease of wiring, installation and maintenance 
They'll discover initial and long term savings plus many 

exclusive APPLETON features, not found in any other enclosure 
Where absolute satety 1s required, regardless of the installation, 
APPLETON can serve your customers better! Send tor 

Bulletin BH today tor complete information! 


j 


APPLETON ELECTRIC com PANY 
1734 Wellington Avenue * Chicago 13, Illinois 
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APPLETON ..... the Standard for Better Wi 
Rely on 


-»-.- and no other tuses protect 
exactly the same way as 


gives the same 


PROTECTION 


O MATTER what other devices 

are used to quard your motors 
or branch circuits, they do not 
take the place of fuses 
Furthermore, in order to get the 
fullest, surest, best protection, it 
is advisable to use ECON Dual- 
Element Fuses. Because they have 
the exclusive Econ-Alloy thermo- 
element that insures the Double 
Protection which reduces down- 
time and its consequent loss to 
men and management! 


| ECONS give time-controlled pro- 
tection against unnecessary 
blowouts from temporary and 


harmless overloads a frequent 


electrical wholesalers cause of shut-downs. 

2 ECONS give instantaneous pro- 
tection against short circuits 
operate at low temperature 


prevent overheated circuits. 


ECONOMY fuses for every purpose 


ECONOMY FUSE & MFG. CO., 2717 Greenview Ave., Chicago 14, Ill. 
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‘Who's Got Time for Coffee?’ 


Speedy Jim Brennan learned long ago that more calls mate a 


George D. Farley 


r@ sales 


They ‘Found’ Their Customers—Then Moved Next Door 
Cincinnati Supply's new house: tailored to the tempo of customers’ activities 

‘Supplies Salesmen Are Better 

Than a Lighting Specialist’ 


Seattle's Bean Electric tried both methods and here's the verdict 


J. Emerson 


Spotlighting Your Markets 


Brings you up to date on what you can sell to: The Amusement Market—I! 


‘lf You Treat Employees Right, 
They'll Treat Customers Right’ 
Northland’s selling creed has paid off in long-time employees and customers 
Fan Market In Flux? 
THEY'RE TEACHING THE TRADE TO SELL UP FANS 


Durward Humes 


Robert $. Bush 


THEY GIVE TREATMENT 


A five-page report on the fan market and how it's being » 
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ld the year. rr und 
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What Price Policy? 


That's the biggest question fac ing management today—how wil 
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LETTERS TO THE 


EDITOR 


sell the _ Follows OEM Patiern 


AUDIBLE: | Dear Sir 
q ‘Jere Your recent survey (“The Electrical 
SIGNALS- ae: 3 Distributor And the OEM Market 


Nov. ‘55, p. 91) based on reaction of 


that various distributors to the ORM mar 


ket seems to follow a pattern which 

EASIER to INSTALL prevails in our immediate area, | 
think the distributor who is actually 

g interested in OEM business, is one 
Faraday Uni-Pact who religiously follows the path which 

1. Wire to cali created his existence, the creed of 

dead-tront service to customer and community. 

from omy 4? outlet He knows that this path will estab- 
lish his company in the mind of the 
customer, that the volume of business 
and income therefrom so necessary to 
the success of the business will follow 
without question 
In the same issue, on pages 64, 65 
2, and 66, is a very interesting article in 
relation to a distributor who had the 
fortitude to move from an old estab 
lished location to a modern new 
building, apparently very successfully. 

8, (“They Got The Most Out of Their 

er plate easy os Move ) 

Selene.” “a We are faced with similar problems; 
multi-story operation, elevator (slow 
and inefficient) broken up floor space, 

—— lack of suitable parking——all of the 
Loeb had to contend with. 


and give amazing We tend ae story helpful. 
Flexibility, too! C. D. Woopnoust 


PRESIDENT 
12 different sound instruments BRADY SUPPLY CORP 


all fit one adapter plate ELMIRA, N. Y. 


An Excellent Job 


Dear Sir: 
I wish to inform you, as editor of 
ELECTRICAL WHOLESALING, of the ex- 


Handle signal systems? Here's why it will cellent job you and your organization 
pay you to feature Faraday Uni-Pact; have done in connection with the OEM 


Easier te install make more problem (EW-—Nov. p. 91) 

profit on each installation It is Outstanding, and certainly tells 
Sesier te sell—gives your customers the whole story. | am securing some of 
the reports to send to a number of 


bells, chimes all plug into one adapter 
plate) people with whom we are affiliated in 


Virtually damage-proef — sound in- business, in hopes that if they have not 
struments go on after rough-in men read the article that it will be brought 
ore finished 

Sefer te install — no exposed terminals 
in dead. front adapter plate 


to their notice 

rhere is only one point that would 
be difficult to include in such an arti- 
cle. It applies to a type of thinking 
which seems to prevail in some of the 


Note: Smert contractors rely on Sperti 
Faraday engineering for the best in 

Annunciaters + Synchreneve Clocks + 
Deer Openers + Fire Alarms + Trans- manufacturing organizations in regard 
formers + Electric Clock Systems + Contact to OEM business. Of course, there is 
Devices Freezer Alarms Sirens « Plug- 


a natural pride with all manufacturing 


companies in that they should be able 
to approach any prospective customer 
and be received with open arms. They 


Kz Jac. do not seem to understand when a 
prospective customer or user indicates 
‘ference for dealing through a 


Engineers in Sound and Sight Since 1875 a preference 
ADRIAN, MICHIGAN distributor. 


EW welcomes expressions of opin- 
ion from readers. Address all cor- 
respondence to: The Editor, ELEC- 
PRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 


Many times a representative facing 
a condition of this kind seems to be 
offended. In some cases he gives the 
customer an argument that he is also 
stocking equipment, the same as the 
distributor, and that he is in a better 
position to handle OEM business 

We have had any number of cases 
where the customer has still insisted 
on dealing through us. But the manu 
facturer’s salesman, although we are 
closely affiliated and carry large stocks 
insists that the factory representative 
can handle their business better 

Here are a few of our own experi 
ences along these lines 

1. Where a customer was not an 
OEM account, but a very good cus 
tomer of ours, and through a con 
solidation became an OEM account 
At the time this change took place, the 
manufacturer's salesman approached 
the customer on the basis that his com 
pany would be able to take care of 
them because they were an OEM. The 
account stated that they preferred to 
deal through us. The manufacturer's 
salesman then endeavored to sell them 
on the idea that they could do a very 
much better job dealing direct with 
the manufacturer. This brought about 
a conference between the manufactur 
ing company, ourselves and the cus 
tomer and resulted in the customer in 
sisting upon doing business with us 
and the manufacturer's salesman giv 
ing in on this point 

2. Another case: A large national 
manufacturer was in the market for 
OEM equipment, which was included 
in a bid to a local plant on other ma 
terial, which could be submitted as a 
complete bid. The manufacturer's 
salesman insisted that the OEM equip 
ment should be purchased direct, in 
spite of the faci ihat the customer 
requested that the whole proposition 
go through us. The manufacturer's 
salesman was so insistent that by the 
time the argument was settled, the 
OEM equipment order was placed 
with the competitor. We received the 
order for the balance of the material 

3. The third case involved a manu 
facturing company in the OEM class 
This manufacturer purchased a large 
amount of other material and equip 
ment from us and wanted to include 
motors. The manufacturer's salesman 
insisted that the motors were very spe 


Continued on poge 100 
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WHEREVER 


you ore.., 


K 
maintcined for 
your convenience 
ities:— 


WHEN you need the finest wire prod- 
ucts QUICK, get the CORNISH habit! To 
7 back up the superlative quality and performance. 
: . of these nationally famous electrical wires and cord 
sets, we have developed a warehousing system that permits 


OVERNIGHT SERVICE ANYWHERE IN THE UNITED STATES 

We now stock the most wanted CORNISH products in 
FIFTEEN strategically located spots indicated on the map 


and listed at the left. Result — a brand of service that is 
little short of incredible. Try us and see! 


Creators and Manulecivrers of 


WHATEVER 


you need... 


_ 
& 
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Pi | 
— : 
| ¥ ~ 
7 
‘LOS ANG 
MINN 


- +++ FOR YOUR 
100 AMP SERVICE 


REQUIREMENTS— 
USING SERVICE 
ENTRANCE CABLE 


¢ Here is an index of Midwest 
Catalog items, designed to meet your 
specifications for fast and rugged in- 
stallations of modern 100 amp service 
entrances — using service entrance 
cable. 


¢ This is a convenient guide to help 
you in selecting materials for these 
special installations. 


UTILITIES 


Our engineers have worked with 
utilities in various areas of the 
country in developing fittings for 
entrance cable. We invite your in- 
quiry whether it involves copper or 
aluminum conductors. 


MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 


1639 W. WALNUT STREET 
{2.7 
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NEW PRODUCTS 


Time Switches 
Tork Clock Co., Inc., Mount Ver- 
non, N. Y. 


Heavy-duty Iype 
motor is now used on all “Astronomic 
Poultry and Switchmaster” 
time switches. This heavy duty motor 
is said to have a temperature range of 
minus 40° to plus 140°F., enabling it 
to operate efficiently in both extreme 
The motor 


(Synchron) 


Program 


cold and warm locations 
is dustproof and will operate in any 
position, thereby simplifying many in- 
stallations. 


Attic Fan 
The Vernco Corp., 1804 22nd St., 
Columbus, Ind. 


Line of deluxe attic fans comes in a 
variety of sizes 46-in. and 
42-in. The fans carry a five-year war 
ranty on residential installations and 
one year on industrial 
The fans are equipped with patented 
radial thrust bearings for longer life 


They may be in 


installations 


and quiet operation 
stalled in either a horizontal or vertical 
position. Motors are equipped with 
overload protectors and do not cause 
radio or TV interference according to 
the manufacturer. All attic fans have 
the PFMA Certified Rated Capacity 
(CPM) and U. L. approval 
Generator 

Katolight Corp., Mankato, Minn. 


Motor generator set is for supplying 
When used with a 
the output voltage ts 


400 cycle current 
voltage regulator 
held within plus-minus two per cent 
hetween no load and full load. The 
is approximately 


inherent regulation 


3§ per cent. The approximate fre 
quency change between partial load 


and full load is 22 per cent 


Fused Plug 
kimenco Products Co., New York 
& 


Manufacturer announces the « hange to 
a new impact-resistant shell for the 
fused plug Basically a cotton flock 
molding material as opposed to the 


previously used woodflour, the new 
shell has approximately triple the im 
pact strength of its predecessor. The 


shell can be classed well up in the 
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CFL-S5 range (per MIL-P14D) and will 
withstand moderate shock and drop 
ping without breakage. The plug itself, 
according to the manufacturer, is used 
a8 prime load protection against excess 
ind short cir 


125 volts 


current surge, overload 
cuits. It is rated at 15 amps 
250 volts and is both U1 


10 amps 
It accommodates 


and CSA approved 
a standard '2d x 1'4-in 
from small fractions to more than 


glass fuse 


14 


amperes 


Clamps 
J. A. Weaver Co., St. Louis, Mo. 


Parallel groove clamps are designed 


to eliminate many weathering prob 


lems. For bi-metal connections, the 
entire clamp ts covered with a “Nicad 
coating—an extremely heavy coat of 
cadmium and other corrosion resistant 
There are no separate in 


A cond type 


elements 
serts or soldered joints 
is for aluminum to aluminum clamps 

the same body without the “Nicad 
coating. The new clamps are designed 


large overlapping jaws so that 


with 
all strands of stranded 
fully The clamps are self 
aligning 
on both conductors. The addition of 


conductor are 


enclosed 


equal pressure is maintained 


three more sizes 1s expect d soon 


Swivel Lights 
Prescolite Manufacturing 

Berkeley, Calif. 

Designed for ceiling mounting, a new 

line of heavy-duty swivel lights is for 


Corp., 


commercial and residential use, The 
fixtures feature a swivel designed as 
an integral part of the cone. Jarring 
or vibration will not change the posi 
tion of the cones. Extra heavy-duty 
compression spring automatically com 
pensates for heat expansion and wear 
Swivel allows a full 360° horizontal 
rotation and up to 90° adjustment 
position. All light fix- 


outlet 


from vertical 


tures fit either 3'4-1n. of 4-1n 


hoxe 5 


Fans Residential 
Lau Blower Co., Dayton, Ohio. 
Super 


have 


Iwo residential fans the 
Super Sixteen 
introduced into the 1956 line 
signed 20-in. fan 


Twenty the 
heen 
The first fan is a rede 


which has a thermostat said to be sen 


sitive to temperature hanges of 
Intended a 
unit is supplied 


than degree i port ible 
or window fan, the 
with an expanding window 
second fan ts supplied with 
4 positive locking stand and is rated 
2210 cfm. The Supe Twenty moves 
4250 cim. maximum and is a three 


speed unit 


spacer 


unit. The 


Service Entrance 
General Electric Co., Trumbull 
Components dept., Plainville, Conn. 


Fusible service entrance panel contains 


100-amp. main lugs, four fuse pullers 


and either 8 or 12 fuse branch circuits 
circuits 


Designed to supply adequat 


protection for modern 


and wiring 
the panel is suitable for the 
'40-volt appli 


homes 
connection of several 
ance loads as well as a large number 
of 120-volt hehting and 
convenience outlets The new service 
listed and ts 


circuits for 


entrance device is | I 
rated for 120) 240-volt ac 


three-wire service 


singk 


phase 


Roof Ventilator 

The Peerless Electric Co., Warren, 
Ohio. 
roof ventilator is being 


Propeller-ty pe 
manufactured with fans from 
to 48-in., and capacities from 640 cfm 
to 22,000 cfm. The unit is completely 
weatherproof and low in silhouette, It 
is recommended for exhaust duty on 
buildings 


commercial and industrial 


I he Power Roof Ventilator dis 
charges aw in the downward dire« 
tions, Prevailing winds cannot affect 


discharge. Shutters are mounted at 
the bottom of the unit. All units are 
equipped with disconnect switches to 
prevent power from being accidentally 


the unit is being 


while 


turned on 
servic 


Bender 
National Electric 
Pittsburgh, Pa. 


Products Corp., 


hand too! for bending 


ind other types of rigid 


Cone piece 
Sherarduct 
teel conduit and “Xduct Junior” ele 
trical metallic tubing. Called the “NI 
Benfield ‘Redege’ Bender the tool 1 
claimed to be the first univer 
ble hand bender and is said to elimi 
nate the need for bench mounted bend 


il porta 


ing equipment for small size conduits 
Available in three si7e* no 10450 for 


4 
a 
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ADD VOLUME AND PROFITS! 


type SCSD and SAHD enclosed 
SHUTLBRAK SWITCHES 


G TYPE SCSD 


is a combination of interlocking and non-inter- 
locking horsepower -rated switch with full opening 
cover. Kamklamp pressure type fuse-holders with 
solderless pressure connectors, ‘‘on” and “‘off 
indicated by handle position are other features 

of this unit. The rotary handle is arranged for 

4 paddocks in “‘on’’ or ‘‘off”’ position. 

Switch capacities are 30 to 200 amps., 250 volts AC 
or DC and 600 volts AC 2 and 3 pole single throw 
Available with solid neutrals. 


STOCK 


FGR 
STANDARD 
DUTY 


@ TYPE SAHD 


has an interlocking fuse door which automatically 
locks when the current is ‘on’ and permits 
access when the switch is ‘off.’ (An intermediate 
position of operating handle provides access only 
to authorized persons.) Handles are arranged 
with paddocks in ‘‘on” or “off’’ position. Switch 
capacities are 30 to 1200 amperes with front 

" operated handles, 250 volts AC or DC or 600 volts 

| AC in 2, 3 and 4 pole single throw. 


Volume and profit-minded distributors and jobbers Another reason is that 9, in line with its policy of 


will find that it pays to stock and aggressively sell (D greater standardization has reduced the number of 
type SCSD standard duty and SAHD heavy duty 


switches required to meet industry's need for a 
horsepower-rated operating switches. 


standard duty switch from 16 to 4, which means smaller 
One big reason is that @ switches are built to inventory, faster turnover of available switches, and 

provide safe, long-lasting and trouble-free service, greater profits. 

which means more satisfied users. (2 Switches feature 


quick-make and quick-break, made possible by a 


1 shuttle mechanism equipped with auxiliary contacts If it's greater switch volume and profit you want, 
which carry the arc away from the main heavily stock and promote @ switches. Your nearest A 
silver-plated contacts. The contact rolls under pressure representative, listed in Sweet's, will be glad to 


and improves with use. give you full details. 


makers of: 
busduct + panelboards + switchboards 
service equipment + safety switches 

load centers + Quikheter 
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use on n. EMT, weight 2'4-lbs; 
no. 1075 tor bending in. “Sheras 
duct’ and *4-in. EMT. weight 4.4-lbs 
and no. 1100 for bending %4-in 
Sherarduct” and l-in. EMT, weight 
8'4-lbs 
Transformers 

Marcus Transformer Co.,  Inc., 


Rahway, N. J. 


An addition to the line of oil-filled 
transformers is designated as type LS 
The capacity of these units ranges 
from 100 KVA to 5,000 KVA. The 
one hundred KVA class OA trans- 
former 1s rated 55° C rise, | phase, 
33,000 volts with 2-2'% 
per cent taps above and below, to 
2,400/4160Y volts. This unit features 
pencil-slim” high voltage bushings 


60 cycles 


said to be an entirely new development 
in the field of high-voltage application 


Window Fans 
Air Controls, Inc., Cleveland, Ohio 


Direct-drive window fan line comes 
in two models: the Standard, the de 
luxe “Dial-a-Matic Ihe Standard is 
available in two sizes, 16 and 20-in 
the “Dial-a-Matic™ in 20-in. only. Big 
feature of the latter fan is an auto 
matic temperature control that starts 
and stops the fan. The fan starts when 
the room temperature rises above the 
dial setting, and stops when the desired 


temperature is achieved 


a 


Outlet Box 


Chris Buckles, Inc., 2300 So, 
Springfield Ave., Chicago 23, IL. 


de veloped for rewiring 


Spec ifically 


work, the newly designed “cut-in 
switch and receptack box features side 
pressure Clamps which hold the box 
against plaster or dry-wall construc 
tion up to |-in. thickness. Clamps, in 
serted from the inside after the box is 
placed in wall cut-out, are drawn up 
tight against back of wall by long 
screws lop and bottom ears are in 
tegral part of box and hold it against 
wall face. Unit is lt I approved 
Standard dimension box is made of 


no. 14 gauge steel with galvanized fin 


ish 
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Remote Control Device 


Pyramid Instrument Corp., Lyn- 
brook, L. L, N. Y. 


Low-voltage wiring device has a 
built-in transformer. The unit, called 
Remcon 
outlet or fixture from any number of 
switches placed in a house. To install 


fit the device into the outlet box and 


allows control of a single 


match the three wires of the unit to 
the three wires of the switch. Only 6 
volts required to activate the switch 
No. 18 bell wire replaces BX cable nor 
mally used. Additional switches can be 
installed and connected in like fashion 
Remcon”™ unit. The de 
vice requires no centrally located, ex 


to the same 


ternal transformer and eliminates the 
need to wire each relay back to a cen 


tral point 


Caps 
Fagle Electric Mfg. Co. Inc., Long 
Island City, 1, N. Y. 


Significant changes have been made 
in the line of rubber and Bakelite 
According to the 
experi 


spring prong caps 
manufacturer alter much 
mentation, more spring has been in 
troduced into the spring prongs. The 
notches formerly in the corners of the 
prongs have been taken out and the 
spring portion changed so that they 
will retain the spring action even 
under pressure—and yet will not dam- 


age receptac les 


Staple 


Buck Electrical Manufacturing Co., 
Roselle, J. 


BX staple Buckclip 


portant features. The legs are raised 


has four im 


to provide a two point hammering sur 
face which eliminates buckling of the 
center member. Four raised nibs pro 
vided on each leg increases security 
and tightness to the driven staple. Flat 
legs are used to reduce the tendency of 
splitting the wood into which the 
staple is being driven Ihe legs are 
tapered to facilitate installation for 
NMC and armored 3-wire no. 14 


| 10. The staple is made of heavy 


carbon steel 


Fluorescent Fixture 


Holdenline Co., Cleveland 13, 
Ohio 


Three-inch deep fluorescent fixture 
uses a Corning no. 70 lens. The ballast 
is in the end. The unit is available in 
1 to & lamp size, with or without 
opaque light panels at the sides. The 
glass frame swings down for access 


easy and maintenance 


NEW PRODUCTS 


Ballast 


General Electric Co., Ballast Dept., 
Schenectady 5, N. Y. 


Iwo fluorescent lamp ballasts are be 
lieved to be the first we itherproot 
lamp ballasts tor outdoor ippli ations 
Built to meet | l 
new ballasts are tor use with fluores 
cent-lighted poster panel billboards 


and specialty plastic sign All weather 


specifications, the 


prool units have a special ain plate, 
bonderize and paint finish to protec 
hon against rust and corrosion. Mount 
ing requirements are of the three bolt 
typ two hanger lots and one bot 
tom slot. The junction box is at the 
bottom of the case tor ck Ins pes 
tion of connections. All leads are 6-1n 


no. 14 weatherproolt cabk 


Receptacles 

Slater Electric & Mig. Co., Ine., 
Woodside, L. N.Y. 
Iwo rang dryer rece les are 


flush type power outlets for quick flat 


strap mounting. Range eptacle no 
3890 is rated SO amp 0 volts; the 
dryer unit no ‘AOU rated 
amp olt beature incluck 
Clamp clevator-type terminal phos 
phor-bronze ontact i patented re 
volving real plate Ih receptac les are 
ke igned lor use on iti | vuny hoxes 
ind can be hack-wired. NEMA | 

shaped siot on di r receptacle only 


Bender 
The Steelduct Co., Republic Bldg., 
Youngstown, Ohio. 


A universal hand tool for bending 
hoth rigid tecl conduit md EMI 
Three siz une iVailable thus om 
set of bender } ned to cut tool 


investment. One ct of tool henas 


heay or thinwall conduit’ SD-50 
EMI SD cin. EMI in 
heavy wall SD-100 in IMI 

in. heavs Wall N nsert or mov 
ing part one piece ck mn with solid 
non-skid hook patent prove 
and hook ck yn ool pu 
bender | ud to overcome the usual 


bump or sharpne it the start of the 
bend. A “back-pusher” groove permits 
removing a few degree of a bend 
without inverting or shifting the tool 


off the pipe 
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TOP OF THE NEWS ... . and its significance to you 


Background, developments 
of the Westinghouse Strike 


Best on record 


Copper outlook 


Increase in sales; 
firmer prices 


To recommend prices 


A new program 


industrial distributors 


Heres a brief background on the Westinghouse strike—-plus some reper- 
cussions. The International Union of Electrical Workers called out 
approximately 44,000 workers at 30 plants on October 17 after rejecting 
a company offer of a S-year contract providing for graduated hourly 
increases totaling 23 cents, A week later the independent United 
Electrical Workers ordered a strike of 10,500 members at 10 additional 
plants after turning down the same offer. Both had demanded a one 
year contract providing a 1S-cent hourly increase 


@ Westinghouse apparatus and supply distributors were hurt—but far 
from mortally—by the strike. They reported in mid-January that lamps 


and fixtures were being shipped from still-operating plants; quantities 


were down, however. Products from strike-bound plants, the bulk of 


apparatus and supply items, were not being shipped. Distributors turned to 
competitive lines, said they got excellent cooperation from manufacturers 


Specified items and specials were the biggest headache; one distributor 


estimated that Westinghouse was behind 60-80 days in some control 


equipment items. White goods and TV, with new models arriving for 


competitors, were not to be found; housewares were very low 


© Westinghouse turned over part of its business in circuit breakers to a 


long-time licensee, General Electric Co. GE’s license previously permitted 


it to make the breakers solely for use in its own transformers. Westing 


house, admitting the blow to its strength in transformer merchandising 


said the move was made to protect innocent utility and Government 


customers 


\ check of Christmas decorative lighting equipment sales spotlights the 
big weakpoint: lack of outdoor convenience outlets. Few are to be found, 
even in the most recently built houses. However, the season's sales were 


still the best on record 


This first-quarter could see a balance between copper supply and demand 
if there are no more serious strikes (the latest is again in Chile) such as 
occurred during the past two years. Reasons for the optimism-——-expectation 
of increased supplies and the expansion of existing mines, projects which 


take years to complete. The output should increase monthly until at Jeast 


1959. Copper, produced in every continent, is mined chiefly in the U. S., 


Chile, Northern Rhodesia, As an international commodity, it has to be 
considered from the world-wide rather than the domestic supply and 
demand standpoint. The latter situation is so delicately balanced that a 


slight producion loss causes serious shortages. Another consideration 


other industries——plumbing, electronics—are increasing the competition 


for copper! 


Industry estimates 1,300,000 room air conditioner units will be sold this 
year. One leading manufacturer, noting that room unit inventories had 
been reduced from about 700,000 at the end of 1954, to some 300,000 
at the end of 1955, says it seems logical to anticipate firmer prices for 


the coming year 


Tagging receivers with suggested prices has been abandoned by G. E.'s 
television receiver division. Now local distributors are permitted to 


recommend to retailers the prices at which the sets should be quoted in 
their area. In November, 1954, the major appliance division stopped 
tagging refrigerators, washers, dryers. The manufacturer has also slashed 
retail prices on small appliances by as much as 30 per cent. This move 
is intended to narrow the gap between the prices quoted by “legitimate” 
dealers and “discounters.” 


Housepower” is a new word sure to become more prominent in the elec 


trical industry. It is the name of the program designed to put across the 
benefits of adequate wiring to homeowners in non-technical language. 
Ihe core of the program is a national consumer contest. The News For 
The Industry page has the complete story 


Dollar sales for supplies and equipment through industrial distributors 
approached a near record volume last year. This despite a slow start last 
January and February. The mounting volume is reported to have led to an 
increased volume of buying by the distributors. Details are on page 116 
An afterthought: the industrial distributors are still troubled by con 
tracting net profit margins 


ELECTRICAL WHOLESALING—Ffebruary, 


re 
igs 
| 28 
: 
| 
; 
ar 
BS 
Shit 
- 
(ate 
ga 


2, 
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wiring device division of Pyramid Instrument Corporation. of the world-formeus Amprobe 
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Now! A Low-Voltage Relay With The Transformer Built-in 


portant 


Remecon 


ads in Time, Fortune, N. Y. Times Mayaz 

other top consumer publications plus ¢ ble-page 
Electrical Conatruction & Maintenance Qjualified ¢ 
Contractors’ Electrical Ke pment, House and H 


Architectural Forum 


It's a whale of a campaign aimed directly at your 
well 
home buyers!! 


THREE PAGE AD in House Beautiful mayazine. Har 


a 


At last! Low voltage switching that is so easy to install 


every electrician can quickly see its big advantages! 


NE a is like no other 


remote control switching 


REVOLUTIONARY REMCON 
Now the source of low vollage is 


REMCON mean 


no centrally located external transformer 


contained right in the relay low-voltage with 


With the unique REMCON 6 volt method, tugging of 
BX cable Instead 


legs are wired with light. pliable low-voltage wire that's 


cumbersome is cut to a minimum all switel 


easy to handle and strip 


rrier is 


Rk Vie ON smile hing with the in fransf{e 


to sell because only REMCON low-voltage is easy to install 


viyantic ad campaign start with ar 


will break the b y nev about Rh 


influential architect builders and mill of new 
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CAMPAIGN IN WIRING DEVICE HISTORY 
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B-M 21B, THE NEW INSULATED THROAT 
INDENTER 
CONNECTOR 
FOR E.M.T. 


Protruding rounded red plastic lip 
of bushing prevents cutting of 
insulation — eliminates shorts. 


Full thread screws into all conduit 
fittings. Lip of RED THROAT bushing 
protects thread from damage. 


Deep dished eight pronged lock 
nut is easier to drive on— screws 
flush to shoulder and digs into 
metal of box for vibration proof 
positive ground. 

Permanent locked-in bushing in- 
sures smooth burr-free raceway 
for easy fishing. No extra work 
and costs no more. 


Briegel, the Original Indenter Fittings are neater 
in appearance, easier and faster to use. Installation 
is simple and less expensive. Two quick squeezes 
sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


Order from Your Wholesaler! Beko ig 


All B-M indenter METHOD 
Fittings ore UL Approved 

as concrete-tight and for general T00L 

use (File Card £10863). Also comply (BM ) 

With Federal Specifications W-F-406, \ a (0. 


<> GALVA * ILLINOIS 
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3050 NORTH ROCKWELL STREET CWwICAGO 16, 
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Power company saws 
ubmarine 


In she goes. Cable was orginally 
pulled across the lake with a jeep. 
The steel armor on cable took up 
the pulling strain. 


Crew of men jockey the cable into 
position before cutting trench 
Mr. Finch says, “We were amazed 
ot the flexibility of the cable.” 


This is one of the two ice saws used for cutting the trench. It is gasoline 
powered, mounted on skids. 
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Cable without boats barges 


@ The scene is Upper Saranac Lake, N. Y. Paul 
Smith’s Electric Light & Power and Railroad Com 
pany wanted to lay a 2000-foot continuous length of 
Tiger Brand Submarine Cable under water. Ordinarily 
this would require expensive boats, barges and crews 

But Raleigh Finch, General Superintendent, de- 
cided to wait for a big freeze, saw a slot in the ice, then 
drop the cable to the bottom. The cable was so flexible, 
that it only took 15 minutes to unroll the entire 2000 
feet onto the ice. The picture captions explain how the 


job was done. 


GER BRA 


ELECTRICAL WIRE 
AND CABLE 


©) 
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AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, WEW YORK 


A STANDARD TIGER BRAND CABLE 


N 


The cable involved is 2-conductor, 5000V, #4 AWG, 
steel armored, rubber insulated, non-leaded. It was se 
lected because of its flexibility, light weight and low 
cost. The cable joins a previous Tiger Brand Sub 
marine Cable that was laid in 1932. According to Mr 
Finch, “We haven't had a service failure in that cable 
since it was laid 24 years ago. In fact, we've never had 
a piece of ‘Tiger Brand fail, in the 30 years that we've 
been using it.” 

Any user of electrical cable can have this same kind 
of reliable performance. Just switch to Tiger Brand 


* TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, SOUTHERN DISTRIBUTORS 


FOR EVERY SPECIAL JOB! 


® asbestos wire and cable 


¢ mold cured portable cord 


® aerial, underground and 
submarine cable 


© shovel & dredge cable 


® paper & varnished cambric cable 
© machine tool & building wire 


® special purpose wire & cable 


USS Tiger Brand 
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or substations 


INCREASE FEEDER CAPACITY AND EFFICIENCY BY 
TRANSMITTING ELECTRIC POWER AT HIGHER VOLTAGES TO LOAD CENTERS 


The most practical type transformers to step down Quiet operation — The noise level of SORGEL 
voltages at load centers are SORGEL air-cooled transformers is well below the established stand- 
dry-type transformers. They can be installed ards. This outstanding feature is appreciated 
ide of buildi where low noise levels are an important factor. 
OF For that reason they are particularly adaptable 
without fire-proof vaults or other enclosures. for indoor installations close to load centers. 
SORGEL transformers are of the highest quality, Easy installation—Attached wall brackets, with 
and require little or no maintenance. No liquid slots for bolts, or floor mounting bave. No separate 
to check nor replenish; small and compact; easy mounting brackets nor junction boxes to make 
and convenient to install; economical operation. CE 
trane A perfect partner for substations SORGEL 
transformers can also be incorporated in substa- 
formers can be installed close to load centers, the tions, complete with primary and secondary 
result is shorter feeders, better voltage regulation, switchgear. They are procurable with any make 
more efficient distribution, and lower wiring cost. of switchgear, and from any substation manu- 
facturer. 


Complete Line 


V4 Kva to 2500 Kva, single phase 

1 Kva to 3000 Kva, 3-phase, 2-phase and phase changing 

All standard voltages, such as 120, 208, 240, 480, 600, 2400 Tested and 
4160, 4800, 7200, 13,200, up to 15,000 volts, and any approved by 


intermediate or special lower voltages Underwriters’ 
Laboratories 


under the 


Re-examination 
Stock carried Service 


by jobbers in Also special transformers 
the following and saturable reactors 


cities: 


Mew York, 

Buffalo, Y 

Roxbury, Mavs 

High Point, NC 

Raleigh, N.C 

Philadelphia Po 

Cincinnati, Ohio 

Cleveland, Ohio 

Chicago, lit 

Rock tslend, 

Rockford, til 

Vichmond, tnd 

Lowlsville, Ky Kve 
Cedar Rapids, lowe sin te hase 
Davenport, 4860 240 to 
Omaho, Neb 240 120 volts 
Beaumont, Texas 

Los Angeles, Colit 


Consult the classified section of your 


phone directory of write to factory 15 te 50 Kvo 3-phase. Wall mounting type 100 Kve single phase 


SORGEL transformers are also regularly advertised in 


Rlectrical World PRletrical Constraction and Klectrical Electrical News 
Flecwihed ladastry— Power Sowth Indasivy and lnipecton New: Balleun—Thomas Engineer 


SORGEL ELECTRIC CO., 832 West National Avenue, Milwaukee 4, Wis. 
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Slip-fitter Service 
Entrance Head 


WHAT COULD BE SIMPLER 
TO USE OR TO SELL? 


* No threads to cut 


* Strong, neat single-unit 
slip-fitter housing frame 


* Simple one step installation 


Your customers don't have to spend time, money 
Te. agpues tes and labor to cut threads or pay for separate slip 
fitters and extra clamping parts! Blackhawk now 
furnishes the simple, neat, complete new Service 
Entrance Head. Show it and sell it! 

The housing frame is the slip-fitter for the new 
fitter. Simply slip it on any Blackhawk Service Entrance Head. Just tighten two 
type of conduit and tighten screws. And it’s neat the set screws tighten di 
rectly on the conduit, so only the heads show 

Ihe new completely protected Blackhawk ductile 


to electric wholesalers only able in 14 2” and 4” sizes ther sizes avai 


Modern simplicity at its 
simplest, the Blackhawk 
Service Head is its own slip 


with a screwdriver, 


able soon 


BLACKHAWK 
INDUSTRIES 


Dubuque, lowa 


Specify B-I when you buy! 
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“OPTIK- 
ANGLE” 
GAUGE 


(Pot. Pending) 


Prices subject to change 
without notice 


| MAKES SETUPS IN SECONDS! Two pins unlock 
Pipe can be laid in from above. 
" shoes ore switched in seconds. 


NEW, LONGER STROKE RAMI Extends to full \. 

10-inches. Enables making 90° bends in one (| top plate 

stroke, Also forms 180° bends quickly. ¢ “Lock-on’ 


ALSO CORRECTS OVERBENDS! Motor-driven 
pump available for multiplying output of work. 
Ram adapts to standard ‘Porto Power” attach- 
ments for lift, pull and other jock jobs. 


ELIMINATES GUESSWORK, TRIAL FITTING! 
New exclusive “Optik-Angle” gouge records \y 
angle of bend (0° to 105°) as work progress- 
es. It's mounted on the bender. Vy 


Jog “PEATHERWEIGHT" PORTABILITY! Light 

but strong aluminum-alloy frame and 

\ shoes! Just @ breeze to carry this bender 
around floor or overhead. 
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BIG EXCLUSIVES CREATE WAVE 


“OPTIK-ANGLE” GAUGE 


(Patent Pending.) At last. . . a fool-proof way 
to eliminate guesswork and time-wasting mea- 
suring in controlling degree of bend. The de- 
gree is constantly indicated by gauge that’s 
mounted right on the bender. 


REMOVABLE TOP PLATE 


This new feature makes it dramatically easy to 
set the shoes and position the pipe for the bend- 
ing operation. There’s no need to slide pipe in 
from the side . . . it’s quickly laid ir from above. 


CLIMB aboard the fastest-moving sales campaign 
in today’s equipment business! This tremendous 
volume is uncorked by the new Blackhawk S-130 
Hydraulic Pipe Bender. Here’s equipment that’s 
so revolutionary that all electrical contractors and 
plant electricians are immediate prospects. And 
that’s true no matter what bender they now have for 
'% to 2-in. rigid conduit or pipe! Any electrician can 
see in a minute why the cost per bend is slashed 


OF ORDERS FOR NEW BENDER! 


NEW 


BENDS 6 SIZES OF PIPE AND RIGID CONDUIT 


yiW LOCK-ON BENDING SHOES 


No time-consuming threading of shoes on ram 
Simply set shoes on plunger and pin in place 
No threads to damage 


ALUMINUM ALLOY 


Frame and shoes of this material are rigid and 
strong yet lightweight for greater portability, 
easier assembly and maneuverability. Far less 
weight to lug around 


so dramatically by the surprising lightweight, port 
ability speed, ease and precision of this bender 


And here's the payoff the new bender is the 
door-opener for the rest of your big line of Black 
hawk Hydraulic Tools a Key Line among lead 


ing supply houses throughout the country. Make 


sure you have inventory and literature to capitalize 
on Blackhawk's big promotional campaign among 
ali electricians! 


NEW! NEW! More 


equipment announced! 
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new hydraulic 


SUPPLY HOUSE EXECUTIVES: Write today if you're lacking full details 


on new Blackhawk equipment now being introduced Get facta on 
knock-out punch equipment, the new S-190 Bender 


time-saving Blackhawk and other fast-moving products serving the electrical and all other 


industries. See the Blackhawk representative or write, wire or phone 


BLACKHAWK MPG. CO, DEPT p.4426. MILWAUKEE 46, WIS 


BLACKHAWK 


WORLD'S LARGEST MANUFACTURER OF HYDRAULIC TOOLS =i 


4 
a 
4 
3 
; 
‘ 
ay 
Be 
x 
t 
stk 
21 


Surround yourself with sales-proven products 
... Stock ROYAL WIRE and CORD SETS now! 


Make sure your sales force gets the product support it 
deserves by stocking a complete supply of Royal Quality- 
Engineered Wire and Cord Sets. 


Here are just a few of the reasons why leading electrical 
wholesalers rate Royal products first for sales . . . first for 


on-the-job performance and customer satisfaction. 


A COMPLETE LINE 


tailers, contractors or large industrial users, you'll find that 


Whether your sales emphasis is re- 


Royal offers a complete line of wire and flexible cords, cord 
sets and cord assemblies — in all types and sizes — to meet 
every requirement, Royal “one-stop” shopping saves time 


and trouble . . . cuts your handling costs to a minimum. 


ROYAL ELECTRIC COMPANY, INC. 


Manufacturers of WIRE * CORD 


PROMPT SERVICE 


Royal maintains a nation-wide network of strategically 


In addition to prompt factory service, 


located sales offices and warehouses. When you need wire 


or wire products, there’s a Royal supply nearby. 


PREFERRED QUALITY 


formance records under all types of conditions, Royal wire 


Because of their superior per- 


and wire products have won the confidence and support of 
buyers and users everywhere . . . have become the “stand- 


ard of the electrical industry.” 


Plan now to cash in on these and other Royal sales 
advantages. Write for complete details on Royal Wire and 


Wire Products... put yourself on the Royal road to sales today! 


PAWTUCKET * RHODE ISLAND 


SETS * FUSES * WIRING DEVICES 
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NEW VERSATILE RACO BOX 


FOR DRY WALLS! FOR PLASTER WALLS! 


(1) PLACE ON STUD 
(2) LINE UP MARKS 


as (3) NAIL IT DOWN 


INSTALLED TRUE 
AND SQUARE. .IN 
A FEW SECONDS 


Two Nails Will Hold! 


Five Nails For Most 
Rigid Mounting! 


Line-up with 
stud face 
for wall 
thickness 


Save time and money on every job with this new, versatile Raco 
No. 491 Switch Box. Self-gauging Raco D Bracket aligns box true 
and square. Bracket and box are one-piece for added strength . . 

non-gangable. A roofing nail in each end of the bracket and a 16- 
penny nail through the box hold it solid for installing rock-lath. 


Bracket is integral port of box side =WRITE FOR FURTHER INFORMATION 
“A RACO BOX FOR EVERY NFED” 
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4. FLATTERS ROOMS AND FURNISHINGS. Soft, evenly 


SALES FEATURES: 


i. STAY WHITE FOR LIFE. Ordinary bulbs begin to show 
DeLuxe 


black after they're in use for some time. New G-I 
WHITE Bulbs remain white for life of the bulb. 2. CUTS 
REFLECTED GLARE. Ordinary bulbs have a hot spot. This 


G-E DELUXE WHITE BULBS HAVE THESE 5 BIG 


causes reflected glare, makes seeing difficult, tiring. G-E DeLuxe 


WHITE Bulbs have no glare spot, are evenly bright all over 


24 


diffused light of G-E DeLuxe WHITE Bulbs creates luxurious 
SOFTENS SHADOWS. G-E DeLuxe WHITE Bulbs 
lessen light shafts thrown up against 


effects. 4 
All seeing seems easier under this 


soften harsh shadows, 


walls by ordinary bulbs 
soft, even light. 5. “"Q" COAT, a General Electric development, 


spreads the light evenly. Yet a// the light comes through 
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e eis what happens out back 
when your dealers tie in with 
G-E DeLuxe WHITE bulb 62/72 


E" PTY cartons—bigger sales volume. That's 
the payoff of a G-E “Blitz”. And we expect it to 
be bigger than ever this year, when General Electric 
puts the concentrated power of television and mag- 
azine advertising behind G-E DeLuxe WHITE Bulbs 


during March. 

There'll be commercials on MEDIC, award-win- 
ning TV dramatic show. Look for them Feb. 20, 
27 and March 12. And forceful ads will appear in flatter rooms and furnishings, reduce glare and 
the March issues of THE SATURDAY EVENING make all seeing seem easier. That these bulbs are 
POST, WOMAN'S DAY, FAMILY CIRCLE, EVERY- a new kind, with a special inside “Q" coating that 
WOMAN'S and BETTER LIVING. All of this will lets all the light come through evenly bright. 
remind consumers that G-E DeLuxe WHITE Bulbs 

Remember the G-E DeLuxe WHITE Buath gives 


a bigger unit sale, bigger profits 


lo take full advantage of the Big “Blitz”, see that 
your dealers’ stocks are adequate. There'll be 
display material, too, Get set to do a big business in 
G-E DeLuxe WHITE Bulbs during this February- 
March “Blitz”. Large Lamp Department, General 
Electric Company, Nela Park, Cleveland 12, Ohio 


February, 1956-—ELECTRICAL WHOLESALING 


Stay 
- 
25 


How Con Edison protects wiring from weather and 


Sealtite in Con Edison's new Astoria, N. Y., plant withstands 150 F on boilers... 
takes up expansion on coal conveyor . . . speeds installation in tight quarters . . . protects 
wires from salt spray, steam, and dirt all around the plant. 


Sealtite* is the original flexible, liquid- 
tight conduit — made with tough, ex- 
truded polyvinyl jacket. Industry after 
industry is discovering how useful Seal- 


tite can be. Con Edison has used it for 
years in its stations. No wonder their engi- 
neers put it to work in their newest, most 
modern plant Here Sealtite is used: to 
protect wiring outdoors and in. . . in wet 
spots, dust spots, corrosive spots; where 
wiring must flex or be moved; to absorb 
vibration; to meet misaligned outlets; and 
to speed installation in cramped spaces. 


TYPE U. A. is approved by Underwriters’ 
Laboratories for service in wet spots 
Copper conduc tor wound spirally inside 
conduit for positive ground. 


type €. F.t is extra flexible. Ideal for machine 
tool applications. Meets J.C. standards. 
Available in machine tool light gray at 
no extra cost from mill stocks 

Electrical Wholesalers stock both types 
in easy-to handle coils Buy it in long 
lengths; cut it on the job without waste, 
They also stock special liquid-tight con- 
nectors manufactured by Appleton; 
Thomas & Betts; Gedney; and Pyle- 
National. 

For more information, write The Amer- 
ican Brass Company, American Metal 
Hose Division, Waterbury 50. Conn: mea 


Trade mark 
‘hat Appiled for 


Three- and four-inch Sealtite is used by Con Edison to take up expansion of Steam leakage forms white crud on %” 

® conduits carrying heavy power cables on outdoor coal conveyor. At bottom of * Sealtite leading to aeriators on high pressure 

conveyor, not shown, is Con Edison's famous “floating dock.” Here, Sealtite must heaters Despite high heat and corrosive con- 

ibsorh vibration when coal is being hauled up, resist weather, salt spray from ditions, Con Edison « xpects Se altite to last the 
rivet coal clust and venet il urine from industrial areca, life of the equiprine nt. 
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Movement—caused by rising and fall Too hot to handle! This is the top of Sealtite speeded installation .. save! 
of the boil rs it Con I dison’s trout le amd money 


combustion Astoria plant A real hot spot but Sealtite ters e.g olenoid 
takes it day after day 


*ing temperatures—is t tken up by Seal- 
tite leading from automatic 


in tivht 
stokers to hot air dampers 


valves controlling 
water spray for ash in bottom of bcilers 


High pressure steam valves connected 
ewith Sealtite—where steam leakage and 
high he it are most se re Sealtite r 
moisture and grime throughout plant 


120°F—and no shade. Sealtite is con 
enected to hi h pressure he steers 
ists water is heated before return to boilers ‘ ite 


Sealtite simplifies replacement of parts resists heat, moisture and cust 


Six-inch rise and fall of boiler takes 
where place t heat ancl | 


iin h and 


Insist on the original 


SEML TIVE 
FLEXIBLE, LIQUID TIGHT CONDUIT 


an ANACONDA product 


on this motor 
® connection Still no trouble This 


In chemical room, Sealtite connects 1 Oily grit packs Sealtit 
. phosphate pump Here phosphate ind 

zeolite ire mixed with water used in the ble liquid tight 

steam cCenerators Dough 

Se altite "ives wires ng protectk abl 


conduit takes up vi- 


nyl jacket on bration plifie irestal Latic protects 
wire and cable all around the plant 


February, 1956—ELECTRICAL WHOLESALING 


d ae 
27 


wees & KNAPP OFFICE BUILDING 


34th St., New York City 
by Arc Electric Construction Co. 


CRESCENT WIRE AND CASLES ore the choice 
of leeding architects, engineers anc electrical 
contractors for guistanding buildings, because 
of thelr proven reputation for ease of instel- 
lation, Wwovble free service ond delivery on 


OWNER and BUILDER 
Webb & Knapp Company 


ARCHITECT 


Reme Brugnoni 


ENGINEERS 
Smith & Silverman 


ELECTRICAL CONTRACTOR 


Arc Electric Construction Co 


DISTRIBUTOR 
Rutkin Electric Supply Co 
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crying... 


I told you 
tousea 


Circie F 


device!’’ 


We at Circle F have long realized that a high “QSP”’ rating Check the “QSP” rating before you buy we at Circle F proudly 
iS most important to a growing business boast that our “QSP” is among the highest 


@ Top Quality so that customers can depend on your product 
e Excellent Service to help clients with electrical problems 
@ Lowest Prices to assure a good margin of profit fications shown. Write for more information 


A complete line of devices are available in each of the classi 


NO. 2515 

PARALLEL SLOT 

DUPLEX RECEPTACLE 
Meets and Complies with 
new National Electric Code 
15 Amp. — 125 Volts 


NO. 2527 

TANDEM BLADE 

ARMORED 3-WIRE CAP 
Meets and Complies with 
new National Electric Code 


Circle F Mfg. co. 
TRENTON 4, N. J. 


SAVING YOU MORE SINCE 1904 


Eastern insulated Wire Corp. 
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NO. 2525 

TANDEM SLOT 

DUPLEX RECEPTACLE 

Meets and Complies with 
new National Electric Code 
15 Amp. — 250 Volt 


NO. 25178 

PARALLEL BLADE 

CAP 

Meets and Complies witt 
new National Electric Code 


‘ 
te, 


Wallingford, Conn A subsidiary 


“Stop 
| 
4 
4 
| 
? 
on 


Simple as ABC—(a) Remove thumb acrew, 
cover, Loosen 3 keyway screws and 
remove motor, impeller. (b) Connect 
; circult to receptacle. Four metal screws 
Gy secure cab vent to housing. (c) Replace 
be notor, plug in lead, and replace cover. 


Powerful TURBO RADIAL IMPELLER 
—a radical departure from the biower 
wheel — expels static air from intri 
cate ducts by new power/pressure 
principle. Pulls greater volume of air 
at higher pressures. 


SHALLOW DEPTH HOUSING — SAVES 
SPACE—Saves valuable cabinet space. 
Pleasing enclosed design, beautifully 
finished-only 8” x 14”. 


EASY ALIGNMENT...NO TEMPLATES 
NECESSARY —Simply pencil outline of 
housing in cabinet, cut vent hole any- 
where in scribed area. 2 metal screws 
complete vent installation. 


Double rubber and felt insulation comes 
ready fitted. Accessories available: 3- 
Speed Switch. Elbows, Wall Caps, etc. 
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Adapts to compensate tor cabinet mis Available finishes: 
ment due to nen/squa walls and 25 1066-W shite tnamel 
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CAT. NO. 30 Amp., 250 Volts. 


Outstanding Design Features 


@ Shallow, compact, rugged . . . fits minimum size 
box. 


@ Pressure plate back wiring simplifies installation. 
@ Terminals completely recessed for complete safety. 
@ Captive binding screws can’t contact sides of box. 


@ Terminals cadmium plated to permit use of alumi- 
num building wire. 


@ Tough fibre shield protects terminals. 


@ 3-hole mounting plate permits mounting flexibility. 


Fits Smallest Single-gang Box without 


Measuring only 1.296” from 
mounting plate to base, this com- 
pact, new surface-type unit fits a 
minimum size, single-gang box 
without touching the sides 
Ample space is allowed at the 
bottom of the box for lead-in 
wires. Hubbell’s exclusive pres- 
sure plate back wiring further 
speeds and simplifies installation 


and insures utmost wiring security. 


9350 Grounded and Ungrounded. 


Extra space at bottom of box 
eliminates necessity of crowding or 
jamming wires and contributes to 
a safer installation 


Terminal Screws Can’ 
ss Contact Sides of Box 


Terminal screw heads are held 
captive to terminal plate... can't 


“back off” and touch sides of box 


Combines the speed and simplic- 
ity of back wiring with the security 


Harvey 


Bridgeport, Conn. 


of a screwed terminal connection 


FACTORY WAREHOUSE LOCATIONS ASSURE NATIONWIDE STOCK AVAILABILITY ie 
Stote ond Bestwick Sts 37 Seth Sengomen 103 Merth Sento Fe Ave, 1675 Hudson Ave. Drogen $4, 
Bridgeport 2, Conn. Chicege 7, Hi, les Angeles 13, Colif. Sen Fronciece, Dalles 7, Texos 


& mming, Squeezing or Scraping 

NEW DESIGN 

~ 
POWER OUTLET 
Leg) 


PUBLISHED TO SERVE 
ELECTRICAL 
WHOLESALERS 


} 


conduct- 
ed a survey among the mainte 


short time ago we 


nance men of large industrial 
plants. We found that main 
tenance men are very interested in 


the factor of “case of changing bulbs 
Further 
follow up indicated that they were 
very interested in the McGill 7100 
cal tie new 5100 series lamp guards 
with the exclusive clamp arrange 
ment on the cape 


in portable lamp guards 


* This exclusive clamping arrang 
just a flip 
of the clamp to release the cage, no 
screws to loosen 


ment is fastened easily 


no tools needed 
® Here's one feature that will he Ip 
you sell more McGill portable lamp 
guards to maintenance men 


* New gray handles — McGill 7000 
series portable lamp guards are dis 
tinguished by the new gray Neo 
prene-Butyl handles. They are grease 
and oil resistant. They retain their 
shape, will not soften, swell or crack 
They resist deterioration and offer 
perfect insulation 


7000-SR 


* You can easily identify the new 
gray Neoprene-Buty! handles on the 
McGill 7000 series guards and only 
McGill has the gray color and 
quality too 

® This means you can now offer sev 
eral new portable guard features, in- 
cluding an expanded grounded 
guard line, to industrial mainte 
nance, 


* Simple product stirs interest Here 
is a product that stirred up unusual 


200 

interest at a recent national show. It 
McGill broken lamp hase 
remover No. 200 that fits both stand 
ard and mogul! lamp bases. The 200 
provides a simple but safe way to 
remove and broken lamp 
bases at any height reached with the 
McGill lamp changer poles that it 
fits like a changer head. Not new in 
the line, but its show popularity in 
dicates that added emphasis will sell 
one or more with each McGill lamp 
changer unit 


was the 


re place 


© New switch news——McGill has re 
cently introduced a new .75 amp sin 
gle circuit push button switch No 
29. This 125 volt switch is a momen 
tary contact switch Normally on,” 
it is for AC operation. It 
standard with wire leads and a mold 
It is excellent for 
automatic control of lights as in door 


comes 
ed phe nolic case 


openings and closings 


29 
® In addition to McGill's current tog 
gle switches, we will soon 


have a 
new No. 90 series which is a 15 amp 
125 volt, 10 amp 250 volt switch 
with a single single throw 
mechanism which will be equipped 
with screw terminals, soldering lugs 
or spade Besides 
there will soon be introduced a series 
of 6 amp 125 volt, 3 amp 250 volt 
trigger action momentary contact 
toggle type switches 


role, 


terminals these 


* Contractors, too It seems that 
not all contractors know about the 


comparative size of the McGill Mod- 
el 41 and Model 71 switches. 

© The 41, of course, has been in use 
for many years and the 71 was intro 
duced later as a smaller version of 
the ‘1 for restricted canopies 
Through contact with several con 
tractors recently we found that they 
weren't aware of the No. 71 and yet 
they were looking for that type 
switch because of its quality and size. 


71 


® Check the preceding illustrations 
and notice the siz comparison The 
size of the 41 switch which is a 6 
amp T rated 125 volt or 3 amp 250 
volt switch is only 5/5” thick, 134” 
McGill gives it an uncondi 
tional guarantee for use in lighting 


circuits 


wide 


® The Model 71 is smaller in size al- 
though it has the same voltage and 
rating The thickness is only 1$./32” 
and 1-9/32” wide. The wire leads 
make for easy and fast installation 
in small canopies 

between 
something 


© This siz 
these two 


comparison 
switches 1s 
every one of your electrical contrac- 
tors should know because when the 
small No. 41 doesn’t quite fit, they 
are looking for still a smaller size 
quality switch that only McGill can 
give them 
*® Remember all McGill products are 
Underwriters Laboratories inspected. 


* And a catalog soon Soon a new 
catalog will be furnished to whole- 


salers made up according to the 
N.A.E.D. electrical catalog specifica- 
tions watch for it. 


FOR MORE INFORMATION WRITE 


McGILL MANUFACTURING CO., INC. 
250 N. Campbell St., Valparaiso, Indiana 
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GEDNEYS RIGHT THERE YOUR CORNER 


helping save time... hold down costs 


CORNER FITTINGS? Well, here are three rest of the full Gedney line they’re made of un- 
that have proved immensely popular for the breakable malleable iron...accurately machined 
simple reason they’re easiest to install — save and threaded... individually inspected. Order 
time and labor that really counts up. Like the Gedney — always — for lowest installed costs! 


90° CORNER ELLS 


Fitted with gasketed cover. Both ends female. 
Made of malleable iron, cadmium plated. Avail- 
able in a full range of sizes from '2" to 2”. 


90° CORNER ADAPTERS 


Fitted with gasketed cover. One end male, one 
end female. Made of malleable iron, cadmium 
plated. Your choice of sizes from '2" to 2”. 


CORNER PULL-IN CONDUIT ELLS 


Today’s top specification for space-saving, ma- 
chine wiring, easy wire pulling. Malleable iron, 
cadmium plated. Sizes run from ‘2" to 2”. 


GEDNEY 


ELECTRIC COMPANY 


RKO BLOG + RADIO CITY + NEW YORK 20 


y y 


GEDNEY FITTINGS FIT 
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five 240-volt pullers on this new LOO amp, parallel- Four 240-volt pullers with cither eight or twelve plug fuse 
connected fuse panel are: 60 amp lights and appliances, branch circuits are available on General Electric’s new 
(“JO amp range, one 50 amp independent se alable and two 100 amp paralle l-connected fuse panel: 60 amp lights and 
10) amp wired-in branch pullers. This new fuse panel, appliances, 60 amp range, and two wired-in branch pullers 
available for flush or surface mounting, has erght plug of 30 amps each, Catalog numbers [W22119-8, -12 
fuse branch circuits. Catalog number [1C221119-8 Available for flush or surface mounting 


Progress /s Our Most Important Product 


GENERAL ELECTRIC 
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General Electric line 


Feature 7 quality extras, including straight-in wiring, 
slide-out interiors, and easily removed knockouts. 


Here are two new General Electric fuse panels for these new fuse panels give i full flexibility for 100 a 

installations that require three or more 240-volt circuit installation I he feature Creneral ect famou 

. lhey round out General Eleetric’s wide election of juality extra buile in at no extra tt i thes 
ervice entrance equipment. Available in combinations of juality extras by General bLlectric mean ea nstallation 
main, range, branch and independent sealable pullet issure dependable service 
Straight-in wiring helps you mak: Exclusive slide-out interior pro il Plenty of easily removed knockouts, 
quick terminal connections without plenty of working room. Fast, too located so cable can enter box at most 
loopin wire ends around screws ust like in and out qui kly without onvenient pla make mstallation 
insert wire and tighten screws and tools to fumble with easy, save on wiring 


Here are four more quality extras G. E. gives you at no extra cost: 


* Norrow, shallow box construction makes + Current-carrying parts silver-plated 
flush mountings easier. for cool operation. 
+ Snap-action fuse pullers prevent partial contacts. * Bonderite” finish resists corrosion. 


General blectric ha complete LOO line of serv and 
parallel fuse puller hee itial the capaci requirement 
ot all type of installations with mbinations of 240 


volt and 120-volt circuits including independent sealable puller 


General blectric also offers circuit breaker load centers with 
up to 20 circuits. And for economical metallations, | 
both 16 and 20 circu plit bus de in mdal iount load 


center with 100 amp mam cucu breaker wired in 


For more information see your G. bk. Trumbull distributor 
or write Trumbull Components Department, General 


Company 41 Woodford Avenue, Plainville, Connecticut 


*Parker R Compar 
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WISE DISTRIBUTORS og PROFIT 5 WAYS 
with the 


amplex Franchise 


LESS OFFICE DETAIL! 

A REALLY COMPLETE LINE! 
BIGGER PROFIT MARGIN! 
BETTER DISCOUNTS! 
AGGRESSIVE PROMOTION! 


Amplex Focalite 

Most adaptable fixture 
for lighting displays 
instantly adjustable 


to any angle and 
always maintains its 
focused position 


Just 3 of the Amplex best- 
selling, profit-making lines 
—the really most complete 
line of lighting products. 


You'll agree office detail can be costly. With 

the really complete Amplex line, less desk 

work is involved—only one order to make, 

only one invoice to check and handle, only 

one representative to see 

By a complete line we mean all types of lamp 
specialties and regular general service lamps 

and tubes —colorbeams, spots and floods, 
weatherproof lamps, mercury vapor lamps, 
infra-red, Swivelites, “Hi-Hat” recessed fix- 
tures, etc. For complete information and cata- 
logs, Write to Amplex Corporation, Dept, EW256, 


111 Water St., Brooklyn 1, N. Y. Cc O Re P O he A T | @) N 
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CERTIFIED 
CBM BALLASTS 


...glve you more economical 
Fluorescent Lighting 


CBM 
CERTIFIED 
by 


because they are “Tailored to the Tube” 


FY 


Every type and size of fluorescent tube 
has its own specific electrical require 
ments. Thus, to get ideal performance 
ind lighting economy, it is essential that 
the ballasts provide precisely the electrical 
needs of the tubes they operate 


CERTIFIED CBM BALLASTS are ‘Tailored to 
the Tube.” Built to exacting specifications, 
then tested and checked by ETL, an in 
dependent agency, Crertirieo CBM 
BALLASTS are a dependable assurance 
of both satisfactory and economical 
fluorescent lighting 


Certified CBM Ballasts 


PROVIDE: 
LONG BALLAST LIFE 
FULL LIGHT OUTPUT 
LONG LAMP LIFE 
TROUBLE-FREE OPERATION 


ill of which contribute to easier mainte 
nance and fluorescent lighting economy 


Kight of the country’s leading manufac Send for free booklet, “Why tt 
turers of ballasts make Crerripiep CBM Pays to Use CERTIFIED CBM BALLASTS in 
Fiverescent Lighting Fixtures.” 


BALLASTS. Participation in CBM is open 
to any manufacturer who wishes to qualify 


7 ERTIFIED BALLAST MANUFACTURERS 
2116 KEITH BLOG. CLEVELAND 15, OHIO 
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Globe, leader in lighting for over a third of a 
century, proudly presents the crowning achievement 


its new 1956 line of residential fixtures 


of ite long career 
New styling, new ideas, new conceptions of functional 
in a line of unprecedented fashion scope! 
decor indoors and out! 
- each fixture 


fc 


every 


design 
Fixtures for every need, every mood 
The biggest, most comprehensive, moat salable line in America today 
a quality masterpiece, pre-tested for sure acceptance 
New volume levels are yours in the new GLOBE CATALOG, a lighting event of firat magnitude. Write 


for a brighter profit picture, switch to 


GLOBE 


York Showroom, 16 Eaat 40th Street 
Complete magnificently redecorated! 


ua Now 
but aparkling neu 


ly 


addreas 


Viett our 
The ol 
GLOBE LIGHTING PRODUCTS, INC. « 1718 FLUSHING AVENUE « BROOKLYN 37, NEW YORK 
Our Sith year e Planta in New York and Loa Angeles 
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New Buildings for 


USAF Air University - -- 


Shown above are two of the four buildings recently 
finished for the Air Command and Staff School 


largest school for the advanced education of Air Force 
officers-—of the United States Air Force’s Air Univer- 
sity, Maxwell Air Force Base, Montgomery, Ala. 
Reliable, long-life Phelps Dodge wire and cable, in- 
cluding Habirduct-Habirprene and Habirite-Habir 


prene, were specified and installed throughout all four 


buildings, which form the academic center of the fa 
mous Air Command and Staff School, lo assure com 
plete wiring satisfaction and trouble-lree service 
On every wiring job, large or small, where top qual 
ity materials, expert workmanship and expenenced 
‘know-how’ are called fe f pays t rely on Phelps 


Doda and your Phelp 


PHELPS DODGE COPPER PRODUCTS 


SALES OFFICES: « 


Fintst 
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“Better Get a Price from Auth” (ae 


SUOTATIOn 


That's a suggestion every electrical contractor should make to his esti- 
mator when they work up a bid on the electrical construction of a 
hospital, housing project, school, et 


Why? Because the signaling and communication systems in these pro) 


ects today are big and diversified—they cost real money and because 
Auth’'s experience in producing these ystems 18 So great that our price 
has to be important 


By this we mean that the contractor can rely upon our price to cover the 


requirements of the plans and specifications that he will always find 


it reasonable, and often it may help him get a job. Auth 


and « 


systems are 


invariably approved by architects 
a bid that includes a sig 


Many electrical contractors will not complete 
without 


naling or communication system 
getting Auth price How about you? 
Will you be * to tell y estimator 
“Better get : i from Auth?” Sooner 
or later it will pay off 
SINCE 1892 
Where 0 lig ibuter come in on thi 
who geta from Auth for the ¢ 
to get the order! The 
moat worthwhile part 
7 Si ema. That is why we say 


Manufacturers of 
buto 


SIGNALING 


vee Auth Electric Company, Ine. 


SYSTEMS FOR HOSPITALS 
SCHOOLS HOUSING 
INDUSTRY AND SHIPS »-ONG ISLAND CITY Re NE W YORK 
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One piece construction simplifies 

assembly problems— falling’ parts"? missin’ piece 
no special rools necessory: available in coppe’ or heavily 
tin or without contoured space! 
Long polt peened. capturing spacer and casting 

Spacer 18 ringed and ewint® easily overt eonductot 
polt 18 held in place by neoprem™ washer durine jon) 
Contoured spacer keeps condu‘ tor OF ginal ghape and 
aistripul unit pressur overt jarge area of 

minimizine cold flow and provides wide gepara' yon tween 
the aluminu™ and coppet conduc tor possibility a gs 

write for complet ghakeproo! wasner® preven! Joosenine yncdet the most severe 
specifications and prices on operaline casune® Holts SP 
Blockbur® Two-Bolt Clamp*- are ol copp@ alloy» in sted 
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to build 
NEW LAMP BUSINESS 


Everybody you call on uses lamps and needs replace- 


ments. You can get this business and get a fresh crack a 
new accounts, too, if you sell Champion Lamps and not 
just the same old product that everyone else sells. You'll 


keep this new business, too, for customers appreciate the 

“ee jf ble technica quality and long life they get from Champion Lamps. 

Ne - om alias Choose Champion to better your business in lamps in 

4, Top ave 4 
nd teste 


every way. Write for full information. 
jords 


5 made a 
trial stone 


LYNN, MASSACHUSETTS 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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Controlle 
CHAMPION 


iT WITH 


Built-in connector 
clamp. For EMT or 
rigid conduit. No 
threads or fittings 
needed! 


Stock your shelves with sales—~sell the 
complete WEAVER line! Write for catalog. 


2110 HOWARD ST. 
ST. LOUIS 6, MO. 


thick from end to end. Rigid steel core. 
4 
at 
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CAN’T STAND PEOPLE 
TALKING ABOUT HIM! 


That's why Kennecott is spreading It brings increased re-wiring business to 
the word to consumers about your contractors and opens the door to 


SKIMPY WIRING! easier sales for your dealers! 


fHE ELECTRICAL DELINQUENT who haunts 


ADS LIKE THE ONE BELOW are the first step 


cight out of ten homes in America is a to eliminating Skimpy Wiring. They're tell- 
notorious sales enemy of your dealers! At ing readers of the Saturday Evening Post 
the same time he’s a potential profit maker and This Week magazines how to spot and 
for your contractors! He’s Skimpy Wiring, how to get rid of inadequate wiring in 
the hidden pest who strangles the free flow their homes! 


of power needed by modern home 
I y YOU CAN HELP drive Skimpy Wiring out 


appliances, 

PI of existence! Use Kennecott’s national ade- 
BUT STRAIGHT TALK routs Skimpy Wiring quate wiring advertising as part of a local 
and results in a two-way blessing for you! campaign of your own! 


| ee FREE! PROMOTIONAL MATERIAL! 


Help your dealers and contractors to fight inade- 


quate wiring in their own areas! Send today for 
free reprints and poster-sized blow-ups of Kenne- 
cott's full-page Saturday Evening Post and This 
Week magazine ads. Get free copies of the edu 
cational booklet, “The ABC of Home Wiring.” 
Ask for complimentary home wiring Wall Chart, 
contractor mat service folder and list of at-cost 
prices for large quantity orders of all material 
available. No cost or obligation! Just write 
Kennecott Copper Corporation, Dept. WH26, 
161 E, 42nd St., New York 17, N. Y 


~ Kennecott Copper Corporation 


babricating Subsidiaries: CHASE BRASS & COPPER CO. « KI VVECOTT WIRE & CABLE CO 
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SKIMPY WIRING © 


“Dead End” Kid of the 


Electrical Business! 
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New Tools IDEAL 
Make Sales for You 


RIGHT NOW! 


THE (/PFAL) FISH TAPE WINDER 


Wherever this Winder has been shown it's been an 
instant success. It makes wire pulling simpler, safer, 
easier, Used with the IDEAL Fish Tape Reel and 
Puller, it is the best way yet to reduce still further 
the work of fish tape pulling. Contractors and elec- 
tricians want it when they see how easy it makes 
the job. 


A wheel inserted between the two sides of the Reel 
spreads the Reel housing so that the Tape can be 
reeled in or out with least possible effort. Double 
rollers hold the Winder firmly in place as the handle 
is rotated. A real money-maker for you! 


FISH TAPE WIRE PULLER 


Lets one man handle pulls 
that would otherwise take 
two men, pulling hard! This 
is a cost-cutter that you can 
sell. Gives a mechanical ad- 
vantage of 21/2 times, so that 
even tapes “frozen” into con- 
duit can be easily freed. Yer 
the IDEAL Puller is easy on 


Show your customers how — 
IDEAL Wire Cuides are like 
an extra pair of hands on the 
job and you've made a sale! 
They prevent kinking of wire, 
let several conductors slide in- 
to the conduit smoothly and 
easily —- prevent skinning of 
knuckles or wire. 


The tempered steel coil spring 


forms a smooth bend for the tape despite its tremendous leverage . . . it 

wires to follow. May be used pulls the tape and presses the box or other 

with all sizes of boxes — in outlet firmly against the wall or structural 
any position, with plaster rings on or off member. 


cormpyreey, Suapenes ane ready for use SELL THIS ONE TO YOUR CUSTOMERS WHO HAVE HARD WIRE 
Ya", Ve", V" and 1Y,” size PULLING JOBS! . . . OR WHO WANT TO MAKE ANY WIRE 


Sell them in sets of four sizes or individually! PULLING JOB EASIER. 


THE ABOVE ARE ONLY SOME OF THE NEW ITEMS IN THE IDEAL LINE OF 


WIRING TOOLS THAT YOU CAN SELL TO MAKE MORE PROFITS. INCLUDED ri 
IN THE COMPLETE IDEAL WIRING TOOL LINE ARE FISH TAPE, REELS AND 4 
PULLERS — A WIDE VARIETY OF FISH TAPES, WITH OR WITHOUT REELS 

FISH TAPE BALLS AND LEADERS . . . VOLTAGE TESTERS . . . CABLE SOLD THROUGH LEADING DISTRIBUTORS 
RIPPERS AND MANY OTHERS .. . BEST THING TO REMEMBER IS THAT In Canade: Irv. Smith, ttd., Montreal 
WHAT YOU WANT IN WIRING TOOLS FOR YOUR CUSTOMERS, IDEAL HAS! 


IDEAL INDUSTRIES, Inc. 
1047 Park Avenue 


SYCAMORE, ILLINOIS 


YOU CAN'T GIVE YOURSELF OR YOUR CUSTOMER A BETTER DEAL THAN 
TO SUGGEST O8 FILL AN ORDER WITH “IDEAL” 
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rusty conduit threads or 
Pittsburgh Standard Hot-Dip Galvanized Threads 


Did you know that only Pittsburgh Standard gives you in production 
) if 
quantities . . . hot-dip galvanized conduit with galvanized threads? 


Did you know that there is no extra cost for this conduit with threads ITTSBURGH 


that stay rust-free on the job-site or in storage? Did you know that you 


can get delivery and pricing information on this major innovation today TANDARD 


from the Pittsburgh Standard Sales Control Center? Call your nearest 
Pittsburgh Standard sales agent, or write us for his address 
Pittsburgh Standard Conduit Co., 61 Bridge St., Pittsburgh 23, Pa. 
PLANTS AT MORRISVILLE & ETNA, PA 
RIGID STEEL CONDUIT © ELECTRICAL METALLIC TUBING * ELBOWS + COUPLINGS © FITTINGS 
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only accurately tapped 


COUPLINGS 


can assure 4 
tight connections 


Conduit of COLUMBUS Couplings are precision 
manufactured throughout to ensure highest qual- 
ity. Accurate tapping and careful special cham- 
fering for water-tight joints assure completely 
satisfactory installations. Uniform dimensions re- 
sulting from precision manufacturing, plus rigid 
inspections, have created an increased demand for 


Conduit of COLUMBUS Couplings every year. 


Conduit of COLUMBUS Couplings are hot- 
dipped galvanized or black enameled — available 


in all sizes from '%” to 6”. Sizes 42” to 2” are con- 
veniently packaged at no extra cost. Sell Conduit 
of COLUMBUS fittings for profitable repeat sales. 


plus this extra service 


You can get speedy delivery of 
all Conduit of COLUMBUS 


fittings from any of the 10 con- 


veniently located warehouses U 
% 


Look for the U. L. “tae 
label when buying elbows 
and nipples. 


PIPE COUPLINGS + PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD + GOOSENECKS «+ WALL PLATES 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 
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LIVE 


3, 


Coming soon very soon the greatest resi 
dential business building drive the electrical ' 


industry has ever known 


Its theme 2 


LIVE BETTER... ELECTRICALLY 


Its objective ¢ To sell all the benefits of elec 


trical living, and increase development of the ; 


residential market for electrical products. This , 


means promoting the sale of electrical appli 


ances on an all-out scale. Appliance manu & hee 


facturers, distributors and dealers wil! be Mee aes 


among the first to reap the benefits of thi: 


You'll be hearing more about it soon 


# 


: 
| | 
ger 
he 
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TIMES and TRENDS 


The Heat Is On 


Distribution—wholesale and retail—ais in the spotlight these days. But the 


setting looks less like a stage and more like a police lineup all the ume. For 


as Business Week puts it, “the heat is on distribution.” And things are bound 4 - 
to get hotter betore they cool oft Po 
Manufacturers of all kinds of goods, it seems, are scrutinizing their dis ats 


tribution costs with a critical eye. A few have taken bold steps to cut them 


Others are concluding that their productive capacity is hooked up to a creak 
ing and crumbling distribution partner, that traditional marketing methods 


are in need of revitalization and retorm 


But the tonic prescribed by some is a bitter dose indeed. The bellwether 
automobile and appliance producers, for example, are pushing the idea on theut 
distributors and dealers that they ought to accept high volume in licu of high 
margins (this is the same volume-mindedness that helped to send electrical 


wholesalers’ net profits into a nosedive in recent years ) 


The idea that present-day distribution ts an economic delinquent is born of 


consumer products experience But tollow-the-leader reasoning may carry 


the cry tor correction to helds where it would be even more of a muscat 


riage. We're talking about the field of industrial marketing, and in particular 
the distribution of electrical apparatus and supplies 


Here, the marketing considerations are a world apart. For one thing the 


distribution of apparatus and supplies is an unspectacular business, solidly 
based on service. It's in contrast to appliance distribution, which is full of 
hoopla, high jinks and free-trips-to-Cuba. And where, in one case, you'r 


aiming at one, immense, clearly-defined user market—the American Public 


your eventual target in the other is a multitude of user markets—some big 


some small, some clean-cut, some enmeshed with others, and all with varying 
requirements 


Here, too, the manufacturer has a distribuuon partner who 1s keeping 


abreast of the times. The electrical apparatus and supplies distributor today 
is constantly streamlining his operations. He has had the initiative to launch 


new experiments in the way of self-service. And though he wisely sends his 


roots down deep in his trading area (page 66), he also has the flexibility to 


shift with his markets as they move (page 58 ) 


There's a negative side, too. As yet the distributor hasn't successfully 
solved his single biggest problem—that of setting a realistic price policy and 
sticking to it (page 79) And there are others. Sull he represents the most 
economical means for marketing the thousands of types and sizes of products 


that fall under the heading of electrical apparatus and supplies 


This is true now and for the foreseeable tuture. But the point will have t 


be made with increasing frequency, now that the heat is on 


EDITOR 
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Write for your copies of the following PRES- 
COLITE literature: No. 9 (Recessed ond Sur- 
face Fixtur No. EX-1 (Exit Lights), No. L-1 
(Louver Lights), No. b:D-1 (Swivel Lights), Ne. 
AE-3 (Drawings and Specs.) 


The fixtures illustrated above, ond many more too, employ “Dielux” die 
castings as an integrol part of the unit. 1. No. WB-24 Wall Unit. 2. No. 1313- 
6630 Recessed 3. No. 500 Ring Fixture. 4. A-14 Swivel Unit. 5. No. 6585 Hos- 
pital Light. 6 No. R-54 Exit Light. 7. No. 750 Recessed. 8. No. 99 Eyeboll Unit 


ny (Backs County), Pennsylvania 


PRESCOLITE Mig. Corp., Main Office, 2229. 4th St. B 
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(PRESCOLITE'S trade name for precision diecast p 
eee PRESCOBITE applies aeronautical and automotive die casting production tec ues 
ee to the lighting industry for STRENGTH * DURABILITY * APPEARANCE 
of” 
* 
= 


ELECTRICAL 


COVER STORY 


CUSTOMER’S-EYE VIEW of 
Parr Electric's Jim Brennan 
as he completes paper- 
work on his car trunk, 
prepares to rush off to his 
next account. Smiling his 
thanks for the order, he 
asks... 


‘Who's Got Time for Coffee?’ 


"Speed specialist'’ Brennan is only kidding about the coffee, but he does 
make the most of every selling minute. Though some of his methods are 
unusual, they've paid off with more calls that helped him to make more sales 


By George D. Farley 


UST TWO YEARS AGO, distributor sales territory,’ he says with a confident grin 
man Jim Brennan took the road for Parr e Kept Trying—Some industrials received him 
Electric Co. of Newark, N.J. He was armed with well but gave no orders at first. Some told him 


a friendly personality, the names of 20 or 30 pros not to bother coming back. But he did 

pects and a marked determination to make them without being pushy.” He can smile as he ce 

buying accounts scribes it now, but then, he sa it was mighty 
Today he has more than a 100 ordering custom hard to even look pleasant 

ers and the list is still growing. His selling “I could see their side. I realized that | was 

“secret”? “If you make more calls—you'll make new to them that perhaps they were taking 


more sales,” he declares 4 protective attitude to some one else they'd 

In that two-year period Brennan did make dealt with for years. What could | do’ I just 
more calls—visiting as many as 19 industrials in smiled, tried to be as polite as possible. I kept 
one day. But for several months he made no sales making constant calls without forcing the issu 
Many of these prospective accounts had been e Bit-by-Bit I figured if I tried to be of ser 
dormant since World War II. It was a tough as-_ ice and kept a courteous attitude, | could gr 
signment; Parr hadn't been represented in the ually establish myself. It worked but it toob 
area for a long time. There was plenty of active time. That's why I've made time work hard for 
competition for Brennan. “But I asked for the me in odd ways ever since.” 


Turn page for more on how Brennan maximizes selling time & 


— 
Bn 
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PLANNING his 


Part (left) is important, says Brennan 


over proposed schedule, figure items to 


ideas to use 


coming week's calls with 
ach f riday 
be stressed 


They also review current week's 


sales manager Al 


they go 
selling 


sequence 
tances 


results tain times 


"Who's Got Time for Coffee?’ (cont.) 


Some of Jim Brennans time-trim 
ming ideas sound unusual today but 
they were dictated by the selling situa 
tion into which he plunged two years 
ago. To make his efforts pay, he had to 
get around, to make as many calls as 
possible in a selling day. He played 
down “going for coffee” with his pros 
pective customers. He 
long lunches. Here's his 
“Who had time for coffee? | was 
trying to justify my company’s ex 
pense in hiring me in the first place 

“There are two schools of thought 
on this coffee break idea. | just hap 
pen to be ‘agin’ it. Why’ Every once 
in a while, when I first started, a 
company would throw me a bone 
I had to hustle around to get those 
bones. I had to call on a lot of them 
to make my time pay. | could have 
figured, well, 10 or 15 minutes for 
coffee, but those things have a way 
of stretching to a half hour or 45 
minutes-——practically an hour 

“As far as a long lunch goes, it 
takes too much time. A heavy lunch 
and a drink or two just slow you 
down in the afternoon, | try to ar- 
range it so the part of my 
selling time comes at the end of the 
day. On my last call | might say 


avoided 
reason 


also 


social 


let's go for a drink or two,’ rather 
than slice into my selling day at noon. 
I miy be wrong and I may have to 
modify my ideas but the time-trim- 
ming habits that I formed when I 
started certainly helped to build busi- 
I couldn't just dump them al- 
together now.’ 

There are days when Brennan does 
get bogged down, days when he 
makes only four calls. There are 
other days when he makes 18 or 19 
calls——but he sells 17 accounts 
e Versatile Approach—His approach 
static. It changes with the 
He'll even drop the smile 
For example, in making 
one more call” late on a Friday after- 
Brennan asked to see the pur 
chasing agent of a large new plant 
This p.a. was young but had a tough 
reputation. His favorite stopper for all 
kinds of salesmen seemed to be 
“Where were you when we were 
breaking ground for this plant?’ 

The p.a.’s secretary looked at the 
clock (it was 4:45) and attempted to 
give Brennan the brush, to which he 
politely but firmly countered “Would 
you please tell him I'd like to see 
him?’ 

The 


ness 


is never 
customer! 


on occasion 


noon 


first thing he said when he 


ROUTING the next day's calls, 


tries to anticipate time, 
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srennan logical 


and relative dis 


arranges a 


location 


also figures on what routes will be traffic-tied at cer 
It takes time, but is worth it, he says 


walked into the agent's 


purchasing 
office was, “I hate to call on you so 


Friday afternoon but I've 
you are the toughest so 
and so of a p.a. in the whole state of 
New Jersey and | thought I'd need 
the weekend to recuperate after this 
call!” He'd hit a nerve. The p.a. roared 
with laughter and finally asked, “Do 
they really think I'm that tough?” 
From then on that plant was buying 
e P.A.’s Helpful—Not al! purchasing 
people are as tough or as touchy 
“Most industrial buyers I've found are 
very understanding,” Brennan says 
They'll usually do anything to help 
you. They know your problems and 
they try to be fair. If I'm in a rush 
they usually understand.” 

Jim Brennan's day begins at 8 
o'clock when he leaves his house 
sometimes earlier. “I never hit anyone 
later than 9,” he says. Between 9 and 
10 I try to call on engineering per- 
sonnel. I feel that you can't call on 
purchasing agents at that time before 
they get their morning mail out of 
the way 

Throughout the day he goes by 
Parr Electric's weekly schedule 
Each Friday he lists 32 preposed calls 
for the next week—&8 per day. He 


late on a 
heard that 


call 


1956 


. 
y a in 
ore alls 
= 
ee: 
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Parr's “‘speed specialist’ never plant operation 


CUTTING WASTED TIME, 
M Bill Ba 


nr purcha ing agent: ike 


before clock 


CETTING INSIDE to the heart of the 


call mgnatrar Ine a vital ? Hrennar t 


From calls or 


wart 
lets 


the p.a get their mail 


also indicates the subject of the pro 
Then he gets together with 
sales manager Al Parr. They 
the week ahead, iron out any wrinkles 
in the planned itinerary 

e “To Pay Paul”—-On the opposite 
page his actual calls will be put in as 
he makes them each day. If he makes 
the remaining two 


posed call 


discuss 


six Calls in one day 
zo to the head of the next day's list 
This doesn't happen often. As Al Pari 
explains “Jim rushes fast 
that he invariably has to borrow trom 
to fill in today’s 


usually sO 


tomorrow remaining 
time.’ 

The book is an 
guide, says Brennan. “It helps me to 
organize my work, to keep my finger 
any 


call invaluable 


on orders current with specific 


account, reminds me to follow through 
for 


account. | 


on delivery and gives me ideas 


my next the 


can also write in mailing list changes 


call on same 
This helps more than you might think 
if you have a good company mailing 
like Parr has.” 


Electric's 


program 
Parr 
never tries to set up calls in advance 
by mail or phone because “that’s im 
possible for me.” He calls the office 
three times a day check on 
developments and all his customers 


speed 


specialist 


to new 
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engineer 


have his home phone number too. He 
uses a Bell I elephone credit card tor 
and trouble 
The 
calls are then billed to his home phone 
e Flexible Schedule I'd like to he 
able to definite time when Ill 
drop in but Wt just 
Many 


selling calls to customers 


shooting calls to manufacturers 


set a 
on an industrial 


doesn't work he explains 
times I'm planning to work 
South Jersey and I call to 

north to Elizabeth have to 


my 


get a 
So 
weekly 


just 


go along with schedule 
| can 

Brennan's selling day doesnt end at 
Hye to work 


right up to five o'clock and then som 


as best 


five o'clock, though tries 
without keeping purchasing personnel 
late After call the 
few contractor he has, but 
in the en 


five he may on 


customers 
found 


usually he can be 


gineering department of an industrial 


When 
shout 


they re sitting around 
the 


time 


plant 
talking 
always a 
there 
prised how it pays off 

e Overtime, lcast 
week Brennan works 
Once he 
the planning for the next day's calls 
begins. He figures his 


day's problem it's 
for 
iry to help 


mi 


y oud 


yin 
and 


three 


nights a until 


about seven o'clock home 


his route sub 


for 
works 
is Vitally 

calls 


‘ apl an 


ject 
and 


hecdule 
your one 
item 


Part 


clement 


men 


m up 


the 
Hie 


custome! 


terest in 
alesman 
the 
Jim's a 
per 


mers can 


ood 


and 


trienal ‘ 
No 


nan slow 


worked 


for 


I've 


good 


makes d 
and ta 
Making 
names 


quit when 


each call 


on 


But you 
the le 


vice 


onalit 


Sales Brakes—W 


calls 
int 


I'm 


selects literature 


pricing Planning 


Oortant to making more 
etlective call he 
have 


‘ nough 
the 


to keep your 
maintain 


hottest 


sink policy 
¢ mamta the neces 
of control to he Ip oue 
to guide them lo 


Hut the 


ount belong to 


primary in 
the 
on 

itished 
has honesty 
vhen usto 


other 


loday 

from 

lling really 


int 

Kren 
repli 
the 


Jinn 
he 
nou lime in 

oul 

It brings re 


iv extreme! 


| roductive 
ina it 
ull 


inter 


my fem 
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for 
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Why 
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View from Cincinnati Supply's new house: It takes in plants 


jJof Autolite, General Electric, Avco, Ford Motors, Formica 


A 


' They Found Their Customers 


4d OW THAT we're in the center 
of our territory, we've cut 
down delivery mileage——and 
we make deliveries more often. There 
are more Customer pickups, too.” 

That's how Charles Bird, general 
manager of the Cincinnati Supply Co., 
feels about his firm’s recent move 
from the center of the Ohio city to a 
new building in suburban Evendale 
“We wondered at one time if we 
weren't taking a chance, moving out 
14 miles from downtown,” Bird goes 
on, “but it’s worked out very nicely.” 

Cincinnati Supply's old house was 
in a downtown wholesale district 
There were four floors, with lots of 
stock-handling problems, and no park- 
ing area was available nearby. This 
location was an unhappy one, and the 
firm didn’t mind too much when the 
building was condemned to make 
room for an expressway 
@ Analysis—-To find the right loca 
tion for a new building, Cincinnati 
Supply called in a management coun 
selors’ firm. The counselors went 
through trip tickets and invoices, an- 
alyzing average monthly deliveries by 
customer distance and by frequency 
Plotting this information on a map, 
the counselors came up with an “opti 
mum location.” 

It came as no surprise that this loca 
tion was well out of downtown—for 
Cincinnati industry has been expand 
ing northward, following the water- 
table and the best highway and rail 
connections. But the recommended 


26,000 . Tes F is ' e fi r, with lamps and other light-but-bulky stock distance over 10 miles was a sur- 


located verhead Tt rear section of will-call « inter $ pen n shelves Prise. 

for wrapping material, et Th counter | accessible to parking area and docks, Even so, Cincinnati Supply was 
is at the end of long, well-lighted aisles. Standard cartons are used throughout, to convinced, it seemed certain that the 
help keep shelves clean and neat entire Miami River valley towards 
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View of the new one-floor house: It is 14 miles from down- 


town—but right in the heart of Cincinnati Supply’s market 


—Then Moved Next Door 


Dayton would continue its growth 
After a long hunt for available land, a 
site was selected in Evendale, an in 


dustrial town 14 miles from down 
town. This location was on 4 main 
road in the middle of a hooming in 
dustrial area 
© Satisfaction Ihe location has 
proven itself, Bird claims, since the 
move there last September. Customer 
satisfaction with more frequent ce 
liveries is his foremost reason, with 
lower delivery costs a close second 

Ihe new house has paid off in other 
ways, particularly in added parking 
space and in the convenience of oné 
floor operation 

Downtown, there was littl em 


ployee and no customer parking. Now 
there is space for ten cars in front and 


LOADING DOCKS are near the counter: one Is used here by Augie Si 
60 more in the rear. There is also / 
bert. In the rear ng nduit shed, complete witt verhead ’ ' 
room to get to-and-from the loading , ‘ 
move pipe here parking r visitor in front. more pace behir th 
docks, and easy access to roads building for employees’ cars and for truck« ‘ 5 
The building itself works equally Be. ake 
well. Among its features 
@ Conduit shed and crane facilitate : : 
handling of pipe as 
lling of pipe LITERATURE ROOM is used by salesman Paul Schemmel (left oe 
Stock is located on handy stand sales manager Paul Horgan. Located neer office. it was built-t 
ardized shelving. No steel shelf is over Another building feature is coffee bar for use of employees, customers 


7 ft. high; single shelves are 24” wide 
doubles 48” wide 

Standard cartons used 
throughout. Bird figures this saves 
space and stock-counting time 

© Labor needs are reduced, since 
employees are not required to man 
extra floors 

“We like our new house,” general 
manager Bird says, “and | guess our 
customers do, too. At least they kept 
after us until we had an open house in 
December; 800 people came, and I'm 
sure they appreciate our facilities even 


more now 


if 


didn't work out.” 


In 1947, Bean followed the suggested trend 
toward using a lighting specialist. He gave the 
idea every possible support. During the best of 
those two years, Bean Electric sold slightly less 
than $100,000 worth of lighting equipment. In 


Using a lighting specialist had too many drawbacks . 


RVING Bean's dissatisfaction with 
the selling of lighting equipment 


through a specialist stems from three 
basic Obstacles—the profitless market, 
profitless jobs and narrowed selling 
opportunities encountered during the 
year that he tried that sales approach 
© Profitless Market: Bean found 
that having a lighting specialist on his 
stall automatically put Bean Electric 
into competition tor lighting jobs of a 
size and nature that the concern would 


not have considered before 


Obviously, that was one of the rea 


he place of the lighting specialist 
Bean Electric's five general sales 
men are making this distributor an 
increasingly strong factor in the light 
ing market of western Washington be 
cause of several factors that Irving 
Bean considers of importance to the 
distributor specializing in contractor 
and light industrial business 

¢ Volume in Small Jobs: [he ay 


erage lighting order received by Bean 


Says Irving P. Bean, president, Bean Elec- 
tric Co., Seattle, Wash. “For our size and type 
of operation—we do about a $1 million volume— 
the lighting specialist doesnt seem to be the 
answer in building lighting equipment sales,” he 
continues. “We tried it for two years but it just 


‘Supplies Salesmen Are Better 
Than a Lighting Specialist 


1949, the concern returned to the sales of lighting 
through its five regular supplies salesmen. L ight- 
ing sales almost immediately took a jump. In 1955 
they sold about $200,000 worth of lighting. And, 
says Bean, not only has there been an increase in 
dotlar volume, but an even bigger rise in profit 


from lighting sales. 


By Howard J. Emerson 


sons for putting on the specialist 

Like other 
Bean's man was trained and prepared 
to seek the large lighting jobs that re 


specialists, 


lighting 


quire pioneering effort through arch 
itects, engineers, general contractors 
and large contractors—a time con 
suming and costly effort when placed 
in the operation expenses of the small 
distributing concern 

Theoretically, this cost is an invest 
ment that is returned from the profit 
the distributor gets from his share of 
such large orders. However, Bean 


... But regular supplies salesmen had 


Electric Co. is for four fixtures. Yet 
each of the five general salesmen pro 
duce about $40,000 a year in such 
sales This ts the secret of profitable 
lighting sales for the small distributor 
Bean believes——to get a large volume 
of small orders from the regular 
customers served by the supplies 
salesmen 

Iwo conditions give the supplies 
salesman the first and best chance at 


LIGHTING SALES HUDDLE finds three of Bean Electric ¢ s supplies salesmen with 


president Irving P. Bean, right, under part 
to right, Loren H. Audabin, sales manager james Elder and salesman Ed Linert. Volume 


has more than doubled nce ahting fixture sales became their re ponsibility 
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firrn'’s lighting display They are left 


Here is a2 comprehensive analysis of why the 
lighting specialist did not work out as a sales 
function for Bean Electric Co., and why its well- 
trained supplies salesmen are builders of profit- 
able lighting equipment volume. 


found, there are factors that put the 
smaller distributor at a disadvantage in 
his efforts to get his share of such 
orders 

After long and costly work on a 
large lighting job, Bean Electric often 
saw the order go to a distributor who 


was more interested in the long range 


pront from a lamp ontract wo a 
wholesaler who had a volume tf not 
profit quota to meet or to a large 
distributor whose pre id 


in the lighting field enabled him to 


Continued on nest page 


many advantages 


these small lighting orde In the first 
place he there each of Bean's 
salesmen handle from 60 | “) 4 
once every two weer 

If a contractor has just become in 
volved in a job that will require hight 
ing, it can't be but a few Ga before a 
Bean salesman will be in to see him on 
his regular ill. The general slesman 
doesn't have to eek hehting hob a’ 


a specialist must, because he will find 
them in his regular tour of duty. And 
then, the frequen of hi alls gets 


Continued on nest poge 
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The supplies salesman brings all these 


HE DOESN'T MISS the frequent 


HE'S THERE at the contractor's regularly, close to the opera ymall lighting rder that 


hor able to keep the contractor up to date on lighting as come up, as above, in normal take off of needs for contractor's 
Bear alesmman Ed Linert (left) is doing in this call on Bill average small construction or remodeling job. Ceneral distribu 
whrope t Lindberg Electric Co. in Seattle tor's salesman Linert has lighting knowledge for these jobs 
Salesmen Advantages (Cont.) 

him “in with the contractor prior not important. enough to encourage ones most likely to have the small to 
io that contractor's efforts to get a the contractor to split his order and medium size lighting jobs, depend to 


particular lighting job. This may give 
a chance to work with the con- 
tractor in selling the customer or in 
laying out the job 

In the manner, the general 
salesman has the first and usually best 
chance at the hundreds of small light 
ing jobs that come up in the small or 
medium size industrial concerns 

© Satisfactory Profit: A_ relatively 
large volume in small lighting orders 
for the small 
competing for the 
hundreds-of-fixtures order because of 
the profit structure involved, Bean re- 
As he pointed out from his ex 
perience in selling through a specialist, 
the small wholesaler is not set up to 
handle a large order when competition 
has brought the margin down to near 


him 


same 


is more satisfactory 


wholesaler than 


ports 


cost 

The small orders that the general 
salesmen produce by seeking them in 
their daily routine of normally 
are priced at list without bidding. The 
few fixtures involved are just another 
part of the from the 
contractor or industrial 

They not represent enough 
money to warrant the contractor or in 
They are 


calls 


order received 


do 


dustrial shopping the market 


Specialist Drawbacks (Cont.) 


compete legitimately at a lower price 
than the small contractor house 

© Protitless Jobs: When Bean's 
lighting specialist turned his attention 
to the size and type of lighting job for 
which the house is best equipped to 
handle, he was an advantage. But his 
services ate up much of the profit on 
these The specialist's sincere 
efforts to help build lighting sales for 
Bean him put more time and 


jobs 


made 


thus become involved in two sources 
of supply for Further 
more, the fixtures represent an oppor 
tunity for 
extra profit to the job through his use 
ot the 


customer 


a small job 


the contractor to add some 
list price in dealing with the 
and the 
tractor net price from the distributor 
With full profit usually involved in 
the small orders for lighting equip 
ment, the distributor than 
enough to compensate for the slightly 


his receiving con 


has more 
higher sales cost that may have to be 
charged to the selling of these orders 
While the small lighting jobs are sold 
on the regular 
obviously they require occasional time 
that 


basic 


calls of the salesmen, 


in layout, visits to the job, etc 


would not be required for the 
supplies order 

@ Service is a Help: Irving Bean 
says that one of the important 
of the why 
men can keep the small wholesaler ac 
tive in the lighting market in spite of 
competition from distributors with 


lighting specialists and departments ts 


most 


reasons the general sales 


still service. And it is not just the 

availability of service—it is the de 

sire for service by the customers 
Most contractors, particularly the 


a great extent on the supplies salesmen 
to pull them out of the small and big 
Be 


cause the contractors are less familiar, 


messes they get into frequently 


probably with lighting 
than 


except heat, they 


equipment 
they install 
are particularly con 


any other product 
cerned with the service that backs up 
small lighting orders 

If they have an installation prob 


lem with a type of fixture, they expect 


to get on the phone and have the 
salesman out there that day before too 
much time is lost on the job. If they 
are short a ballast, they expect one 
brought out in the salesman’s car be 
cause they may not know which one 
they should ask for if it is sent in 
a truck 

It is the service they are used to, 
the service that is the foundation of a 
“contractor-house” distributor, and 
says Bean, the reason such a house 


has the best chance at the small light 


ing jobs. For the lighting specialist to 
500 


dissatis 


perform such service for nearly 


accounts involves delay and 
faction 
© Trained Salesmen: [he supplies 


salesman can build a good volume in 
small and medium size lighting orders 


effort into a small job than the size or 
complexity of the job warranted 
Unfortunately, this was difficult to 
restrict because contractors and in 
dustrials, knowing about the specialist, 
expected “the treatment” on every 
lighting job, though they had never 
sought it or needed it when working 
with Bean's general salesman in the 
past. As a result, the small lighting 
jobs with their full profit, became 
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margifal deals when the cost of the 
specialist was figured 

© Narrowed Lighting Market: 
While the were 
taking effect in his selling of lighting 
equipment through a specialist, Bean 
was beginning to lose some of the 
profitable lighting business that he had 
enjoyed in the past. His general sales 
men had not been “pulled off lighting” 

-hut the result was almost the same 


above conditions 
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abilities to selling lighting .. . 


HE SERVICES and trains the contractor ew ready witt HE GETS BIGGER JOBS ct 
emergency help when probier arise rte re eft rie regard for } wht 
n new fixture features, as above with the staff of iberg neering st f 
Electr n new installation technique at the } whet 
better than the specialist, but to do so salesman ability to build a satistac the job | bru ! lighting 
he must have a thorough training in tory lighting volume for the small  manutacturet ocal rey entative of 
lighting, says Bean wholesaler through his ability to get a engineer to the ty that 

This doesn’t mean that the salesman large number of small jobs from hr i large ci I 1 handk 
must be even a “semi-specialist,” but regular customers. But, does the lack — throu h his ow pecialist. Where 
he must know his lines of lighting of a lighting specialist preclude the there are architect 1 engines 
equipment by heart and must be able = distributor getting any of the medium trong in influencing the specification 
to specify the correct lighting for the — to large lighting jobs? for the job, there is a good chance 
average installation he encounters Bean says no. He may be put out that the smaller distributor will have 
(his is well within the capacity of any of the running on the large to giant little chances because distributo yx 
good supplies salesman, Bean states, jobs without a specialist, but there cialists will have been cull th 
but it must be encouraged and di ire many of the large lighting jobs irchitects and er levelop 
rected by distributor management which the supplies salesman gets as an just such job 

Several conditions make it practical outgrowth of his activity with con Wh the contract ma th ul 
for the well-trained supplies salesman tractors and small industrials in day to tomer ar the influential factor in ce 
to handle average lighting jobs with day smali lighting orders. At the time ciding, the small whi hh fix 
competence. Many of the small light of this writing, Bean Electric is sup ture manufacturer help ha ood 
ing jobs have the fixtures specified as plying all the lighting for a new cle chance iyvs Bean. Particularly if the 
part of the regular order. Most of the mentary school in Seattle—and it is lighting job is lary than normally 
others, which may require his help in not an unusual job for this distributor handled by the contractor } iit 
specifying, are relatively simple, Regular Contacts ontractors who even more interested in h 
straightforward lighting installations go for months with jobs requiring no re gular distributor service backing him 
that can be figured accurately with a more than one to five fixtures may up in Case of emergen 
combination of his training and ex pick up a job—-store, small shop, ga © Small Orders Count— ti th 
periences and the material supplied by rage-——that requires ten to a hundred = larger jobs are in 
the fixture manufacturers fixtures. The supplies salesman reg the small wholesaler if bh ets tl al 

Helping the salesman, too, is the ularly servicing this contractor will at a fair profit and sells them through 
trend to standardization in fixture least have a chance to talk, as suc h his regular salesmen, Bean sa Ih 
types plus development of specifica 1 contractor is not in the habit of foundation of his ligt ! m till 
tions which show the performance getting in touch with lighting spe- must he the lar num of small 
under almost every possible condition cialists ordet old at regul profit, through 
Handling Bigger Jobs —i-mphasis Phe supplies salesmen, like those at th ipplu tlesmat little if an 
has heen placed here on the supplies Bean Electric, can make their pit h for sided sale ost, he maintains 

When a lighting job was in pros Secondly, in spite of the best in In fain to th val 1 i 
pect, the general salesman attempted tentions of five competent general the man vi ‘ j , livwhtin 
to get the specialist onto the job. In salesmen, their interest in lighting pecialist fe Bean Elects ( it 
spite of his best efforts, the specialist dimmed lighting became the per must ted that I n 
couldn't be available to five salesmen ialist’s “baby Ihe ondition, met does not hat hting sy 
at a moment's notice. Necessary delay by practically every distributor who wi if t. Bean | la toy 
took Bean Electric out of the competi has set up a specialist or a “depart lesman him months of trau 
ion, particularly on the medium size ment was more serious for Bean in with manufacture in th } ast 
jobs where no long waiting period was — Electric with its market spread out He is as Competent ny hghting 
involved before construction or re among nearly S00 contractors and pecialist t was the function that 
hiehting small industrial accounts failed, not the mar 
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SPOTLIGHTING YOUR MARKETS No. 10 in a Series 


Brings you up-to-date on what you can sell to 


The Amusement Market—II 


@ Indoor amusements — movie theaters, auditoriums, bowling alleys — are 
spotty as markets. Some types are static, others spurting ahead. 


@ Like outdoor amusements, the big potential is in new construction. Big 
exception: arenas, where lighting is a continuing need. 


@ Full-time electrical men supervise buying for large arenas. Owners or 
contractors are the men-to-see at smaller units. 


Increased school outlays ROM BOWLING ALLEYS to theaters—that's the range of the indoor 
mean more auditoriums amusement market. These enterprises are primarily nighttime operations 
end meeting halls like those operating outdoors (EW-—Jan. '55, p. 40), but they are not limited 


to the summer season 

While the indoor amusements have speeded up since WW II, meeting the public 
demand for leisure-time pursuits, they have not grown as steadily as the outdoor 
ones. Bowling alleys, for example, are just hitting their peak pace—while motion 
picture theater construction is way down from the boom period just before the 
Korean War. The big growth in public school auditoriums, as part of school 
building generally, seems sure to be in the near future 

Bowling alleys. Up from poolroom status to respectability, bowling is fast be 
coming the most popular participant sport in the country. Pinspotting equipment 
has helped. Alleys now estimated at 8,000-plus 

Skating rinks. Growing more slowly, ice rinks number over 100 and roller 
rinks over 2,000 

Auditoriums. From high school and college facilities to the Madison Square 
Garden and other arenas with convention space. No figures available but esti- 
mated in tens of thousand: 

Theaters. An estimated 19,000 movie theaters, plus 1,500 legitimate houses 
Peak movie house construction reached in 1948-50, with some signs of pickup 
lately. Legitimate house construction continues slow 

TV stations, 429 in total, all with one or more live studios. New construction 
slow but much expansion and modernization going on 


Arenas are a top market INDOOR amusements rank about average as a market for the electrical whole 
for lighting and saler’s salesman. With the exception of the convention and sport arenas. most 
power equipment are the small units found in every town. They have a good—but one-shot 


potential. This is when the unit is built; there's little, aside from lamp contracts, 
in the long pull 

The arenas, however, are in a class by themselves. Although few in number 
they need lots of light and lots of power, particularly for air conditioning. There's 
even a good deal of re-lighting in older facilities. Though not strictly an “amuse 
ment,” TV broadcasting studios are on a par with arenas for lighting 

Lighting, in fact, is the biggest single requirement of this market. This extends, 
to an extent, down to the small alleys and rinks—-where there is a need for even, 
high intensity illumination. These smaller units are also prospects for cooling equip 
ment, since there are efforts to make indoor recreation more attractive during 
the summer months 

Purchasing for arenas and TV stations is handled by maintenance personnel; 
work is usually done by inside men. The smaller indoor amusements farm out 
their work to contractors, though the owner or manager has the final say 
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Amusements: Lighting 


LIGHTING, often with special controls and dimmers, is the biggest product 


need in this market 

A live TV studio might well use a variety of shuttered spots 
luminaires and scoop floods Added to these needs might be special proje 
and effects. Legitimate theaters have the same requirements 


enes border units 


ctors 


for strips, scenery 
though in lesser quantity 


In an auditorium, perhaps the latest in reflectors 
"55 p 42). Movie theaters apart from lobby and 


would be preferred (EW—Dec 

projection booth needs, usually want soft, subdued illumination. And bowling 

alleys and skating rinks need lighting that ts without 
Auditoriums and convention halls, and theaters of 

or TV—also require the latest and best in lighting 

boards are the rule, plus such equipment as remote switches 


or high-frequency fluorescents 


ind shadow 

ill types—legitimate, movi 
controls. Intricat special 

el ctlroni¢ 


ack 


master 
dimmers and even portable switchboards with variable controls and outlets 


lighting is important, too, in this market 


WITH lighting goes wiring. In construction of a modern TV studio, up to 40 
miles of wiring might be needed—both to feed the myriad of equipment scheduled 
laps ina IV studio are pro ided by 


for use now and to add further load later 
duct. This means convement 


means of plug-in strips, wireways and floor trench 


access anywhere on stage, plus flexibility in providing new outlets 


Distribution facilities for power usage are almost 
motors might be used to run air-conditioning com 


he re 


as important In a large 


convention hall, for example 
pressors and pumps, strip and unit heaters, and blowers and exhaust fans 
used in some large auditoriums 


are usually elevators, and escalators are 
600 hp units used on the 


Motor ratings might run downward from the, say 


compressors. With this equipment—-some of which is found in the smaller indoor 


amusement units—goes apparatus needs: panels, switchboards, circuit breaker 


SOUND SYSTEMS basic the enterpri I here's pos ible iles oft paging 
systems for the smaller enterprises, of intercoms and public addre systems in the 
salable too 


larger ones. Fire alarms are often 
have helped bring bowling int 
| if 


Automatic and semi-automatic pinspotters 
prominence They are installed and serviced locaily, and require a good deal « 
additional service and wiring. The automatic machines, each on its own circuit 


use three ! hp motors and the semi-automatics i ingle fractional hp motor 
both possible maintenance and replacement sales 
Other needs: Air-conditioning and cooling equipment, plus applhance for 


generators for auditoriums, where power 


food concessionaires Auxiliary 
And lamp contracts——always important in 


failure might cause spectator panic 
a big lighting market 
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and more lighting for an up-and-down market 


Special lighting for halls, 
TV studios 


Arenas hold most diverse 
sales potential 


Specials: Sound systems, 
pinspotters 
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LATED at r oom where he's By Durward Humes © Amazement— Vilett started in the 
usually found, 40-year-old Walter electrical business in November 1899, 
H. Vilett motions toward the col when he and partners formed a con- 
lection of 151 letters he received from cern for most of his 80 years. Organ tracting firm in Duluth, Minn. Sia 
frends and business associates on his jzed in March 1920 with 12 em years later. he came to Minneapolis to 
birthday last fall ployees, Northland now has 80 open a branch. He's been there ever 
That nm memory book he employees and sells beyond Minnesota since, including a short period with 
ays, smiling gruffly They treat you into lowa, Wisconsin and the Dakotas the Minneapolis Electric Motor Co 
like « tin god when you're 8O. The Just as satisfying to Vilett is the and then for 12 years with still-operat 
fact #6. | may be ®O but I'm tar trom fact that ten of Northland’s employees ing Sterling Electric Co 
heme a tin won have been with the firm for over 25 It was strictly a knob-and-tube 
All th une. Vilett founder, treas years each and that a good number husiness then Vilett comments I'm 
urer and ince last month, chairman of the firm's customers have had ac constantly amazed at the tndustry’s 
of the board of Minne pel North counts there for most of their business vrowth. We expected a good future 
land Electric Supply Co finds his lives. His conclusion: Fairness and then—-and we've been agreeably sur 
memory book heartwarming. It covers honesty pay off, in life and in business prised to find it even better 
the years affectionately and with sey (See helow.) But there were, he admits, rough 
eral lively anecdote of past adven Ihat's my creed he says Ireat times. Says one letter in his memory 
tures. But it is not a harbinger of re employees right and they'll treat cus book: “I wonder if you remember my 
tirement——for that word doesn't enter tomers right. Call it what you want first raise? It was a meal ticket. The 
Vilett's thinking fairness, honesty, even liberality; the company had done a rewiring job for 
Hes in every day at eight and stays most important thing is that it works a café on 2nd and 3rd St., but you 
until five or later (unless he goes golf lake it a little further. We've al could not get your money. However 
ing where is one friend puts it, he ways paid employees as much as we the café was willing to give meal 
counts all bis strokes and everyone could; | think that has kept them with tickets, and as long as I was single 
else ) His daily routine consists of us. And who's more valuable to North and had to buy my meals, you sug 
supervising credit and keeping a keen land than a man who knows our — gested I eat the bill out as a raise. It 
eye on Northland’s financial standing — policies, our selling techniques, our worked fine until the café refused to 
m the community customers? I'm against compulsory give me any more tickets. Then you 
© Standing—Northland’s reputation, retirement, not only for myself but for gave me the raise in cash!” 
and his own, have been his prime con- our men.” © Into Wholesaling While at Ste: 


‘If You Treat Employees Right, 
They'll Treat Customers Right’ 


WHAT THIS POLICY MEANS TO NORTHLAND 


OW DOES Northland’s policy of 

fair treatment work out in prac- 
tice? 

For employees, it means long-time 
service service that Walter Vilett 
thinks is valuable beyond measure 
ment. Nine of them have been with 
the firm over 25 years each, or a total 
ot 267 experience-years 

Four of the men—plus Vilett and 
son Jack M. Vilett, named president 
last month after 22 years with the 
firm—constitute Northland’s board of 
directors (at left). They are N. K 
Gullick (left), Eugene C. White, Walter 
H. Vilett, Jack M. Vilett, Robert J 
Jude and Adam R. Kottke 

Northland’s long-time employees 
apply their firm's policy to customers 
with equal success——as their stories 
beginning on the next page show 
(Absent: Wesley A. Hardy, lowa 
salesman, with 26 years’ service.) 
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into wholesaling 
near the power company 


to serve the utility 


at the same 


ling, Vilett drifted from contracting 
The firm was located 
and began 
time 


the company began to dress up its ap 


pearance. One contractor 
renovation, commented You 


ing a jewelry store?’ 


Those weren't easy days, either 
hook 
letter You told me to collect 


evidenced by another memory 


overdue bill on lower Nicollet. and not 
to take no tor an answer. They 


sented an 


quite heated. J illed for reinfor 
Soon ufterward, the 


works started. After a few moments ot 


ments 


sculfling, one tellow hit me the 
head with a blackjack That reall 
made me mad omebody picked 
up 4 vluss bow! full of Spoons ind 
heaved it at me. | saw it just in time 
to duck ubout that tine me 
outsider hollered ‘cops inl we vk 
off 

Growth Northland started 
and, despite its problems (especially 
during the depression years). has n 
tinued to grow The firm now o 
cupies 4 modern. attractive O00-sq 


Continued on poge 104 


Board Chairman Walter H. Vilett (above) utilized this creed to build eS 
Minneapolis’ Northland Electric Supply into one of the Northwest's largest a 
wholesalers. The creed has proven itself in many ways: in old and valued cus- as 
tomers—in long-time employees (nine with over 25 years’ service each)—and 


during 
start 


pre 


irngument, and became 


fire 


80-year-old Walter H. Vilett 
as looking over his "Memory Book" 
an 


in a heartwarming “memory book'’ marking Vilett's 80th birthday last fall 


WALLACE R. THOMPSON: 
city salesman with 35 
years’ service 
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Don’t Pass the Buck 


We've got several industrial accounts that have been 
vith us for over 20 vears. I think the big reason is that 
we don’t pass the buck on their problems. For instance 
I try to help them: but if I can't, | find someone who 
can. That kind of service--plus a friendly knowledge 
of them and their families keep these accounts 

I've been with W. H. since 1911 ind he's always 
played it fair. Rather than fire anyone, he gave us 


ul durin lenre 


Little Things Count 


Its the little things, often, that ment relations with 
customers. When | was outside during the depression 
he had a 


chance to handle range hookups tor the power com 


we were babying along an account. One day 
pany and needed money for another $100 worth of 
supplies. When he ceme to us rather than a bank for 
credit, we took the chance. Now his account with us 


is worth thousands every year—-and that story could 


” 


he told many times over 


ROBERT J. JUDE: sales 
manager with 33 
years’ service 


For more comments by Northland employees, turn page 
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Northland (continued) 


ANTHONY J. SCHOBEL: city desk 
chief with 31 years’ service 


They Appreciate Help 
Like most of the men here, I started 
at the bottom. | was a truck driver for 
three years, and receiving clerk for 
another four, Then | moved up to the 
city desk, where I've been ever since 
When we moved to this location, 
what problems we had! We were a 
little the cus 
tomers patient 
But with us 
think | They 


confused 
they 
they're 


and so were 


were very 
still 


why 


and | 


know know we'll 


do our best to help them out.” 


THEODORE A. 
chief with 29 years’ service 


LABELLE: price 


They Like Protection 


“The pricing department has really 
changed in my time. It used to be a 
half-time job. Now, with 35,000 stock 
items, an eight-hour day just won't 
do it 

“During the war, we allocated our 
copper goods. Rather than selling it 
to a few large customers, we decided 
to spread it around. In doing this, we 
turned down a number of promising 
new customers. But they joined up 
with us after the war they said they 
liked a firm that protected and played 
fair with accounts.” 


ADAM R. KOTTKE: credit man- 
ager with 31 years’ service 


We Back New Accounts 


‘I've always been on the accounting 


end. In the early days, we didn’t do 
the business in a month that 
most days now 


we do 

“I! remember when | was handling 
lamps. Our customers really appreci 
ated help getting the right one 

‘We've done a lot, particularly dur 
ing the 30's, to help smaller contrac 
tors get started. Most of our accounts 
have been with us a long time 
that’s one big reason.” 


and 


HENRI E. GABLE: residential fix- 
tures, with 27 years’ service 


They Keep Coming Back 


“I've always been in lighting. | remem 
ber a time when display boards were 
our showroom 

“We now have a nice country busi- 
ness; dealers send people coming into 
town for lighting to us. There’s lots of 
competition from non-electric houses 
Dealers sometimes come in, complain- 
ing about our prices; we can get better 
ones down the street, they say. I admit 


that, but add that they won't do as 
well on profits. And they keep send- 
ing customers back that’s what 


counts,” 
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‘Fair Treatment’ Keeps Customers 


N. KENNETH GULLICK: electrical 
engineer with 29 years’ service 


Show Them a Better Way 
‘After 


came to 


graduating from 
the 


interested in 


college, I 
room here. | 
construction, 
and in lighting and power distribution 

We're than fair, think, 
with contractors. We honestly try to 
help them out. Many’s the time we've 
helped them save a job; they thought 
it had to be way 
showed 


shipping 
soon gol 


more we 


and we 
When 
about prob 


done one 


them a better method 
contractors get panicky 


lems, we're more than happy to help.” 


EUGENE C. WHITE: bookkeeper 
with 25 years’ service 


Repayment in Volume 


Vet 


bill 


After some business college 


I started as a six-months’ 
trainee 
work, I on and collec- 
tions. I've been there ever since 

“We've always helped the young 
guys get started, and they stick with 
us. | remember one contractor we Car- 
ried for a year for $10,000. Then 
World War II came along, and he got 
on his feet. He's repaid us in volume 
many times over 

“Sure, you have to watch the get 
rich-fast type—but we try to be as fair 


went credits 


as we possibly can.’ 
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THE SALESMAN’S TECHNICAL NOTES 


in a handy, 52-page study and reference manual, 
‘Technical Notes on Electrical Equipment.’’ 


pages of easy-to-read, practical information on Ideal forthe... 
these electrical products: @ Salesman 


@ Wholesaler 


© Incandescent Lamps @ Electric Space Heaters © Transformers 
@ Mercury Vapor Lamps @ Industrial ® Motor Controls @ Student 
©@ Fluorescent Lamps Electric Heaters © Rectifiers @ Apprentice 
© Fluorescent @ DC Generators © Converters ep 
rafts? 
Accessories © AC Generators © Switches aftsman 
© Lighting Fixtures © DC Motors @ Protective @ Contractor 
Air Conditioners AC Motors Devices 
@ Engineer 
Each product is covered by simplified drawings and diagrams as @ Electrician 
well as fundamental, easily-understood text, digesting all pertinent @ Consultant 
information required for an all-around, working familiarity with @ Estimator 
the product’s construction, operation and application 


$ A COPY Dept. 270-012 = 
Electrical Wholesaling 


330 West 42nd Street 
New York 36, N. Y 


Please send me copies of 


“Technical Notes on Electrical ear 


Equipment” at $1 per copy. 


Reprinted from “The Salesman’s 
Technical Notes” series in Electri- 
cal Wholesaling © A McGraw-Hill 
Publication @ 330 West 42nd St., 
New York 36,N. Y. 


Enclosed 1S $ 


Size 8'2 x 11 inches 
Equivalent to a 200-page book Name 
Firm 


Street 


City Zone State 


= 
< 
~ 
2 
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NATIONAL 4x4 
x6) WIREWA 
J 


_NE Wirewa is available in both 
4 x 4" and 6" x 6" sizes. 
Investigate the advantages 
of placing stock orders now. 


It’s an all-purpose raceway that goes in 
fast and economically 


] Hinge-type coupling permits most economic Contractors and plant men like National 

* installation . . . flush to wall, in corners, ¢ 

out or lectric WIREWA for protecting wiring 
wiring that may be rerouted, changed, 


Flangeless sections permit speedy assembly 


Electric WIREWA provides steel pro- 

3 Multiple knockouts on twe sides for con- tection, plus accessibility, unequalled by 

venient branch circuiting. 
any other type of wiring raceway. 


Hinged covers are designed for quick access 
* at all points. Listed by Underwriters’ Laboratories, Inc. 


National Electric Products gg 


PITTSBURGH, PA. 


3 Plants « 10 Warehouses + 36 Sales Offices 
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SELLING 
FANS A SPECIAL SECTION 
TODAY 


Fan Marketing in Flux? 


Some full-line distributors think their place in the picture is deteriorating. 
Many, however, see changes in the policies of a few manufacturers as only 


another cycle in the continually changing game of musical chairs 


By Robert S. Bush 


ECENTLY, some manufacturers of plug-in Ihe majorit yrees on one thing: there is not 
type residential fans changed their polici trend to exclusive distribution through specialt ; 
from multiple to exclusive distribution, In the ippliance distributor Ih iy that the policy i as 
New York-New Jersey area alone, one manuta has been tried previous! ind has failed. Manu : e 
turer withdrew hi lime from ombination facturet usuall turn te multiple distribution 
apparatus, supplies and appliance distributor ‘ programs a 
placing them with two specialty appliance whol Here are some ty, | comments from electrical ee 
salers distributor evarding the feeling shout exclu A 
Overnight. these distributors found themselve ive distribution policn 
with one less line \ few saw a trend to exclu . bxch e distribution is a blow to some whole 
distribution of pl iv-in tans throug! p Ity ip ilers. Howe tis good in a sense. With fewer 
pliance distributor throughout the mation. Th ling distributors in do a better selling job. What 
helieved the combination distributor was on h they lose on one line can be gained with another 
e “Manufacturer re vrons Some, however 


way oul 


© Optimistic Outlook-—A_ telephone survey 
ombination or full-line wholesal reveal that have made a mistake. They find that several dis 


h to try new policies before they discover they 


most of them were not too concerned. They insist tributor elling the same product can cover much 
this is not a trend that it is merely the beginning more Of an area and give better service to the cus 
of another cy le in the ontinuall hanging di tomer than n on vho has the line exclusively 


‘“Crenerall most manufacturers are looking for 


tribution policy of manufacturers 


But what | the thinking behind the current erall busine I hv ved as many distributors 
hanves’ Most manutacture! wree that thei wossible for ther products. Some hanwpe poh 
policies irv in different areas ituations govern ‘ gait product oncent n trom one 
methods Aliso. they believe that one distributor listributor. How {f the enson i not right for 
handling their line exclusively can sell the product fans, not n th ip handling the line exclu cid 
hetter than a distributor trying to sell multipl el n sell the product 
lines ° Most of u lon't know what is in the mind of 
Some combination wholesalers believe that with the manufacture it up to him to help us sell hi 
fewer lines, the will not be able to stock the product Instead, he withdraws his line without aa 
iriety of fans their customers want. To them, th iving t uly on how we can do a better selling Be 
means loss in busine ind pront ot : 
e No Trend Seen— But there ar y wh How are combination distributors meeting the 


the expense of paper work reduced th fewer pressures of today’s fan market? One solution is to 
lifficult to perform 4 concentrate on fans year-round—as the two stor- 
ies on the next pages show s 


lines In many cases t i 
vood selling job if too many lines are carried 
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In the Office ... 


HUNTER 


PACKAGE jilic FANS 


THIS MODEL of an attic was built by |. R. Levet to demon PACKAGE unit is important part o isplay. Here, salesman 
trate the value f ventilation to prospects With it. he car Stanley Lehman test ystem. A np maintained 


explain visually + } an 7, air throughout the house in a warehouse devoted entirely 


EVERY DAY, IN EVERY WAY ... 


They Give Fans the 


OLD WEATHER is no deter- ‘We believe that ventilation is no e Hold Meetings—Periodically, con- 
rent to some distributors who different from heating. A heating sys tractors and consumers are invited to 
sell home ventilation. In fact, tem is installed in a house at the time Atlantic to discuss ventilation and 

aggressive wholesalers find that with of construction—winter or summer cooling problems with a manufac- 
a little effort, the profits for this prod- Why should a ventilation system be turer's engineer. Levet finds that many 
uct are good in all seasons bypassed?” consumers do not realize the impor- 
One such distributor is 1. R. Levet Institutional advertising its one tance of home ventilation nor know 
[his official of the Atlantic Electrical effective method used to reach the just what it can do for their homes 
Supply Corp. of Richmond, Va., takes ultimate consumer. The merit of the Technical as well as practical infor- 
4 personal interest in promoting venti products and how they can best be mation is acquired through these con- 
lation as a year-round item. Believing used 1s explained. Price is never men ferences 
that good ventilation is as important tioned The meetings have become well 
for home comfort as heating, Levet “When we started this program,” known throughout Richmond. Often, 
decided several years ago to promote  Levet says, “our contractor customers people call Atlantic Electrical Supply 
this product. With the help of his con believed we were infringing on their to find out about future meetings 
tractor customers, he attempted to rights. However, by explaining that When the engineer is not present, 
show the consumers the benefits which we were not trying to bypass them Levet takes care of all inquiries and 
could be gained from handling attic that all we wanted was to get the answers questions about ventilation 
fans consumer interested in ventilation As an added service, Levet often 
And his efforts have proved effec- we succeeded in getting their cooper visits the home of a prospect to discuss 
tive. Sales are increasing each year ation, We proved we were developing ventilation. In these visits, he takes 
during the off season in the residen- 4 new field for them, and that our into consideration all factors to pro 
tial market for both new and old purpose was to act for the best in vide a good installation, These include 
structures. Usually, Levet sells from terests of both them and their cus the best size fan to be installed, the 
12 to 14 attic package units each tomers.” correct location for installation and a 
month in the winter check to see if there is enough free 
exhaust area to permit good circula 


Needs Knowledge ‘If a distributor Other fan-selling articles published 


is to go alter the attic a b ) 
n usine te r th ELEC TRIC Al WHO! hon ot iif 
reate ‘ ime he sh yuld h ive ‘Ver >| nm attic fan just he 
Al are: Selling ans is Miy 


called ‘experts’ in the field of ventila Professional Hobby,” Feb. "55, p. 41; cause a person wants one,” Levet says 


tion,” Levet explains. “In our case, “Help Your Dealers Move Those 
we gained this education by going to Fans,” Feb. "55, p. 44, and “They 


fun manufacturers’ clinics and by Proved Contractors Can Sell Fans.” 
spending time with their men in field poy ogg p. 46 é 
surveys and on plant tours perts’ in the fan business.” 


If we sold a unit to a contractor, and 
the service proved unsatisfactory, we 
would be blamed. In addition, we 
would also lose our reputation as ‘ex 
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In the Showroom... 

Bs 

; 

” 


In Advertising .. . 


Why Swelter 
thru Another 
Hot Summer? 


Get Expert Advice on Cooling and Ventilation 


IMOUSTEIAL «© RESIDENTIAL « COMMERCIAL 


Hunter Factory 
Engineer Available for 
Consultation June 16 


at 
Atlantic Electrical 
REGULAR CHECKS of this unit at Atlantic by Wilbur Ellis, 
assistant purchasing agent, assure gOOd summer service The upply Corp. 


fan, useful for demonstratior al the showroon 
15-17 South 8th Street 


Tobe edventege of ths opportunity te solve your 


cooling end ventilet problems There is 


charge for thi service offered by Hunter Fen 


end Ventileting Compeny 


Full Treatment 


e A Sales Aid—-Levet practices what these houses were constructed from 25 SEE 


arte tee 


he preaches. A great believer in venti to 30 years ago 
lation, he recently installed a large In this case, Levet will not sell a 
fan on the roof of his supply house to unit until he inspects the house of ———— 
cool a 160-foot-long lighting show knows a competent contractor or en 


room which contains no windows. He’ gineer has the necessary information 


installation. Because of 


explains that air conditioning was too” for a correct 
the emphasis on home modernization — 


in Richmond, Levet's program for this 
market has been successful 

also he Ips As an aid to the customer and con 
sumer, Levet writes letters to the Rich 


expensive to cool the showroom, but 

that without the fan, he would have 

had to close the showroom 
The ventilation system 


him sell to prospects 


By showing a contractor or con mond Home Builders’ Association re 
sumer just how our fan cools the questing that members be informed = pgegytar meetings pr le expert advice 
showroom, we can give them a better of the importance of good ventilation n ventilation { , evet announce 
knowledge of what a system can do Here, he stresses the necessity of leay these se ' n advertisement 
in a home. Visual proof means more ing ample free exhaust area in the atti 
to some people than words during the time of construction of a 

As a further visual demonstration new home plication of opening and lowering 


for the most efhcent vent 


of how an attic fan can circulate the Consequently, Levet has gained the windows 


air in a home, Levet constructed a respect of the home builder and the lating operation 
small model of a typical attic. With it, = electri al contractor. He has helped It is our job to show these peopl 
he is able to show prospects where 4 to educate them to make the necessary the fan's proper us l< t explain 
package unit can be placed for the allowances and gather the necessary After the installation, many people 
best results data betore installing a unit think the unit # no good because i 
e Sells on Condition—Often, Levet © Stresses Service—The big policy at is not performing the job. And it isnt 
will refuse to sell a unit to a con Atlantic is service. Selling a fan and if they do not know the correct way 
tractor who will not supply the neces having a contractor install it only to use it. This is our main job in satis 
sary data important in knowing what tarts the job. One other step is more fying the consumer 
type of fan will be best for a party important to Levet, After the installa We feel we are not only in the fan 
ular job tion, some member of the distribut business to sell our products, but more 
Because allowance for ventilation ing organization—merely as 4 service important, to make the ustomer 


inspects the job. What's more, he happy. We must be prepared to give 


was not made in most older Richmond 
me and he sble 


strives to see that the instructs the home owner in the effi the consumer sery 
made. Most of cient use of the fan in its proper ap diagnose his need 


homes, Levet 


proper installation 1s 
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On the Roof... 
| 
| 
5 
4 


FANS 
| 


HAT IS Dauphin 
Electrical Supplies Co, of Harris- 
Pa., 


important in a successful program of 


the policy at 


burg where education is 
selling 


The 


combined effort stressing 


ventilation is called the “Snow Bird 
campaign As George Hare, sales 
manager, says: “We are actually sell 
ing fans when the snow is flying.’ 


Although Hare places an emphasis on 
fan 
March, his program of educating the 


sales from November through 


customer and the salesman con 
tinues throughout the year 

Profits Increased—And his efforts 
have not been wasted. The dollar vol 


ume for these products has increased 
100 per cent since 1949, when the sales 
manager decided to promote ventila 


tion. Sales tor fans hit a new peak 
last year C ontractor-dealers pur 
chased between 1,200 and 1.500 win 


dow fans ranging upwards in size from 
Of these 
in September alone 


’0 inches salesmen sold 
Hare believes in changing with the 
times that the desk 
has passed. Several years ago, he found 
it difficult) to 
20 inches 


the era of fan 


sell uw fan larger than 
Through much effort, he 
explained to his customers that there 
market 
larger ventilation systems in industrial 
and but that 
there was more profit involved. Now, 


Hare says it is common for his cus 


was not only a growing for 


commercial structures 


tomers to order fans as large as five 
or six feet. And he looks for more ot 
this type of business as selling smaller 
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EVERY DAY, IN EVERY WAY... 


They re Teaching 


The Trade 
To Sell Up Fans 


fans becomes less profitable and de 
sirable 

lo bring his customers up to date 
on how to sell fans successfully, Hare 
holds regular instruction meetings. At 
these, he explains the process of in 
stallation of typical units, the correct 


sizes to use under various conditions 
and the economi 
to the 


sumer 


value of ventilation 
industrial and commercial con 
Most of this 

from experience of 
fan 
motion 


information 1s 
acquired from 
representatives of manulacturers 


Hare 


these 


also uses pictures at 


meetings to show Dauphin's 


customers all phases of fan manu 
facturing 

© Conducts 
educating his own sales force through 
with 
Hare 


Various parts ot 


lours—-In addition to 


regular meetings manufacturers’ 


representatives sends them to 


sales courses in the 


country. As an additional program 
Hare personally conducts tours with 
his customers. Last year 
he took 


tractors to Florida 


for example, 
a group of dealers and con 
where they 
a fan manufacturing plant 


visited 


Phis gives our customers first hand 
and expert knowledge of the products 


BY EDUCATING the consumer in the benefits of 


ld a Pete Y« 


pliant 


unit ft 


Above 


right), « 
another 


they discuss 


ELECTRICAL WHOLESALING—Febrvcry, 


ventilatior 
Marr 


Hare recently 


wher of a tire recapping 


ssible installation 


1956 


— 
ont 
fu 
| 


they sell,” he explains 
they can do a better job of selling 

Recently, Hare began collecting 
books on sales techniques. He keeps 


Consequently 


these in a convenient location, and 
stresses to his salesmen that they 
should read them to keep abreast of 
modern selling methods 
e Chooses Dealers——Of the total num 
ber of Dauphin’s customers, about 10 
per cent have been designated as 
franchise dealers of ventilation. Both 
contractors and retail dealers are in 
cluded 

“The franchise must be worth some- 


thing to the customer Hare says 
It is not a token. First, as his initial 
order, the dealer must make what we 
think is 4 minimum purchase of fans 
Second, each must have at least two 
displays. We believe that to sell fans 
successfully, they must be seen 
For our contractor customers who 
buy larger units but who don't have a 
showroom, we require that they pur 
chase the same dollar volume amount 
is the retail dealer 
Basically, fans are sold only to these 
However if Hare 


permits a sale to another customer 


hise dealers 


EIGHT UNITS similar to this 36-inch fan being inspected by Hare were 


sold to the owner of a dry cleaning 


plant in Harrisburg. Hare made the 


sale when he showed the owner the efficiency of fans in other plants 
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AS COORDINATOR educa 
t 


gra ale manage 
Hare assists } st way 
ng entilatior At present he 
and explanatior tallatior will be 
sided. Mare ist er me thi 
nid inf moting ventilat to prospects 
in the same area, it is at a differential 
price In addition, he also gives his 


franchise dealer a Commission on the 
sale 

© Holds Contest As an incentive to 
selling up ventilation i ontest m held 


it Dauphin Electric each year trom 


November through March bach 
desman is given a quota 
he meet thi ece a priv 


Har ilso awards a prize to the ile 

man who sells the most unit 
Penodicall letter ive sent to com 

mercial and industrial prospects in an 


ittempt to sell entilation \ testi 


monial letter from a satished user of 
Da iph n pr Tal ilway 
luded. Hare the re lis from thi 
procedure of ullizin in 
vetting anoth have bees cellent 

lf a tavorablk rey received 
ilesman will it the plant with the 
new t franchise ontiracte Mast 
il made th the ontractor 
Howeve H niall ells dl 

the plant maint ts own 
n nif fem 

Alw heli bre nh ‘ 
ml t hy mp Har 
ile ‘ Al present, hi 
on a le hook I hy will ontain 
picture of past installation with a 
omplete d ription of th ve of the 
fan whet it was installed and its 


purpos 

When these books are completed 
they will be distributed | ilesmen 
who can then present a ual picture 


of their product i prospect 


= 
€ 
— 
Ay 


THE SALESMAN’S TECHNICAL NOTES 


RINCIPLE OF OPERATION 


(Dielectric Plates 

current | 
will flow fo plate | 
and away from fhe | 
other /eaving one more | 
positive. Curren? then 


stops; current not 
thw through Helectric. ' 


+ - batlery (3 removed, 

this cond: tion; ere 

the other Capacitor 


/s said fe be charged. 


| 
leads are connected | 
fosether current will | 
trom one plate 
the other urttil bo 
are again neutra/ 
and Current? | 
fo 


be discharged. 


battery 13 reconnected 
opposite ditechor), 
current wil/ again 
thw momentarily 
and the other p/are 
receive rhe 
positive charge. 


Remova/ of vollage 
by connecting feads 
agar) Causes moment. 
ary currertt ffow, 


voltage 13 changed. /n an a/?r- 
erniating current circarh 


Thas, carrent (Wows only wher 


vo/fage 13 constantly changi'79; 

tinuously. 


CAPACITOR SYMBOLS 


Variable capacitor 


~ 


\7Termina/ 
Capacifors are connected 17 paralle/ 
fo form a Aed hore and 


covered with an insilating Compound. 


| TSS 

| 
atatatla 
| Cells are assembled 
| housing fo form Guts are mounted 
| 4arger unit of de- tacks fer connection 
sifed capacity. power system. 
SMALLER CAPACITORS = 
CERAMIC : 
! 

TUBULAR 


compressed and molded in bake/ite 
ELECTROLYTIC: 


COLOR CODE for mica capacifors identifies 


capacitors rating in : 


coter denotes first number oO 
; derotes second rnamber Black 
Third color denotes umber \ grown | / 
jeros. Red 2 
Arrow wndicares Oranrge| 3 
rection in whith Yellow | ¢ 
\éxample: RED-BLACK-RED iridicares Violet > 
| 2-0-00, or 2000 | Gray 
4arads,or .002 microfarads. | wrire| 9 
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Pinpoints the Information You Need on... 


By W. J. Novak 
and J. F. McPartland 


CAPACITOR is an_ electrical 
circuit device which has char 
acteristics suited to a wide range 

of applications in alternating-current 
circuits. In electronic circuits, small 
capacitors are used to remove the 
ac ripple trom direct-current voltages 
obtained through the use of rectifiers 
to allow passage of ac signals trom 
one circuit to another while prevent 
ing the passage of dc; and to provid 
selection of particular frequencies of 
signals, as in radio and TV. tuners 
In single-phase capacitor type motors 


Capacitors are used to simulate two 


phase operation and thereby provi« 
sufficient starting torque (rotating 
force required to get the motor 
going). In fluorescent lamp ballasts 
they are used to improve power fac 
tor, reducing the amount of current 
which the ballasts draw from the line 
In large power applications, larger 
sizes Of Capacitors provide power fac 
tor correction with all of its conse 


quent advantages 


Operation 


Basically, a Capactior consists of two 
metallic elements frequently called 
plate s which are separate d by in 
insulating material called a “dielec 
tric The two plates and the dielectric 
between them make up the bulk of 
the capacitor. The two plates are con 
nected to external terminals, on the 
outside of the capacitor case, for con 
the circuit in 


necting the capacitor t 
which it will be used 
A capacitor ts essentially an electri 
storage device which in be used to 
take energy from an ac line during 
half of the ac cycle and to return 
energy to the line during the other 
half of each cycle In a circuit i 
capacitor acts very much like a 
spring: when voltage forces current 
mto a Capacitor during one half of 
the cyck the capacitor stores the 
energy represented as a compressed 
spring stores energy; then when the 
voltage pressure is taken off the 
capacitor by reversal of the a cvck 
the capacitor gives the energy back to 


the circuit as a spring releases energy 


Capacitors 


when the compressing force is re 
moved. From this it can be seen that 
a capacitor will allow current flow in 
an ac circu by taking energy 
and returning i during successive 
hall cycles. But because a capacitor 
contains an wensulating material be 
tween its plates, it will not allow direct 
current to flow 

The property of a capacitor to allow 
current to flow when the voltage 
cross wt changes 1 called capaci 
tance Ihis property is measured in 
units Called farad ( apacitors used 
in electromic circuits and motor ine 
veneraliy measured wm microtara 
(millhonths of a tarad) and microm 

furads Power pacitor used for 
cower factor correction are rated in 
kKilovars (Ailovolt-ampere reactive ) 
i which more directly indicates 
the ability of a particular unit to im 


prove power factor 


Power Capacitors 


I he capacitors used to improve 
power factor in mdustrial plant and 
in other power systems are commonly 
called power capacitors In uch 
unit two materials are used to pro 
vide the dielectric thin kraft paper 
md an impregnating dielects liquid 
Ihe paper is impregnated with thi 
quid which ts a nonflammable com 


pound known «as i kurel ind ! placed 


etween the electrodes. The combina 
hon provide ife application at the 
higher voltage increased stability for 


ne iif va rreates ipacity for 
power factor correction 
The plat in power Capacitors are 
thin heet of aluminum = foul 
Sheet of foil between sheet ofoum 
pregnated kraft paper are wound int 
lis which are provided with terminal 
rip ind then bound into bundle 
and nnected in parallel within the 
housing. Number and size of rolled 
packs depends upon the voltage and 
capacity rating of the int 
Power Capacitor 
infernal re tor onnected acro thy 
terminals of the rolled electrode pach 
Such a r tor provides for draining 
off the voltag harge of a ¢ pacit 
vhen it is disconnected from the line 


‘ equipped with 


eliminating shock hazard to personnel 

Both: singk ind three phase 
mors are ivailable for power factor 
correction ervice Voltage rating 
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range from 230 volts to primary volt 


ages, in typical ratings of 0.5 kilovar 
S kilovar and 25 kilovar 

Application of power ipacitors to 
improve power factor of a feeder, sub 
feeder or circuit is based on the char 
acteristics Of alternating-current and 
the effects of load. Inductive loads on 
circuits motors, fluorescent heht 
ine clectromagneti load ind any 
device using magnet coils draw 
more current from the line than they 
ictually convert to power. The greater 
the ratw of extra current to total cur 


rent, the lower the power factor I hi 


extra urrent catled magnetizing 
current mal ita ry to set up 
required magnet field Ky using a 
capacito kk to the load and con- 
nected in the circuit, the « ipacitor will 
provid the maenetizing current, re 


heving the circuit of this current. The 
result ot thi imchuice 
proved oltawe tability released sys 


lem Capacity im lower power bills 


Smaller Capacitors 


e Variable capacitors are used where 
the value of capacity in the circuit 


iriable “ays 


must he ontinuou 
radio equipment, Usually, these con 
ist of two sets of rotating metal plates 
vhich mesh with each other with au 
erving as the dielectri 

e Paper capacitors use tinfoil sheets 
msulated with vaxed paper is the 
dielectri ind rolled together into a 


mall vlinder sith a terminal lead 
omir cut f each end These are 
used in electrome circuit 


e blectrolytic capacitors derive thers 


chon from i chemicall formed 
dielectric film within the unit. These 
ipacitors at lindrical in shape and 
re iVatlable vith everal types of 
rminal neements Llectrolyt 
ipacitor we extet ely ised in all 
types of electromic power supplies and 
! e the kind of capacitors 
tart and pacit un motor Both 
polarized non-polariwed electro 
ly! ipacitor we mac 


e Mica and ceramic capacitors ar 


ther type widel ised in electronix 
iit They j mica nd ceramic 
pectivel is the dielectriu 


Next Month: Wire and Cable 
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WHY 


contractors 
LIKE 
YOUNGSTOWN 


CONDUIT 


@ ‘They know it’s easy to bend. Easy to thread. Easy to handle and 
install, especially in cramped or small spaces. And its smooth, inside 


finish speeds up wire-pulling and results in easier, faster installations. 


Wiring in Youngstown rigid steel conduit is safe. It gives protection 
against damage from moisture, vibration, dust, dirt and crushing. 


The job is safe. And so is your reputation 


On your next job, don't take chances. Be sure there's no waste. Make 
sure you get the savings you should, all down the line. Ask your 
distributor for Youngstown Buckeye Conduit. Approved by the 
National Electrical Code for all hazardous locations. Buckeye 
electrical conduit is produced from ore to finished product by one 


manufacturer — Youngstown. 


Vanufacturers of Carbon, Alloy and Yoloy Steel 


GENERAL OFFICES: YOUNGBTOWN 1. Onio 


OFFICES IN PRINCIPAL CITIES 
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By A. H. (Bill) Gudie 


President, Trade 


vere to travel trom whol ler to 


ind ask every one What i you t st problem to 

day’ a big majority would say “Pricing.” Not all of 
them would use that on vord. Many would say thet 
toughest proble m was dealing with price-culters. Som 
would use other phrases, but almost all would mean U 
problem created by th price-cutting tacts of th 
compctitors 

Ask them what solution they have and you will find 
that most of them have non The few answers you dé 


re likely to be in terms of something being done to stop 


the ompetitors from doing what they are doing It ma 
he that it is just an old-fashioned American custom, but 
for some reason it seems that it 1s alway the othe ru 


who | wrong 


Too few will recognize that the other gu just 
inother wholesaler like himself and that he, too, think 
he knows how to run an electrical who ale establish 
ment. He..too. thinks he makes the right decisions and 


that he operates in the manner that would produc« the 


most profit for him, if tt were not for someone else 
creating unfair competition. Few, if any, will be thinking 
that it is their problem as executives to find wa ina 
means of mecting the competition of the market they are 
Irving to serve 

Ihere is a tendency for too many of the execuls in 
the electrical wholesale supply business to take the ea 
road——to blame the other members of the industry an 
issume that nothing can be done about it. There are no 
changes to make except in the behavior of the other gu 

Such self-complacency is very dangerous, David Sarno!! 
quoted is having once said I he menace to 
life of an industry 
doesn't sound pretty but | think that quotation is quit 


industrial elf-compla ncy It 


applicable to the electrical wholesak ippl micdusts 
I her is good reason to believe self ompla ency 18 at the 
oot of some of your industry irrent troubl 

hk many vears, the electrical wholesaler ha ton 
between the manutacturer and the onsumer, firm 
secure in his knowledge that h epresented th neapest 


Ik REQUESTS FOR REPRINTS are any indication of 
an article’s impact—and we think they are—then Bill 
Gudie has authored two sensationally-successful ELEC- 
TRICAL WHOLESALING pieces. We received 227 indi- 
vidual requests totaling 9,009 reprints, for his “The Ills 
of the Industry and What You Can Do About Them” 
(Aug. °54, p. 58); and 98 requests, totaling 4,77% reprints, 
for his “The Vital Link” (Feb. '55, p. 59). 
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WHAT PRICE POLICY 


This is the most important question facing distributor management 
today. But answering it is falling by default and without clear-cut 
authority to subordinates. The result: policies that lead to exces- 
sive price-cutting. Here's an analysis of the situation by an expert 


Put ations Ilr 


nd most eficrent method of ne the 
manuf turer to th onsumer. Today that 

firm md rm beme threatened trom evetal 


Think back over the years of your experience 5. 10 


() years Whatever to may b How many 
etines have ‘ ttended’ How many artick have you 
ii about how | ’ form son function or another’ 


| 
Have not most of them iccepted the status quo? Have 
they not assumed ommon understanding of a neht o 


pre IK ble method and imply discu ad ditlerent wavs of 


domme the imme Old this lracdith if hely 
fo Put it danverot tk mom 
dustry that a much of il 

While you teel ire in the knowledge th ou can 
move merchandise from the manutacturer to the consumers 
more ethcent thar n me cise ome hidden or i yet 
mdetected influence ma he at work undermining your 


position. Look vhat happened io the busines 
When the automobile vus first invented. no one foresaw 
the ck lopment of the upersmarket. Yet without in 


dividual transportation, the | hopping centers we are 
now building could mot exist. Ne me knew it, but the 
uper-market is hborn in when the first automobhil 
vas made. It simply took SO ye for it t row up 
What competitive method uns growing 
ip to our It thers 
had better find tt and adopt it. O ou may have to be 


itistied with picking up the crum! much like the old 


fashioned me hhorhoo wel tol 

We iware that ompetitvon the lite blood of 
the American tem of tre nterprise. Unfortunately 
for mat th imp means pr ompetition t the 
local level. Actual it goes far heyond that. More and 
more we are becomiut iv that tt also means the com 
petitior between cdifte rt of doing the thing 
| bys urpla al kif 
clect et 

It could also mean Competition between shipping from 
house or direct from the fact it ‘ to see that 
transportation ral ict ommun ha in 
reused th bilit th livect factory hipment to 
ompete w th your warehou if y l e the thread: 
Wil back and ou | find that mM suse Of present 
problen ms the ondition resulting trom faster tran 


These are the things that ha ontributed largely to 


the decentralization of the electrical wholesale supply 


79 


\ 


What Price Policy? (cont.) 


business. These are the things that have changed the 
boundaries of your marketing area and caused you to 
establish branch and local service set-ups 

Instead of complaining about the newcomer or price 
cutter who refuses to conform to tradition and operate 
the way you think he should, you need to spend more 
time studying the effect upon your industry of the changes 
heing made in other industries. And then searching foi 
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“Some hidden or as yet undetected influence 
may be at work undermining your position.” 


ways and means of adjusting to them so as to maintain 
and assure continuation of your position as the most 
efficient channel for moving goods from the manufacture: 
to the consumer 
Since price-cutting is the Number One problem in the 
minds of a majority of all electrical wholesalers, it should 
be considered a litthke more basically than simply a 
demonstration of the downright cussedness of competitors 
There must be some other reason for this wave of price 
competition that has hit your industry all over the 
nation, It is not Itkely that competitors are any more 
unscrupulous than they were a few years ago or that any 
more of them are fundamentally poor businessmen. There 
just has to be a more basic reason; and if there is a 
reason, there is also a solution 
As individual members of an industry, you give too 
little thought to the establishment of the prices you 
consider to be right. Your industry is closely geared 
to and heavily influenced by the discounts and resale 
schedules published by the manufacturers of the various 
products that you sell, Nevertheless, it is still the preroga 
tive of each wholesaler to establish his own prices—and 
in doing so, you frequently quote less than the manu 
facturer’s suggestions 
There are various reasons why you do this. Most of 
the time it is done simply because you think it is necessary 
to cut the price to get the business. There are some times 
when it is because the manufacturer's schedule is un 
realistic and does not fit the circumstances of your 
particular transaction, In any event, whenever you do 
cut the manufacturer's price you usually have a justifiable 
reason in your own mind. But whenever a competitor does 


THE EXCEPTIONS ARE CAUSING THE TROUBLE 


it, you call him a price-cutter together with a lot of other 
names and make little, if any, allowance for the equally 
good reasons he may have 

Although as a general rule you consider the manu- 
facturer’s discount or resale schedule is the right price 
the price you would like to quote if you thought you 
could get the business at that figure—there are many 
exceptions. It is the manner in which these exceptions 
are handled that is causing much of the trouble 

The establishment of a price schedule that is properly 
geared to your merchandising requirement is very com- 
plex. Determining the situations that justify deviation 
from such a schedule is still more complicated. When 
prices are cut-——for any reason—it creates a pressure that 
causes you to cut corners in distributive methods. To 
compensate for cutting the price, you try to pass the 
buck to the manufacturer for the shipping expense, etc 

It is because of this complexity that it justifies a lot 
more top-level executive thinking than it receives. Too 
many salesmen and quotation clerks are permitted to 
decide what price to quote—how much to cut—without 
limitation or review by any other member of management 

I do not mean to minimize the job being done by your 
salesmen or quotation clerks. I think they do a whale of 
a job under the circumstances. Many of them are forced 
to make decisions while the boss is out on the golf course 
and with only a very sketchy outline of the policy the 
house wants to follow. Actually, the price policy of many 
electrical wholesalers—the thing that does more than any 
one thing to create the reputation by which you are 
known—is something like in the play, “Uncle 
fom’'s Cabin it just grew. In many instances, it can be 
simply stated as, “Quote whatever you think necessary to 


Topsy 


“Whenever you cut the manufacturer's price, 
you usually have a justifiable reason in your 
mind. But whenever a competitor does it, you 


coll him a price-cutter . . . 


get the business.” 

As a result, most decisions are on the basis of the 
expediency of the moment and/or the particular trans- 
action. Added together, these various decisions and actions 
build a picture of your policy. But with no direction or 
pre-determined plan, your results are about the same as 
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those of the artist who started to paint a seascape and 
wound up with a picture of a ship in drydock 

One unexpected and serious result of this type of loos 
management is the development of a situation that ts 
quite shocking Not all of the “freezer” scandals are in 
Washington politics. Many of you wou'd be surprised if 
you knew of the refrigerators, telévisions, mink coats and 
nome furnishings enjoyed by some of your employees 
that were paid for by your customers—customers to 
whom you are always making concessions 

It is a sort of switch, but more than one customer has 
“bought” some of your trusted employees. This is not 
limited to salesmen. It goes down through organization 
iii the way to the shipping room door. The loss suff ! 


by your industry in this way alone is sufficient to make a 


d 
« 


“Your results are about the same as those of an 
artist who started to paint a seascape and 
wound up with a picture of a ship in drydock.” 


significant change in your operating statements 

I am sure that every one of you is confident that this is 
not going on in your Own organization, It is like any other 
kind of commercial thievery. It always exists in the other 
fellow’s establishment, until you awake with disillusion 
ment upon finding that your oldest and most trusted 
employee has been going home every night with a two 
inch connector in his lunch bucket 

How many of the cut prices you meet are the result 
of some such double alliance? Obviously not all of them 
but the possibilities of this situation certainly require top 
management's Close attention 

Too much of top management has considered pricing a 
detail that is below the level of things about which they 
should be concerned. That may be true insofar as it is 
applied to the physical act of looking up the price and 
entering it on the sales ticket. But it ts not true if the price 
entered on the ticket 1s to be different from that which is 
in the book 

Ihe Number One problem of your industry comes from 
the Number One weak spot, which is that too much of the 
policy making with respect to pricing is left up to junior 
management. Note that I did not say it was delegated to 
them. If it were, we might be surprised to find them 
coming up with a solution to the problem. It falls to them 
by default, and without clear-cut authority it naturally 
gets handled on the basis of expediency. These men quite 
rightly have one thought foremost in their minds——-making 
a quotation and getting the order they are working upon 
They cannot be expected to consider the long-range im 
plications of cutting a particular price. That is a job for 
front-office management 
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lop-level management, and no one else, is to blame for 
today's predicament. You cannot escape the indictment 
Surely you don't expect to say that it is the excessive 
price-cutting of an irresponsible price clerk that causes it 
in your Organization, because if that ts the trouble, why 
don't you get rid of him’ 

It is a primary requisite of good management——and 
probably its most important job-——to devise ways and 
means Of maintaining representation while obtaining a 
satisfactory volume of business at prices that will produce 
i suitable profit. This not only means organizing a sales 
force and developing ottice procedures necessary to pro 
vide smooth functioning and economical handling of 
orders, tt also means doing this in the tace of constantly 
changing conditions 

Maintaining representation also means more than hold 
ing your customers. It also means holding your own for 
your branch of the industry and your spot in the dis 
tributive picture 

When one of your men cuts a price, you dont cut the 
price of the merchandise you deliver—-you cut the price 
you are Charging for the functions you perform 

Do you let these people know enough about your opel 
ating figures so that they can intelligently decide when to 
reduce your charge for warchousing, shipping, carrying 
credit, etc.? They should know about them if they ar 
going to make the decisions 

When you complain about price-cutting, it must be 
hecause you feel that the percentage left to you for the 
functions you perform ts less than they are worth. What 
are these functions worth? To be quite basic, we might 
come up with the answer that they are worth whatever 
society is willing to pay and this is subject to many fac 
tors, such as whether a substitute is available or how 
badly society needs these functions you perform 

Referring once more to the grocery business, they hav: 
found that society will forego the luxury of a clerk to 
wait upon them in order to obtain the benefits of the large 
self-service super market. It has been estimated that the 


self-service grocery saves about 7 per cent in labor by 


A E ELECTRIC 
SUPPLY CO, 


[WARE HOUSE | 


OFF 


“... You don’t cut the price on the merchandise 
you deliver—you cut the price you are charging 
for the functions you perform.” 


having the customer pick her own purchase onl the 
shelves. That is not all a net saving. As usual there is a 
compensating factor They have between 2 per cent and 
3 per cent pilferage, but it still leaves somewhere around 
4 per cent or 5 per cent saving. Not all of this need be 
passed on to society in the form of reduced prices, but 


even if it is, there are other advantages to the store opera 
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What Price Policy? (cont.) 


SET A REALISTIC POLICY AND STICK TO iT 


tor. It ws inconceivable that they could handle the volume 
they do if clerks had to assemble every order 

I do not taink the electrical wholesaler need look tor 
anything so revolutionary as the self-service grocery store 
It is not likely that anything is going to come along that 
will cut a third off your operating costs 

Nevertheless, it is quite evident that society will follow 
short cuts for a price Pe rhap A hould consider tor a 
moment the horrible thought that maybe you are not the 
most efficient channel for the movement of goods unde: 
would quite willingly 
accept 4 substitute for your present methods. What then 

if it is cheaper in the long run for the manufacturer to 
hipments for you, then 


all circumstances and that societ 


carry the stock and to make the 
that is the way it is wavitige toy 

Ihe facts are that it is cheaper for the manufacturer to 
ship some orders and tor ou lo ship ertaim others. That 
is the ystem you have existed under for many 
hHiowever,. the trouble that the dividing pont 
and you are trying to handle both t pes of busine 
ingle standard 

Ihere may be some argument relative to the doublk 
standard in our moral life, but there is no question that 
it must exist in your business. You cant handle business 
out of your warehouse for the same price as a direct 
shipment 

Whether you know it of not, as an industry you are 
following the only method that ws available for com 
pensating for curt prices delivering less In sone 
imaclustru this might mean reduced quality of merchan 
dise or skimpy measurements. In the wholesale distribu 
tion business, it translates into saying that you are omitting 


or reducing funciions 
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“. .. Wt is quite evident that society will follow 
short cuts—for a price.” 


You have increased the percentage of direct shipment 
business you are doing and thus pass over to the manu 
facturer the function of shipping and seeing to it that your 
customer gets the merchandise he orders at the time he 
wants it 

You have decreased your inventories by reliance upon 
the manufacturer's warchouse with the result that he ts 


performing a large part of U rying function 
You rely to a greater extent upon consigned stocks, so 
you have passed to the supplier the function of carrying 
an investment in stock 
You permit the manufacturer repre 


upon your Customers, quote prices ul prices take order 


entative to call 


nd bring them in to you, thus even eliminating the func 


tion of having a salesman get your orders 


“To solve your problems, the change you need 
is a revolution in the habits and thinking of 
your top management.” 


| want to repeat-——when you cut a price, you do not 
reduce the price of the merchandise you sell; you reduce 


the price you charge for the functions you perform, And 


this 1s the pressure that causes you to cut corners in 
distributive methods. To compensate for cutting the price 
you try to pass the buck to the manufacturer for the ship 
ping expense, etc 

Only a revolution will solve the problem presented by 
the current trend toward lower margins and increased 
costs, and you should hope it will not be a revolution in 
distribution methods. However, if this trend is allowed to 
un its course it will be a revolution away from the tradi 
tional method of moving goods from the manufacturer to 
the consumer through a wholesaler such ve know him 
ind such as you are trying to be. Perhaps some of you 
could adjust to the new conditions presented by such 
hanges. Some of you might even prosper more under 
such conditions, but a business future that rests entirely 
upon its ability to turn around on a dime and change its 
entire complexion is hardly the thing that intelligent man 
izement plans for 

lo solve your problems, the change you need ts a 
revolution in the habits and thinking of your very top 
management 

It should not be necessary to point out that you are 
middlemen even though that ts a term you dislike very 
much. You are in the middle and exist because of the 
functions you perform for those on both sides of you 
the manufacturer and the consumer 

Why not protect those functions? Why subject them to 
reduction or elimination as a result of price-cutting that 
in the long run will mean extinction for your industry? 
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I he 
Chailenge to your Management and to your salesmanship 
You must recognize it, you must meet it and you must 
conquer it! 


answers to those questions present a challenge A 


This is a challenge that will require you as management 
to establish the dividing lines and the stopping points. It 
will require that you create policies that will let every 
member of your organization know when to say “Yes 
and when to say “No.” A policy that never lets them say 

Maybe 

It will require that you stay on the job and see that 
those policies are not sabotaged—that they are scrupu 
lously observed each and every day on all transactions 

You will need to remember that you cannot have a 
policy without saying, “No”! 

And you will need to develop policies that will say 
No” to a cut-price proposal that means direct shipment 
of something that should go out of your warehouse. You 
need to demand that the manufacturer quit competing 
with you, or show his hand and take over his distribution 
completely 

You need to decide what functions you are guing to 
perform, and to decide how much they are worth. Then 
you must see to it that each and every member of your 
feam understands what kind of a business you are in so 
that he can use all his abilities to resist encroachment 
from any source 

It is quite obvious that when you quit carrying stock 
and shipping from your warehouse that you are doing 
one less thing in the system of distribution and that there 
is one less thing for which you should be paid. So it is 
with everything else. Is there any wonder that prices arc 
cut and your margins reduced as you cut these corners 
and eliminate functions? 

It is equally obvious that as these functions are elimi 
nated or transferred one by one to others. the danger of 
your extinction grows greater and greater 

You need to begin thinking about the manufacturer's 
resale schedules and your policy of following them in 
relation to the merchandising problems you face. You 


TO WHICH WE 
\ UNEQUIVOCALLY, AND 
CATEGORICALLY SAY, 


My 
ELECTRIC SUPPLY (0, (ors 


“You will need to remember that you cannot 
have a policy without saying, ‘No’.”’ 


need to analyze them more closely as something you are 
going to stick with. And you need to establish policies for 
your employees that outline the precise circumstances or 
situations, if any, under which you will deviate from them 

You need to be sure that your pricing policies are 
geared to the market you are trying to serve and not to 
your competitor's. If you find the manufacturer's resale 
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schedules do not meet the requirements of our trade 
you need to take it up with him. If you are an ex eplion 
perhaps you will have to establish a different resale sched 
ule to fit your needs, If you are not an exception, then 
he should be quick to revise his schedule to suit the needs 
of your market—because after all, your customers are his 
customers 

Phen you need to analyze the territors you are tryin 
to serve and be sure you are covering a suitable trading 
area consistent with your location 

You need to evaluat ill of the th nes that affect thy 
flow of goods into that territors the COMpethition from 
wholesalers in other area mi the things that make up 
the sales resistance of ou istomer You need t 
inalyze the methods mploved b our oOmpetitors to 


“You need to... be sure you are covering a 
suitable trading area consistent with your loca 
tion.” 


olve these problems and then you must devise ways and 
means to outstrip thi ompetition 

If you are serving too large an area and wetting into 
ferritory that is more economicall ved | i Wholesales 


in some other area. then ou must evaluat our disad 


vantage im deci Nhether the potential husime 


Vorthw hile onsidering the extra int ou will have if 
ou vet if 

If you establish ur prices properly, there no room 
lor a cul price An eflicrentl operated establishment 
vould have it ost lor performing all functions down to 
imimmum and intelligent pricing would put on no more 
markup than nece if lo produce a suitable return for 
performing these functions. If you cut the price ou have 

tablished for performing these operations, there is only 
one way lett to ompensate omit or chmimate a 
function oF a part of om 

Every time a function is omitted there must be a com 
pensating price reduction. But milari ‘ lime a 
function | performed there must he i harve for wt. In 
the on ase ompetition tak " of it and sees to it 
that you cut the price when you omit function, but wt i 


only your Management that will get OU COMmMpensation for 
performing them 
It is only by performing them that you can continue to 


exist. It is a rather short endk hain. If you don't per 
form the ftunction ou will mot be for domg so. If 
you don't get paid, you can't afford to perform them. And 
if you don't perform function ou are out of business 

Yes, the chalk nge of the future is to your management 
And, the competition of the future is to be a ompetition 


of management 
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The Lady 
Sells Lamps 


And, competitors say, she's the best ‘'mer- 
chandiser of bulbs in town."’ She is Miss 


Mary E. Head, who's been selling lamps 


ON THE ROAD Miss Head spend ix hours a day calling on 


her lamp account A ncluding b-agent are in town 


for 30 years with Southland, Louisville. 


di] 


bulbs to housewives.” That's Miss Mary | 
Head's description of her lamp selling job with 
Southland Electrical Supply Co., Louisville 

Miss Head is one of the few outside saleswomen in 
the electrical wholesaling business. After 30 years on 
the job, she is--for all practical purposes—the lamp 
department at Southland. She keeps up 150 contract 
accounts, turns in all monthly consignment reports, and 
has a sharp eye out for faster lamp turnover 

What's more, she is highly regarded by her competitors 
Says one: “She's the best merchandiser of lamp bulbs 
in town,’ 

rhis sort of praise, like the ups-and-downs of selling 
is taken in stride by Miss Head. Having met a few 
compliments--and quite a few obstacles—-in her time 


” DO LVERYTHING but stand there and hand out 


she’s content to take things as they come 


© Straight-and-Narrow— Miss Head started with South AT A RETAILER.These outlets are her basic accounts, get 
land when the firm was organized by her father in 1926 thorough-going service. She checks, replenishes and straight 
She began by handling automobile lamps, along with ens displays, notes prices and invoices. She considers customers 

friends as wel and they keep up displays between call: 


miscellaneous 

“You had to be a lot more careful in those days,” she 
explains. “I kept to the straight-and-narrow. I had no 
expense account—and I didn't have lunch with male 
customers no matter who paid the check. This is less of 
a problem nowadays, If | don't have lunch with a cus 


tomer, its usually because I'm busy 

Similar problems have come and gone in Miss Head's 
410 years. One was her first big selling predicament. She 
had sold all the lamps for use on the Kentucky Derby 
grounds to a dealer, Shortly before Derby Day, the 
lamps were stolen. Southland’s stock was small then 
and she managed to rustle up replacements only by call 


ing on a number of her customers 

Wartime priorities have gone as well, having to please, 
all customers from a short supply is, happily, not a 
present problem. And the lamp business has become 
larger (and more complicated) by the year, growing from 
the limited lines of the 20's to the variety of incandescents 


available today 


But the busine hasn't changed aoe ge ntally, Miss WITH AN ACCOUNT—Roger Hunt. head of Neon Art Sien 
Head maintains amps remain a bulky item to ship chats with Miss Head during call. This is one of her few 
store and display. Accounts continue to demand lots of ndustrial accounts. Sub-agent: uch as hardware jobbing 
service——from hurry-up delivery to the pricing of lamps houses covering country area, add to her basic Louisville 


Continued on page 102 retail volume 
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New... Easier Way to Sell 
Bisser Profit Lighting Jobs! 


Sells a Bigger Job! 


Sells a Better Job! 


Sells a 


GUARANTEED Job! 


Guarantee Satisfaction By Having Your Lighting 


Plan Certified to Meet NATIONAL STANDARDS 


is Certified Lighting in 
Operation in Your Area? 


Now you can get the 3 busine clinching sales tools you've always wished you 


Now you ve pot a tested way to prove te 


had to sell more lighting 


customers that vou car inal ill deliver the kind of lighting they need You ve 
got a CERTIFIED Lighting Plan to back vou up It's the best way vet developed 
to keep customers from being tempted into buying sub-standard jobs because 
of price ' (2 You ve got the PLi FEATURES Check List to sell wore QUALITY 
into the job and get a bigger order. too! (3) You've the certificate issued by a 


disinterested authority countersigned by vou. to back up your selling of proper 


facts write for free booklet 


illumination. Get all the 


tor a 
Better America 


NEMA 


cial Lighting Equipment 


these member companies of the industrial and Commer 


This program is sponsored by all 
Section of the National Electrical Manufacturers Association to heip you increase your sales 


A 
A 
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Sylvania Softlight bulbs decorate as 
they illuminate. Their soft, pearl 

pink light enhances room beauty 

makes people look better creates an 


atmosphere of warm comfort 


“indirect 

lighting 


Free floor 
merchandiser with 
No. 324 Assortment 


SOFTLIGHT BULBS 
set new highs in full profit 
volume and profit per square foot! 


A 


* Store names on request 


TORE 


STORE 


469 | 1253 | 450 


* Based on Progressive Grocer Food Town Study 


Softlight bulbs set a new standard in 
lighting appeal that means fast turnover! 


Sylvania Softlight bulbs represent an entirely new con- 
cept in home lighting that is revolutionizing light bulb 
merchandising. 

Retailers everywhere report an overwhelming demand 
for Sylvania Softlight. They’ ve discovered that customers 
ask for these fast-selling bulbs by name that Soft- 
light has changed light bulb buying from an impulse 
item to a considered purchase 

Get the whole Softlight story. See the sales-stimulat- 
ing display and store promotion material that means 
money in your pocket. Learn the details about the week 
after-week Softlight advertising campaign on Sylvania’s 
national TV program, “Beat The Clock’. . . plus the 
full-scale advertising program in the nation’s most im- 
portant Sunday Newspaper Supplements that will reach 
and sell your customers. 

Stock Softlight in your store and enjoy the extra 
volume and extra profit that Sylvania Softlight can offer 
you. Call your Sylvania Supplier today 


Sytvania Evecrric Propuctrs 
Lighting Division: 60 Boston Street, Salem, Maas 
In Canada: Sylvania Electric Products (Canada) Ltd 

University Tower Building, Montreal 


SYLVANIA 


..» fastest growing name in sight 


LIGHTING + RADIO + ELECTRONICS 
TELEVISION + ATOMIC ENERGY 
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A MESSAGE TO AMERICAN INDUSTRY OF A SERIES 


After the Great Ford Foundation Gift... 


What Still Remains Done 
Provide Decent Faculty Pay 


The Ford Foundation’s gift of a half bil- 
lion dollars to our privately supported col- 
leges, medical schools and hospitals, now 
being distributed, is magnificent. But it 
will be much more magnificent if it in- 
spires completion of the job to which it 
gives a lift. So far as the colleges and uni- 
versities are concerned, this job is prima- 
rily to rescue their faculty members from 
being second-class citizens economically. 


Even in a period when we have become ac- 
customed to astronomical financial figures, a 
half billion dollars remains an eye-popping 
gift. In fact, it is so imposing that a good many 
people who don’t read the fine print are apt to 
conclude that it must just about solve the finan 


cial problem to which it is addressed. 


Goes Only a Small Way 


However, we have allowed college professors 
to fall so far behind the parade financially that 
the share of the Ford half billion dollar gift 
going directly to the improvement of faculty 
salaries ($210 million) will go only a small 
way financially toward doing what is necessary 


to prov ide adequate salaries. 


Completion of this job for our privately 
supported colleges and universities call» 
for: 

1. An increase in faculty salaries at least 
five times as great as that made possible by 
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the Ford gift merely to restore salaries to 
their 1939 purchasing power level and an 
increase fifteen times as great to provide 
adequate salaries today. 


2. Some difficult and courageous deci- 
sions by the heads of the colleges and uni- 
versities in apportioning the grants re- 
ceived by them. 


Terms of Gifts to Colleges 


The $210 million of the Ford Foundation 
gift going sper ifieally to improve taculty sala 
ries is being distributed on the following basi- 
ach of O15 privately supported, regionally av 
credited liberal arts and science colleges and 
universities receives a gilt about equivalent to 
its last year's teaching payroll. For ten year 
only the income from these gilts is to be devoted 
to raising faculty salaries. After that all the 
money can be spent many way the mstitution 
receiving it see fit. There is no requirement that 
universities having other than liberal arts and 
science schools limit use of the gilts to improy 
ing salaries in these schools alone. They can 
~pread it right through all their faculties if they 


wish. 


In addition to the gift of $210 million 
specifically directed to increasing facult) 
salaries, another gift of $50 million goes to a 
group of 126 institutions selected tor “pe 


cially noteworthy leadership in improving 


* 
: 
j 
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What's Happened to College Faculty Salaries* 


INDEX (1940= 100) 


180 
160 }— 
\ 
4 ¢ 
126 120 
Lowyers ( + 10%) 
FACULTY MEMBERS (— 5%) ’ 
60 
YEAK YEAK 
1940 1954 


© Keal Income before Tanes 


Source: Council for Financial Aid wo Education, U. §. Dep't ol 
Commerce; U.S. Dep't of Labor 


the status and pay of teachers. For these 
schools the individual gifts add about 50°, 
more to the amounts coming from the $210 
million fund. They can be used to improve 
faculty salaries if the institutions choose to 
do so, but this is not required by the terms of 


these gilts. 


The $210 million plus the $50 million should 
yield an income of $10-$13 million a year. Even 
if all this is used to raise salaries, it will be 
only a small step, however worthy, toward the 
$200 million per year the colleges need to meet 


their salary requirements adequately. 


Helps Some Who Need It Most 


In focussing its gilt to improve faculty sala 
ries in privately supported liberal arts and sei- 
ence colleges, the Ford Foundation aims at least 
part of the help at the spot where it is most des 
perately needed, Numerous surveys have indi- 
cated that the most poorly paid of all college 
and university faculty members are those in 


small, privately endowed liberal arts colleges. 


But the overshadowing fact is that the 
teachers in our colleges and universities as 
a whole are badly underpaid, Just how badly 
is indicated by the chart above which first ap- 
peared in an earlier editorial. (Figures later 
than those for 1954 are not available.) 


The Ford gift will turn the indicator of fae- 
ulty salaries, which now lies far below the gen 
eral salary trend, upward a few points. And it 
will do this in some places where salaries are 


below the wretched average shown by the chart. 


But the Crucial Test Remains 


College and university administrators will 
have the opportunity to extend further the proc- 
ess of getting the help provided by the Ford 
Foundation gifts where it is most needed. In 
general, this will mean giving it to senior fae- 
ulty members, in order to hold experienced 
teachers and make college teaching attractive 
as a career. But to make such a division in many 


schools will take extraordinary fortitude. 


The crucial test of the success of the enter- 
prise of the Ford Foundation in raising faculty 
salaries will lie in whether it prompts the rest 
of us —college alumni, individuals, business 
firms and legislators alike — to see that it is a 


great beginning, not a signal for a recess. 


Even with the Ford gifts providing $ 10- 
13 million a year, our privately supported 
colleges and universities must have an in- 
crease of about $190 million a year to 
provide decent faculty salaries. 


This is a job far beyond the capacity of 
the Ford Foundation, imposing though 
that is. It is a job far beyond the capacities 
of a few hundred large corporations and a 
few thousand wealthy individuals. If it is 
to be done, it is a job at which all of us 
must work with a will. 


This message is one of a series prepared by the 
VUcGCraw-Hill Departme nt of Economics to help 
increase public knowledge and understanding 
of unportant nationu ide det elopments that are 
of} particular concern to the business and pro 
fessional community served by our industrial 
and technical public ations 

Permission is free ly extended fo nen spaper 8. 
groups or individuals to quote or reprint all or 


parts ol the text 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 


ELECTRICAL WHOLESALING—February, 1956 


1 
| 


3 times longer life... 


because U.S. Laytex Royal Master has: 


®@ greater oil resistance 

@ greater heat resistance 

@ greater tension or breaking strength 
@ greater resistance to cutting 

@ greater abrasion resistance 

@ greater resistance to tearing 


@ greater impact strength 

@ greater flexibility 

U.S. Laytex® Royal Master Portable Cords arc 
built to deliver much more than the average cord 
U.S. Laytex Royal Master can take more abuse 


and rough handling—and still deliver reliable 
power day in and day out, month after month. Over 


12,000 tests, conducted over 3 years, prove that 
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U5. LAYTER 


This is one of @ series of advertisernents your 
customers are reading in eiectrical, purchasing 
and industrial magazines — all about the 

most remarkable portable cord in history 


U.S. Laytex Royal Master actually gives 3 times 
longer cord life than the average of other molded 
cords —far longer than any other cord~even sur- 
passing a hypothetical cord incorporating the best 
features of all those tested 

For free booklet proving the superiority of U.S 
Laytex Royal Master Portable Cords, write to Elec- 
trical Wire & Cable Dept., United States Rubber 
Company Rockefeller Center, New York 20, N.Y, 


Adequate Wiring will prevent electrical 
breakdowns now and in your future. 
Check your wiring needs today. 


eee eee 


‘US: Electrical Wire & Cable Dept. 
United States Rubber 


a¢ 


ROYAL 
ROY 
Use them yourself...Here’s what you'll find. 


us engineered Hetter heating, caster 

installation and finer appearance’ into these all new “Wall 


Heaters. 


Exclusive new ultra-modern design of air flow louvers —S 

provides full radiant heat and promotes faster natural — 
“ef 
Exclusive new mounting bars are quickly nailed between —--. 
joists, eliminating headers. Heater housing rides on 
these bars and is easil tiofied as desired —=: 
ese DATS ANG 18 CASHILY positioned as desiree 


Exclusive built-in thermostat available at “standard” 
prices, 

Bight models from 1300 to 2000 watts — all with genuine 
Nichrome elements built to Trade-Wind quatity standards. 


WRITE FOR COMPLETE LNFORMATION 


Mounting bars 
simplify installation 


sive 
louvers. 


Nichrome 
wire elements 


Byitt rmostat 


Fits into any 


inside wall 


/ 


j 
j 
j 


DEPT. BW, RIVERA, CALIF. 
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NEWS FOR THE INDUSTRY 


New Consumer Pitch on Wiring 


@ adds $!-million—and the term “Housepower'’—to 


the industry's wiring appeal to consumers 


@ New program kicks off in May with a national consumer 


contest, plus local participation 


NEW YORK A new term- 
“Housepower” and a campaign to 
tell the consumer what it means has 
heen added to the electrical industry's 
promotion arsenal on adequate wiring 

The program, which contemplates a 
$1-million budget the first year, was 
announced last month at a press con 
ference sponsored by the Edison Elec- 
tric Institute. The program kicks off in 
May 

Housepower, it was said, is a new 
word coined to imply the benefits of 
adequate wiring to the homeowners in 
a non-technical way. The program 
itself provides “a united front for the 
entire electric industry to break the 
wiring bottleneck.” 

e Contest—The core of the 1956 
Housepower program is a_ national 
with a number of 
appliance prizes, topped by a $10,000 


consumer contest 


cash award. It involves national con 
sumer advertising through magazines 
and TV, plus other media, Tie-in na- 
tional advertising will be actively en 
as will local promotion by 
industry 


couraged 
utilities and other 
tions 

The program was announced by E 
manager of sales for De- 
and chairman, EFI 
Promotion committee. Other 

included B. I England 
president, Atlantic City Electric Co 
H. S. Bennion, managing director of 
FEI; and Carl T. Bremicker, executive 
committee chairman, National Ade 
quate Wiring Bureau 

Mr. Bremicker 
ment that the campaign 


Organiza- 


QO. George 
troit Edison Co 
Wiring 
speakers 


noted in his state 
will provide 
the tremendous impact upon the pub 
lic which all interests concerned with 
the national adequate wiring move 
ment have hoped would develop over 
the years 

© Scope—-The Housepower program 
will begin in May with a four-page 
black-and-white advertisement on the 
consumer contest in Better Homes and 
Gardens. Tie-in ads will be encouraged 
Better Homes will carry 
black-and-white ads 
following month, from 
November 


Ihe remainder of the program for 


in that issue 


two page each 


June through 


1956 breaks down this way 


February, 


e National TV advertising will 
October, for a 13-week 
period, on Dave Garroway’s “Today” 
and Arlene Francis’ “Home” pro 
grams. 

e The national Housepower contest 
for home owners will run from May 
through September. It will be adver 
tised nationally and locally. The top 
prize is $10,000 cash; hundreds of ap 
pliance prizes will go to lesser winners 

The advertising copy for this con 
test will include text matter and multi 
ple-choice questions requiring contest 


begin in 


ants to read the editorial material. The 
contestant also will answer, in 25 
words or less, “It is wise to invest in 
Housepower because 

lists 


Before mailing, the contestant 


his name and address, and indicates 
his electric appliance buying plans for 
the near future. In addition to serving 
in the contest itself, this information 
will be passed on to local utilities as 
leads 

e Local 


couraged 


tie-in activities will be en 
This includes voluntary co 
plus any other 
interested. Ad 

help in pre 


available 


operation by utilities 
local that are 
vertising and 
paring 
national headquarters 

Distributors, contractors and dealers 


groups 
material 
will be 


copy from 


are especially encouraged to join up 
Additional information is available 
from local utilities or from Frank 
Kitzmiller, Jr.. FEI, 420 Lexington 


Avenue, New York, N. ¥ 
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bureaus in the past few years 
bor, Mich. (EW—Feb 
Chicago (EW 


“cooperation They stressed the 


tising and promotion 


What Happens Locally? 


DISTRIBUTORS have given increasing support to local adequate wiring 
as evidenced by activities in Benton Har 
54, p. 40), Holyoke, Mass. (EFW-—Dec. ‘54, p. 46) 
Aug. ‘55, p. 46) and Kansas City (EW 
Precisely what the new “Housepower 
activities is as yet unanswered. Utilities, sponsoring this program through 
EFI, also furnish the main financial support for local bureaus 
Spokesmen for the National Adequate Wiring Bureau 
EEI, IAEL, NAED, NECA and NEMA 
and for the Housepower program agree that 
joint presentation of the new 
and added that each will incorporate the other's themes in its own adver 


Nov 
program means to these local 


sponsored by 
it now has 100 chartered bureaus 
nationally, there will be 


am 


NEMA Predicts New High In'56 


© Total industry output this year should reach $18.7 billion 
—1955 dollar shipments were $17.4 billion. 


e Expect 6 per cent increase in appliance sales; output of 


apparatus, supplies is expected to rise 3 per cent. 


NEW YORK,N. Y Ihe electrical 


manufacturing industry in 1956 ex 


pects to surpass the 


1955 by 


record-breaking 
per cent. Total 
should $18.7 


output ot 
industry reach 
billion 

This prediction was made in a year 
end review by Joseph F. Miller, man 
aging director, and A. J. Nesti, chief 
National Electrical Manu 
They said total 
dollar shipments in 1955 $17.4 
billion, as compared with $15.4 billion 


output 


statistician 
facturers Association 


were 


in 1954 and $16.3 billion, the 
1953 


previou 
record, in 

Contributing heavily to the indus 
1955 performance was the 
of the 


of electrical energy for 


ry s con 


tinuance harply expanding use 
ill purposes 
lighting entertain 


cooking, heating 


ment, transportation, manulacturing 
onstruction, et Thi 
plac ed a heavy demand on the 
try for all types of electrical 


ment and 


pansion has 
indu 

equip 
elec 


spparatus suppl 


Continued on page 112 
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The NEW "“REDEGE" Benfield Bender 
3 tools do all hand bending jobs 


of both rigid Conduit and EMT 


Here is a new one-piece hand tool for 
bending Sherarduct, other types of rigid 
steel conduit, and Xduct Junior elec- 
trical metallic tubing 

It's the first universal portable hand 
bender ever to be developed which can 
be used for both rigid conduit and thin 
wall tubing. A low cost tool, competi- 
tively priced, it eliminates the need for 
bench-mounted bending equipment for 
small size conduits. 


CHECK THESE FEATURES: 


One piece—with solid non-skid hook 


Extended foot treadie—gives extra bend- 
ing leverage 


Safety reinforcing collar—removes 
strain from threads 
Built-in back pusher 


Bender is also measuring gauge—rules, 
tape measures often unnecessary 

Five year guarantee against breakage 
or defects 

Peek hole for left-handed use 


Make the Test... Combine the Best 


3 TOOL SIZES 


Catalog #1050 — Bends 2” thin wall 

Catalog #1075 — Bends %” thin wall and 
rigid conduit 

Catalog #1100 — Bends 1” thin wall and 


%” rigid conduit 


Sherarduct Conduit and the Redege Bender 


National Electric Products 


PITTSBURGH, PA. 


3 Plants * 10 Warehouses * 


36 Sales Office 
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WHAT'S HAPPENING IN WASHINGTON 


No New Fair Trade Legislation This Session ——ficher pro or con 
That's the thinking of Senator Hubert Humphrey (D. Minn.), chairman of 
the Senate Small Business Committee's retailing-distribution-tair trade sub 
ommittee which is currently polling manutacturers and retailers to see how 
tair trade is holding up in the marketplace 


The subcommiuttee’s questionnaires haven't all been completed yet. But 


there’s a good chance that when they are, Humphrey will hold hearings on 
the results. Primarily, these will serve as a forum for pro-fair-traders, and as a 
bulwark against any attempts to repeal the McGuire Federal Enabling Act 


which Humphrey championed in the Senate 
While anti-tair-traders stand little chance of marshalling enough votes tor 
. repealer, proponents aren't likely to get very far in strengthening fair trade's 


position legislatively. Some steps to curb discounting or to put teeth in policing 


fair trade minimums may be proposed at Humphrey's planned hearings. But 
in an election year—with many bigger issues for Congress to handle—new 
tederal amendments aren't expected to win enough solid support tor passage 
For one thing, pro-tair-traders are divided on what should be done and how 


“Survival of the Newest" Wholesalers New wholesale establish 
ments have the best chance of survival, compared to other kinds of businesses, 
according to a new study by the Commerce Department. Three-tourths of the 
wholesale businesses that start anew or take off under new management survive 
their first full year of operation. About half of the wholesale firms survive at 


least three years, and 30 per cent of them are sull going after ten years 


The study by the Office of Business Economics covers the period back to 
1944. All told, about 12 million separate business entities were in operation 
it some time during the 1944-54 period o 

In the wholesale business, as of the beginning of 1944, there were 170,000 
firms, and in the foliowing ten years another 452,000 wholesale businesses 
were either started anew or started up under new ownership. Of this total 


of 622,000 wholesalers who were in business at one time or another during 
the 1944-54 period, 287,000 were still in business at the beginning of 
1955. This mortality rate, while it looks high, is relatively low a 


The wholesale trade, with 30 per cent of its businesses now over 10 years 


old, is about in line with the average for all industries combined 


@ Federal Spending to Stimulate Construction he lisenhower 


program means a continuation of the high level of federal spending tor con 


struction——and federal stimulation of private construction. All of the Presi Sei 
dent's messages to Congress—which spell out the battle-ground for this year's 
political campaigns—show that the era of budget-cutting is about over 

Eisenhower had tied in with the industry's “operation home improvement 
by asking that present terms on home improvement loans guaranteed by FHA 
be liberalized from the present maximums of $2,500 for three years 

The President gives a boost to new and expanded construction of post 


fhices—which are already being built around the country under lease-purchase 


ind long-lease programs 

Eisenhower backs a five year, $250-million per year for new school con 
struction, with states to match the federal grants. But chances are the segrega 
rion issue will block final approval 


Public housing is in for 70,000 new units over the next two years 
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He's reaching 
for the BEST 
ELECTRICAL 
TAPE... 


ACCURATE TAPE 


FRICTION, RUBBER SPLICING, and PLASTIC TAPES 
ACCURATE MANUFACTURING COMPANY 
Gartieid, New Jersey 
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Business Index: NATIONAL PICTURE 


94 7 4 


1947-49=100% 
' Electrical Equipment and Supplies Distributors 1955 


260 


% CHANGE 
Nov 1752 1955 from 1954 
126 13 
126 


Sales 
Inventories 


1947-49=|I00% 


+ Electrical Appliances, Electronics Parts Distributors 1955 


% CHANGE 
Nov 1955 Oct 1955 Nov 1953 1955 from 1954 
Sales 146 130 128 i! 
inventories 131 129 159 


SOURCE: Bureau of the Census December projectior 


nths of 1955 from eleven months of 1954 
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INDEX 
Nov. 1955 Oct 1955 Nov 1954 Nov 1953 
152 149 135 134 ‘ 
141 147 134 139 
260 260 es 
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220 220 
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Business Index: REGIONAL ANALYSIS 


ELECTRICAL GOODS WHOLESALERS SALES INVENTORIES 
NOVEMBER 1955 (% Change) (% Change) 


From From 1955 From From 
Oct Nov From Oct Nov 
1955 1954 1954° 1955 1954 


NEW ENGLAND 


/ }-—4 ( Nig f Electrical equipment and 


_( 4 bore supplies distributors 2 127 


Electrical appliances, electronic 


] parts distributors 1. g 6 1.46 


iy MIDDLE ATLANTIC 
| 
Electrical equipment and 


Electrical appliances, electronic 


parts distributors +14 +31 +43 2 0 


EAST NORTH CENTRAL 


Electrical equipment and 


supplies distributors 0 4 


Electrical appliances, electronic 


parts distributors 9 142 1.40 16 


‘ / d WEST NORTH CENTRAL 


/ Lt Electrical equipment and 
parts distributors + 7 +16 9 | 
/ 
Electrical appliances, electronic 


parts distributors +16 2 4 3 


SOUTH ATLANTIC 


[ : Electrical equipment and 
supplies distributors 7 +21 +16 2 +26 
Electrical appliances, electronic 


parts distributors . 1.43 114 | +19 


| EAST SOUTH CENTRAL 
| ( P 
| Electrical equipment and 
{ supplies distributors 18 + 8 +13 2 +-26 


Electrica! appliances, electronic 


parts distributors 1.23 14 § 


WEST SOUTH CENTRAL 


Electrical equipment and 
supplies distributors 


Electrical appliances, electronic 


parts distributors +-20 8 + 3 1.24 


MOUNTAIN 


Electrical equipment and 
supplies distributors § +-17 +15 | 13 


Electrical appliances, electronic 
parts distributors n.a na n.a n.a n.a. 


\ ( PACIFIC 
den, Electrical equipment and 
} { Electrical appliances, electronic 
\ parts distributors 16 +-36 3 


* 11 months 1955 from 1 months 1954 Source’ Bureau of the Census 
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and layout guide FREE? 
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May we send you detailed information 


Irregular shaped ceilings often 
posed difficult lighting problems 
until GrateLite was invented 
This is a louver that can be fit- 

ted to any shape! 


A new concept of ceiling design 
that distributes the light evenly 
throughout the room without glare 
and annoying shad 

eye-soothing illumination of high 


intensity at low brightness 


GUTH GRATELITE* 
LOUYER-DIFFUSERS 


THE EDWIN F. GUTH 
COMPANY 
ST. LOUIS 3, MO. 


1d0WS — an inviting 


= 
| 
> TM Reg. U.S. & Con, Pate, Pend 
N 
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, 
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Wholesale Price Index for 62 Electrical Products 


Product (1947.49. 100) 
Copper Wire, bare. Unit pound 

Building Wire, type R. Unit: M feet 

Non-metallic Sheathed Cable Unit: M feet 

Varnished Cambric Cable. Unit: M feet 

Flezible Cord, type SJ Unit: M feet 

Lighting Panelboard, fuse type. Unit: each 

Lighting Panelboard, circuit breaker type Unit: each 

Safety Switch, 7 pole, type A, 250 volts. Unit: each 

Safety Switch, 3 pole, type C, 575 volts. Unit: each 

Air circuit breaker, 250 volts. Unit: each 

Power Panel, fuse type, 250 volts Unit: each 

Power Panel, circuit breaker type. Unit: each 

Motor Control, a.c., 75-30 hp, 400-440 volts, combination starting switch Unit: each 
Motor Control, ac., 25-30 hp., 220 volts Unit: each 

Motor Control. ac 50 hp 440 volts Unit: each 

Motor Contral, ac 75 hp, 440 volts Unit: each 

Motor Control, d.c, 110 hp, 239 volts. Unit: each 

Renewable ¢ artridge Fuse, 250 volts Unit: each 

Non-renewable artridge Fuse, 600 volts. Unit: oe 

Plug Fuses, 125 volts, non-renewable. Unit: each 

Motor, dc, 1/6 hp., 116 volts. Unit: each 

Motor, a« 1/4 hp, 110-115 volts. Unit: each 

Motor, a.c., 1/2 hp., 220-240 volts. Unit: each 

Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 
Motor, 4.c., polyphase, induction, 3 hp., ball bearing. Unit: each 
Motor, 4.c., polyphase, induction, 10 hp. open sleeve bearing. Unit: each 
Motor, a.c., polyphase, induction, 10 hp. ball bea.ing. Unit: each 
Motor, d« 5 hp Unit: each 

Fan, under 12 inches. Unit: each 

Fan, propeller type, 24.30 in. wheel diameter, direct connectod. Unit: each 
Drill, production line, 1/4 in. Units each 

Drill, production line, 1/2 in. Unit: each 

Saw, production line, 68 in. Unit: each 

Pliers, 6-in., long nose. Unit: each 

Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted Unit: each 
Distribution Transformer, 15 kva. Unit: each 

Distribution Transformer, 45-50 kva. Unit: each 

Dry Type Transformer, 15 kva Unit: each 

Dry Cell Battery, flashlight, type D Unit: each 

Dry Cell Battery, portable radio ''B’ pack 67 1/2 volts Unit: each 
Dry Cell Battery general purpose, No 6 type | 1/2 volts. Unit: each 
Voalimeter, portable type, 3 1 /2-6 1/2 inches, 0.-300 volts. Unit: each 
Ammeter, portable type, 4-6 1/2 inches. Unit: each 

Watt meter, for instrument transformer, 100-150 volts. Unit: each 
Toaster, automatic pop-up.’ Unit: each 

lron, under 4 pounds. Unit: each 

Cooking range, standard size Unit: each 

Washing Machine, non-automatic wringer type Unit: each 
Washing Machine, automatic Unit: each 

lroner, table model Unit: each 

lroner, portable model Unit: each 

Vacuum Cleaner, upright. Unit: each 

Vacuum Cleaner, tank. Unit: each 

Refrigerator, capacity 74-95 cubic feet and over Unit: each 
Home Freezer Chest, 8-124 cubic feet. Unit: each 

Water Heater, 52 gallon tank, 230 volt a.c. Unit: each 

Radio, table mode! Unit: each 

Radio, console model, radio-phonograph combination. Unit: each 
Radio, portable mode! Unit: each 

Television, table model Unit: each 

Television, console model Unit: each 

Radio-television phonograph combination Unit: each 


Dec. 1955 Nov. 1955 Dec. 1954 
1615 1615 132.8 
147.1 147.1 1029 
107.1 107.1 902 
170.4 170.4 144.7 
1384 1386 1134 
125.2 1252 115.4 
1335 133.5 122.4 
157.5 15675 1457 
155.7 155.7 1402 
1467 146.7 1423 
132.9 132.9 120.3 
1393 1393 1268 
154.46 1546 145.6 
148.4 1484 1374 
1560 156.0 146.5 
149.3 1493 1381 
165.4 145.4 
122.3 122.3 1104 
125.4 125.4 115.6 
109 5 1095 101 
149.9 1429 141.4 
1124 1124 1069 
112.4 112.46 109.6 
1259 1259 122.7 
128.9 1289 1296 
134.8 134.8 129.1 
1332 1332 1350 
163.2 163.2 140.1 
1124 1124 1104 
1559 1559 1436 
121.5 1215 115.6 
114.3 1143 
100.6 100.4 99.1 
176.2 1782 164 | 
147.2 1472 147.2 
1305 1305 130.5 
122.4 122.4 125.5 
1291 129 1 1229 
149.3 1493 149.3 
132.1 1234 1151 
1§2.3 1§2.3 140.1 
169.0 1690 1563 
162.0 1620 151.3 
1397 1397 138.) 
104.4 104.4 108.2 
1046 10446 1078 
101.2 1006 104.7 
108.6 1086 1062 
99.9 99.9 102.3 
1167 115 7 1165 
107.0 
1077 1077 108.0 
102.9 1029 1089 
992 992 1073 
97.3 973 98.9 
106.4 106.4 105.2 
859 859 88 | 
99.3 982 97.8 
908 908 916 
68.6 686 689 
694 694 69 0 
16.9 59 73.5 

Source: Bureau of Labor Statistics 
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ECTRICAL 
THLENEM, 


ECONOMY 


Mew clip-on hanger 
end lighter weight 
buewey mean lesa in- 
staltation time. feeder 
system often coats less 
than coudelt and wirs, 
yet ls 160% rewcable. 


FLEXIBILITY 


Filexibie 
atiminetes @ff speciat 
fittings sw that @ mini- 
ware member of com- 
penents meet off joe 
requirements. Pivg-in 
ond feeder systems 
Inter 


UNI-BUS 


BUSWAY 


SAFETY 


satety 
slide over pleg ourtet 
cannet be epeted 
covered by pieg. 
intertocked cover and 
viilale in 
are 
of safety. 


\\y 
3 
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JACKSON | 
BROODERS| 


BIG MARKET 
FOR QUALITY 
PRODUCTS 


FOR CHICKENS, TURKEYS, 
LAMBS, AND HOGS 


4-LIGHT 
INFRA-RED 


FOR FARM OR 
BROILER PLANT 


741476 


* Brooding capacity 20 sq ft.--eccommo 
dates 300.350 chicks, Woter thermostat 
automatically controls two of four lamps and 
can be adjusted to regulate temperature so 
thet lamps burn as needed 18° dia. steel 
Reflector 
6 approved cord and plug 
wired, ready to install 


3-LIGHT 
INFRA-RED 


BROODER 


* Simple sure method of bringing @ brood of 
250 chicks to maturity. The three compe 
provide effective heat pattern of about 16 
sq. ft. As chicks mature tome spoce con be 
made available by raising the brooder ao 
proximately 3° o week which increases the 
heat pattern 


infra Red Baked Enamel finish 
completely 


1-LIGHT 
INFRA-RED 


$2.90 


* This Universal Brooder is versatile in ap- 
plication ideal tor breeding poultry of all 
varieties pigs, lambs, turkeys, calves, etc 
Can also be used in many other woys on the 
farm. Completely assembled ond factory 
wired ready for instant use by plugging 
in electrical outlet 


Seld only thru Distributors 


Send for complete Jackson Quality 
Brooder Catalog 


ELECTRICAL COMPANY 
900-910 W. Yan Buren St., Chicago 7, til, 


“Why argue about credit? You 


can always take my building, here.” 


J. BLOWE IR 
ELECTRICAL-CONTEAS 


ELECTRICAL WHOLESALING 


LETTERS 


Continued from page 4 


cial and should be handled by the 
manufacturer As a matter of 
fact, there is nothing special about the 
motors. What's more have tech 
nical men in our organization who 
know as much, if not more, about 
motors and controls than the repre 
sentative of the manufacturer. This 
case developed into a round table dis 
cussion between the manufacturer s 
representative, the customer and our 
selves. The result: the account still 
insisted that they desired to do busi 
ness through us 

There is some sort of false pride in 
connection with the policy setup when 
the manufacturing company 
of having a feeling that the distributor 
and the manufacturer are working as 
one to satisfy the customer and get the 
business—enters into a competitive 
situation with the distributor 

There are a number of reasons why 
certain OEM customers would prefer 
to deal with the distributor having a 
complete line of supplies and appara 
tus. There many items that the 
distributor handles with them on which 
they have discovered that the distribu 
tor is giving them good service, and 
they would like to continue to deal 
with the distributor 

This is particularly true in the case 
of a distributor who has specialty en 
gineering application men working on 
these different accounts. 

Just why a manufacturer cannot be 


direct 


we 


instead 


are 
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sold on the complete cooperative effort 
with OFM accounts is 
beyond my comprehension, but I am 
of the opinion that some of the think- 
the district 
from top management policy 

I think irticle will be of great 
help in clearing up this situation, and 
follow it up with the 
dealing with to some 


in connection 


ing of offices emanates 


your 


I propose to 
people we are 
sort of a conclusion 


Another article in the same issue on 


local warehouse stocks (“Plenty of 
Fun And Powerful Words,” Nov 
55S, p. &4), is another ttem which 


certainly was well presented to all con 
cerned. Messrs Hooper and MacDon 
ald have submitted a very comprehen- 
sive picture of this situation 

J. B. Harris, Jr 
PRESIDENT 
RUMSEY ELECTRIC CO 
PHILADELPHIA, PA 


Northwest Wholesaler 
Opens Big Warehouse 


SPOKANI WASH A million 
dollar wholesale warehouse and cus 
tomer display building was recently 


opened by the Columbia Electric and 
Manufacturing Co., electric apparatus 
and supplies distributor 

with 62,500 sq 
space iS Situated at £3420 
About 25 per the 
is used for display and office 
the for ware- 


The new building 
it. of floor 
Ferry St 


building 


cent of 


space ‘with remainder 


house storage 
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ye your customers the Sangamo Heavy Duty is the rugged, ‘“‘no-call-back"’ time 


switch | bs truly gives unfailing on-off control. A Sangamo Time Switch equipped 


with Automatic Carryover does not have to be reset after a power failure 


it keeps the switch running for up to 10 hours in case of an outage. Show the multiple 
4 
agi! knockouts in the back, sides and bottom of the Sangamo Heavy Duty model, 


the generous inside wiring space for quick and easy installations. When equipped with 


Astronomic Dial, this Sangamo Time Switch can be set to turn installations on at sunrise 


and off at sunset automatically, all year ‘round <\45 Omitting device permits 


establishment of 1 to 6 day weekly operating schedules of special value in industrial 


ALL Call attention to the quiet, slow speed, hysteresis motor which 
wou” 
operates in temperatures ranging from — 50° F. to + 200° F 


installations 


it will mean more profits and satisfied customers for you! 


Keep these sales points in mind when a time switch customer comes in. If you sell ’ 
him, you'll be ahead in two ways: first, you make a bigger margin of profit when you ae 
sell Sangamo Time Switches than you do other makes and « Sangamo customer a 


is a satisfied customer 


Whatever the control problem is on a time switch installation, Sangamo Time Switches 


it 


have features that'll solve 


SANGAMO ELECTRIC COMPANY 


SPRINGFIELD iLLINOTS 
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Lady Sells Lamps 


(Continued trom page 84) 


Easy to sell — iE: as they go on retail display. And 


calling on a range of accounts is still a 


this speedier | aE 


ae stock presently runs $60-75,000, and 
Powe r D rive includes nearly every available type 
j of incandescent. Miss Head is re- 
; sponsible not only for inventory and 
; records but, in practice, until the 
that takes the work out of lamps are on retail display 
These retail outlets include drug 
and grocery stores, plus a few hard- 
conduit threading, cutting, reaming camera Added to 
them are a number of sub-agents serv- 
ing the territory around Louisville 
hardware, grocery, variety stores and 
automotive jobbers 
All of Miss Head's accounts are lo- 
cated in Louisville. This climinates 
long travel, and allows her to mix in- 
side and outside work—a variety she 
likes. More than half her time is 
spent on calls, usually beginning about 
10 a. m. She tries to be back to the 
office by 4 p. m., to handle any prob- 
lems that may have come up during 
the day 
Service is, as it always has been, 
her mainstay. Her call report on a 
drug store (if she made one out) would 
include 
@® Checking and, if necessary, re 
plenishing displays from backroom 
stock 
© Straightening and sometimes 
marking display stock (since pricing 
here 1s done from invoices) 
e Going over shipping tickets and 
INVOICES 
@ Noting retail prices——a necessity 
in the lamp business 
e Keeping up friendly relations 
with the manager and clerks (who 
ith hi SPEED CHUCA often watch details between her calls) 
wi wrenc ess “I sometimes visit customers at the 
hospital when they're sick,”” Miss Head 
A work-saver for your contractor customers! Lots of ready power adds. “I consider them my friends.” 
turns conduit, pipe or rod for hand threaders, cutters, reamers It's this concern—plus her extra ser- 
even up to 12” geared tools with drive shaft. New Speed Chuck vice and longtime contacts that 
opens and closes easily, guaranteed to grip tight forward, reverse; keeps the lamp ball rolling for South- 
jaws have replaceable insert teeth for longer land 
life. Light, compact, portable—built for e Sub-Agents—While retailers are her 
years of service, Bench, stand and wheel best customers, Miss Head widens her 
stand models. Pre-sold by advertising to sales effort by workine hard with 
your customers — write for complete profit sub-agents These jobbers operate 
data today! routes through the outlying counties; 
truck salesmen take orders, then de- 


"Threaded Pipe — it's Tight —it's Best — Costs Less” liver on the next trip. Since there's 
‘ — little extra service for the retailer 


504 is these sub-agents are usually slow to 
quick-opening 3 build volume. Miss Head, fighting this 
reader fer power inertia, gives them a lot of pointed 
— sales help until they're over the hump 


conduit are the variety store, or ‘S-and-10 


jobbers. They prefer to buy in car- 
tons of 24 units each. In the many 
cases where the manufacturer doesn’t 


The Ridge Tool Company e Elyria, Ohio, U.S.A. pack a type that way, she takes the 
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Rome's new nonreturnable reel can be distinguished 
from regular returnable reels by its unpointed 
wood and the imprint “NONRETURNABLE.” 
Sizes 24", 27” and 30” 


A new customer service .. 


Vonreturnable “throw-away” cable shipping reels 


As a new service to pure hasers of elec trical wires and the new Rome nonreturnable reel vill not be billed 
cables Rome Cable announces the adoption of stand Neither, are they subject to return for credit, The 
ard package nonreturnable reels be thrown 


iway when empty. You save storage space 
While currently confined to sizes 1 AWG through time and bother 
10 AWG of building wire Types TW, R, RH and Adoption of a standard package nonreturnable reel 
RH-RW, rubber insulated, Neoprene sheathed Types constitutes another Kom ibl first We like to 
RK and RRD plus Types SE and SD service cables think that it i oth » toward greater customer 
here is an innovation with plenty of customer benefit 
It minimizes many of the headaches of reel invest 
ment, record keeping and reshipping of “emptic 
Kore new nonreturnable reel is the result of ex 
haustive study including a 5-year test period at the 
University of Maine, It has been proven complete 
durable and adequate for normal service and yet i 
lighter to handle 
Marked “NONKETURNABLE’ but otherwise un 


identified (exce pt for shipping and dese nption tags 
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PACKED WITH | time to pack them special. “That's 


the extra help that builds good cus 


FEATURES that SELL...» 
Concentrating as she does on re- 


tailers and jobbers, Miss Head has 


few industrial accounts But she 
“f+ PR iC k D FOR thinks one of them—a neon sign com 
| pany—is worth special consideration 
PROFITS th t SOAR As the sign business reverts back to 
using incandescents, particularly for 
Sete auto lots, she finds that lamp sales 
are booming 
. Keeping abreast of changing cus 
tomer needs is no small part of Miss 
Head's work. It's satisfying, too 
but not as satisfying as one incident 
that took place a few years ago 
Her largest account then was a 
local drug chain. After servicing the 
individual outlets in this chain for 
several years, she suddenly lost the 
account when the new buyer brought 


— 


\ ; . in a friend on it But this salesman 


\\ forgot one thing,” Miss Head says; 
AAA i you can't cheat on service. Before 
; the year was past, I got the account 

hack—and I still have it.” 


Fair Treatment 
(Continued trom page 67} 


ft. building in downtown Minneapolis 
(EW—Nov. ‘53, p. 78) 
‘One reason we've grown,” Vilett 


comments, “is that we're long on serv 
ice. We carry good stocks; we offer 
frequent delivery, and we go out of 
our way to help customers. We figure 
that if one of our men can’t answer a 


question, that’s no reason to quit 

Turn the customer over to a man who 

can, That sort of cooperation works 

We've gotten pretty big, V'll admit,’ 

Wi ee DOW FA NS he continues but that doesn't stop 
us from continuing what we've tried 

to do all along help the new fellow 

The complete line sets the pace again for No matter what their size, we figure 


, it's important to keep contractors in 
». All the styling and operating advan the electrical business. Sure, we help 


tages that buyers demand yet priced for some of them along when they're try 
ing to get started. In the past, we've 


volume sales and bigger profits! Only au- 


thorized distributors sell Chelsea Fans they get over the hump.” 
Changes The electrical wholesal 
backed by intensive advertising, eye-catch- fo always chenaion’ 


ing dealer sales aids and colorful displays | Vilett maintains. “Its more than a 
, | matter of products. Some of the prob 
that will help to make profitable sales.) — jems we face today have been with us 
Contact your nearest a long time: manufacturers’ local 
‘ warehouses and direct selling to large 

Chelsea representative, or write for contractors are good examples 
complete information and prices. ‘But price. as it affects us today, is 
a new one in the supplies business 
Only when volume-mindedness loses 
out will the price situation settle 


Chalooa FAN & BLOWER 


about Vilett says. “I won't be here 

PL A INF ELD EW too long, but Northland will. We 

neither manufacturers nor customers 
can get along without us.’ 
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Engineered 
Products 
Added 
Distributor 


Urelite 


Line 


Now authorized I-1 ly butors can sell a complete 
“Power Package equipment Engineered 
metal-clad and iow T vitchgear and unit sub 
statiolr in addition individual circuit breakers 
product line An l | cistritputor 

ol ippl ing his customers itl 

equipment trom a 


t him 


I-T-E CIRCUIT BREAKER COMPANY 
19th & Hamilton Sts., Phila. 30, Pa. 


a 
Metal clad switchgear 
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Latrobe 
lectrical 


Products 


There is nothing complex or intricate 
about “Latrobe” Floor Boxes and Wiring 
Specialties 

Their design and mechanism is 
simple and sure. 

That is why “Latrobe” products are so 
quick to install and so trouble-free in 
operation 


kept 


ADJUSTABLE FLOOR BOXES 


Adjustable Ffioor Boxes are now bonded which 
makes them fire pan come in single round or 
square bodies-—-also furnished in square single 
gang, two gang, three gang and four gang types 


PIPE OR CONDUIT HANGER 


Most economical and best pipe hanger sold today 
The saddie comes firmly fastened to the hanger 
bracket ond connet drop out. For hanging pipe or 
conduit and 1" to steel beams up te 
thick, Lorger sizes for larger pipe. 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes Cover Plates 
Junction Boxes Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 
Write for new catalog 


Sales Representatives in ail principal cities. 


Oo. 


vans 
LATROBE. PAL 


Renaissance Continued 


By Lester E. Barrett 


President 
National Assn of Electrical Distributors 


HAT has been good and what has 

been bad with the electrical dis- 
tributing industry in 1955 certainly 
can't be measured wholly by the profit 
and loss statement 

The downward profit trend in this 
industry has been reversed. All the 
contributing factors which caused this 
reversal may be aifficult to determine 
However, there are several significant 
factors that can definitely be consid- 
ered as a step in the direction of a 
permanent adjustment toward a better 
and more economical system of dis- 
tribution of electrical products 
General Awakening——The first fac- 
tor worthy of note is the general 
awakening on the part of the electrical 
distributor of the economic functions 
which he must perform and the be- 
ginning of a serious study of ways and 
means of performing these functions 


Lester E. Barrett 


more economically and, at the 
realizing a reasonable profit in 
the process 


same 
time, 


Ihe second factor is the recognition 
by the manufacturer of products which 
demand the utilization of the electrical 
distributor—-so that he may find the 
solution to a part of his problems by 
a review of his method and policies of 
distribution 

It is significant that both distributor 
and manufacturer are experiencing a 
general awakening simultaneously at 
a time when they both can well afford 
a joint study of problems that can only 
be successfully solved after these prob 
lems are mutually understood 
© High Cost——For too many years the 
high cost of distribution (a well worn 
cliche) has been accepted as a fact 
without any clear understanding as to 


Continued on next page 


NAED Leaders Look at 1956 
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An Optimistic Climate 


By Arthur W. Hooper 


Executive Director 


National Assn. of Electrical Distributors 


HE courage to turn down an un 
profitable order is evident in the 


year end results of the electrical whole 


sale distributing industry 

Both sales and profits were up in 
1955. Sales of electrical construction 
materials and appliances totalled about 
12 per cent more in 1955 than in 1954. 
Of more interest was the report that 
the five year decline in the net profit 
trend has been halted and shows signs 


of improving. Actually, the net profit 


Arthur W. Hooper 


results were up slightly in 1955 for the 
first time since 1950. (Top Of The 
News, EW, Jan. ‘56, p. 10). However, 
the net profits in the wholesale trades 
field are still than they 
should be on a standard commercial 


much lower 


risk investment 

Ihe 1955 record stands as a tribute 
to the intelligence and business acu 
men of the 
of electrical distributing companies 
Misconceptions——And this improved 
performance record has been achieved 


management of hundreds 


despite continued widespread miscon 
arding the function of the 
distributor and in spite of the failure 


ceptions reg 


to utilize him properly so that he can 
add value to the maufactured product 
and the great stand 
been 


Our economy 
ard of 
built on providing the 


living it provides—has 
most goods to 
the most people at the lowest cost 
Yet, some of the present trends in dis 
tribution are working opposite to that 
fundamental economic principle 
@ 1920 Machine—Today, the Ameri- 
can public is being served with a 1920 
distribution machine hooked up to a 
1955 factory 

As a result, it is entirely within the 


realm of probability that the American 


Continued on nest poge 
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will sell the 


“Lucky 


could your salesman! 


Sometime soon the Millionth AMPROBE snap-around 
pocket volt-ammeter will be sold. To celebrate the big event, 
we’re sending the salesman who rings up AMPROBE’S 
Lucky Millionth Sale on a once-in-a-lifetime Paris holiday. 
Your salesman may win a wonderful “dream vacation” 
for two in the fun capital of the world—flying to Paris and 
back—aboard a deluxe Pan-American Clipper. 


PYRAMID INSTRUMENT CORP., LYNBROOK, N. Y. 
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. . . Lester E. Barrett 


what costs are actually being charged 
’ A serious review of present methods 
P w re) PELLE R TYPE and practices of distribution, plus a 
study of what these practices cost and 
ROOF VENTILATOR why they have been employed, is a 
must if the producer to get his prod 
uct to market and in the hands of the 
ultimate consumer with some sem- 
blance of the efficiency he has achieved 
in the manufacture of this preduct 
There is reason to believe that 1955 
may have been the year of a renais- 
sance in the wholesale electrical dis 
tributing industry. It may only be 
dimly discernible, but there is hope 
that 1956 may see more life blown 
into a realistic and profitable distribut 


ing process. With a beginning like that 
there can be a reasonable expectation 


of a healthy maturity 


. . . Arthur W. Hooper 


public may suffer from a “starvation 
in the midst of plenty” unless the vital 
problem of balancing distribution and 
production is solved immediately 
These are some of the problems 
that are most urgent today 
e Soundly established, successful 
distributing businesses are being 
squeezed while uneconomic and short 
lived distribution experiments are be- 
ing tried out, Thus, less and less risk 
capital is being attracted t. the whole- 
sale distribution field because of the 
unstable and unsatisfactory returns on 
investments in this type of commercial 
organization 
The new Peerless propeller type roof ventilator e It has long been acknowledged 
in business, that, when the cost of 


combines fan and weather-proof housing in a 
service and production of any mer- 


single unit that can be installed quickly, Units are chandise rises, the price of the goods 
; ; | also goes up This is a practical step 
sized from 12” to 48" with alr capacities of 640 | for any business. No business can re- 
main active for long selling goods 
for less than what they pey for them 
to seal out dust, grit and moisture. Units can be Yet, mounting costs in time and man 
power for wholesale distribution are 
not being recognized 
e Costs Up—During the past year 
the wholesale business, has on a num- 
stores. As installed (above) the units ventilate ber of occasions, encountered this 
problem. While the cost of the produc 


CFM to 22,000 CFM. Motors are totally enclosed 


equipped with automatic or motor driven shutters 


These units meet the needs of factories and large | 


washrooms and general factory areas. Get the 
tion of goods has gone up at the manu 


facts about the new Peerless Roof Ventilator facturing level, the solution to the addi 
tional cost has been found in simply 
today. Write for Peerless Bulletin SDA-143-7. lowerine the discount at which the 
goods are sold to the distributor. In 
other words, the price to the distributor 

FAN ANDO BLOWER DIVISION has gone up 
Pp. 7 It is a fundamental fact that the 
THE COMPANY distributor occupies a unique position 
FANS . BLOWERS . ELECTRIC MOTORS . ELECTRONIC EQUIPMENT in the wholesale distribution of any 
1403 W. MARKET ST., WARREN, OHIO goods. He is not the ultimate buyer 
who can set a price for the goods and 
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THE BIG NEWS in circuit breakers is this BullDog Two- 
Pole, Common Trip Duo-Guard Pushmatic. Simplifies 


wiring. Makes installation easier and faster. The new 


terminal screw retainer (circled) ends fumbling and 


wasted time you get a bolted connection fast. 


New Two-Pole 


“Common Trip” 


Duo-Guard Pushmatics 


The heavy-duty, safe, positive switching and protective device 


There's real convenience, real safety on two-prole breakers short cireuit, both poles are automatically de-energized 

now. BullDog’s new Duo-Guard Pushmatic® Common Trip 

breakers for Electri-Centers® are now at pole OM course. Duo-Couard protection ts built inte each Common 

cwreuits (15 to of amperes for residential, commercial Trip too, just as it in into ties yous 
assurance of automat two-way protes any circu 


institutional and industrial appli ations 
Ask for a demonstration of the new Common Trip now 
See your BullDog field engineer of qualified distributor of 


write BullDog Electric Products Co... Detroit 32 Michigan 


Operation of this new two-pole Common Trip Pushmatic ix 


\ push of the button gives simultaneous 


simple and sale | 
ON” of “ORF operation 2) In the event of an overload or 


ELECTRIC PRODUCTS COMPANY 


A Division of Circuit Breaker Compony 


in Conada BullDog Electric Products Co. (Canada) Ud., 80 Cloysen Road, Toronto 15, Ont 


Export Division: 13 East 40th Street, New York 16, N. Y. . 
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DIAMOND DTX 


NON-METALLIC SHEATHED CABLE 


@ Diamond DTX is 
really white! Non- 
sticking, smooth and 
easy to pull. 


e Walls stay clean! 
e Hands stay clean! 
* Does not flake off! 


For a fast, clean installation ... get 
DIAMOND DTX! 


Write today for Catalog and Samples. 
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then sell them to the customer direct. 

Rather, he is a convenience or service 

organization that performs certain vital 

functions at a savings to the manufac- 

turer and deals in prices that are set 

by the manufacturer in most instances 
and not by himself. 

Thus it is obvious that the distribu- 
tor can easily be squeezed by an un- 
intelligent decision on the part of the 
management of manufacturing com- 
panies. Intelligence demands that if 
the production of a piece of equipment 
rises then the list price of that equip- 
ment must also go up in order to com- 
pensate the manufacturer for produc- 
ing it—that and allow the distributor 
a reasonable profit for handling, ware- 
housing, selling and carrying out all 
of the additional functions that he 
performs in distributing that product. 

e The tremendous advancement in 

manufacturing techniques has not been 
equalled by the development of better 
techniques and systems for the whole- 
saling and retailing of goods. 
e Not Provide—America must rec- 
ognize that the development of the 
low cost, mass production factory is 
only half the battle. It will not provide 
the ultimate in lowering the cost of 
these goods. The real battle must in- 
clude carrying the goods from the fac 
tory shipping platforms to every mar 
ket in America 

@ This nation is passing from an era 
of production into an era of distribu 
tion. The great problems ahead for the 
economy are not those of producing 
sufficient goods but, rather, effectively 
distributing these products so that they 
are in the right place at the right time 
in the right quantity 
Simple Decision The test of 
whether or not the distributor contri 
butes to the value of these goods by 


THE 100th CERTIFICATION license 
is awarded the officers of the new 
Adequate Wiring Bureau of Central 
New York, with headquarters in Syra 


cuse. Right, Samuel Weinstein, chair 


man of the bureau and vice president 


City Electric ¢ Left, P. |. Donohoe 
bureau vice president, and president 
Donohoe G ( ary electrical contrac 


tors Donald f Vincenet executive 
secretary and treasurer is in the 
center 
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DUPLEX OUTLETS 


eee more profits for you P&S 500 Outlet Makes Installation 


Faster... Easier 
the only self-contained outlet designed | % 
exclusively for contractor use. | eS, 
| | | 
P&S 500 Duplex Outlets are custom-made for exist- 
ing installations that call for additional outlets 
and they can be placed exactly where the Cut cover of box along per Threed cable through 
fereted line end wee cover treckout holes in beck of 
customer wants them te scribe oviline of well evtlet and then tighten 
opening metal clamp ageinst cable 


These Features Make 

P&S 500 Outlets 

The Best 

Self-contained——No Box Required 

No Soldering or Taping 

Any Wall Surface Can Be Used 

Quick, Easy, Profitable Installation 
Dependable Double-Grip Type Outlet 
Modern Design 

Available in Brown or Ivory 

For Use with Non-Metallic Cable 
Underwriters’ Laboratories Approved 


Hold clip straps poster Astemble well plete 
Write today for the complete story on the P&S 500 a—O _ 


Outlet. Just drop a card to Dept. EW-11 


7.N.¥. 1229 W. Washington Biva., Chicage 
In Canada, Renfrew Elec. & Retrig. Co.. Lta., Rentrew, Ontario 
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distributing them more economically 
is a simple decision for the manufac 
turer. It is a matter of dollars and 


cents. If the distributor can do it more 


We vertfy that the packet off al rend economically than the manufacturer 


er cable hranded Leones Meo can himself 
that business and to be compensated 


then he deserves to have 


Cortified contains wel bess than €7 


of Neoprene for the risk he takes 
Werreen WerCo e The greatest operating problem 
£ : for the electrical distributor this year 


will be one of tightening credit ex 
tended to customers. It is in this area 
that distributors can contribute some 
sound thinking and scientific planning 
toward stemming the tide of loose 
credit. There is a need in this industry 


to educate every employee to use good 
judgment in determining who is to 
receive——who is deserving of—such 
credit assistance 

@ The development of advisory or 
counseling groups who can advise man 
ufacturing management on the com 
plex business of wholesale distribution 
would be helpful to industry today 
Too few manufacturers make any pro 
vision on their boards of directors or 
staff for experienced distribution 
counselors. As a result, many needless 
and costly experiments through and 
around wholesale distribution have 


been conducted during the past few 


NEOPRENE JACKET years——with unfortunate results 


These are the great problems that 
the wholesale distributing industry 


faces today. Meanwhile, the industry 

has an optimistic climate in which to 

| work to solve them—a continued rise 

| in sales and profits as forecast for 
1956 


even by Bronco—has so much Neo- 
pat into a cable Continued from page 91 


tronic components and appliances 
Consumer Buying-——In the appli 
ance field alone, the industry shipped 
a record $4'4 billion in 1955. This in 
cludes 4,025,000 refrigerators, 1,100,- 
000 freezers, 4,400,000 washing ma 
chines, 1,290,000 room _ coolers 
1,600,000 ranges 900,000 water 
heaters, 7,800,000 radios, 7,900,000 
television sets, and $413 million worth 
of electric housewares 

This volume also reflects the ever 
continuing acceptance of compara- 
tively new electric appliances: 295,000 
dishwashers, 520,000 food waste dis- 
posers, 1,100,000 electric dryers, and 
1,350,000 bed coverings 

Next year, all of these appliances 
are expected to be purchased in even 


otice rate i *s for a new peak total 
N greater quantities 
king size label for of $4.8 billion, or 6 per cent higher 


reading. than in 1955 
increased flexibility, too! © Electronic Growth—Reflecting the 


expanding use of electrical energy in 
the industrial field, the industry in 


with knock-out top—for 
convenient dispensing. 
Keeps store room neat. 


POR CATALOG 
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pre lengineer 
67.32% new Neoprene 
NEW 66% 
in the lead in TOUGMMESS! 
Never 
well even. better by Bronco 66 Certified, 
66 Certified isa euler 
HATE AND GEE AS |S 
the-cloments found in industry” 
wee: INSULATE 
WES TERR INSUL 
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NEW PRODUCTS 


Leviton “Quiet Switch” 
Assures Noiseless Action 


For bedrooms, sickrooms, nurseries, 
libraries, hotels, hospitals and other 
places where “peace and quiet” are 
essential...the new Leviton QUIET 
SWITCH is just what is needed. A 
lifetime switch that is tops for qual- 
ity, reasonable in price and modern 
in quiet action. Everyone will be 
switching to the new Leviton Quiet 
Switch...cash in on the big demand 
for electrical wiring modernization. 
Available in single pole, double pole 
and 3-way .in either brown or 
ivory phenolic. Rating 15A 120-277V 
AC only. Meets UL and CSA speci- 
fications 


LEV-0-LOCK Rubber Caps 
Minimize Shock and Breakage 


CAT. 25198 


CAT. #5178 © 


LEV-O-LOCK Rubber Caps afford 
extra protection against hock and 


breakage often encountered in in 
dustrial installations. Order type 


5178 caps for 20 Amp., 3 wire, or 


type 5198 for 20 Amp., 4 wire 
Sturdy construction features assure 
long life; latest design makes in 


stallations fast and easy. Other 


famous LEV-O-LOCK devices, in 


bakelite, listed by the Underwriters 
Laboratories, are available in 2, 
and 4 wire, 10 and 20 amp. caps 


connectors and receptacles 


For complete information write 
Leviton Manufacturing Company, 
Brookly n 22, N { 


february. 
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LEVITON brings you the best in wiring devices... 
TWO NEW DUPLEX SWITCHES 
added to complete the COMBINATION LINE 


These heavy duty switches are type C, 
T-rated: #5215, one single-pole and one 
3-way switch in a single unit; #5217, 


Always specify LEVITON “S000” LINE 
for long, trouble-free performance: 


two 3-way switches in a single unit. Both 
switches are independent of each other 
on the same circuit and designed to fit 
standard duplex wall plates. Sturdy con 
struction with cover in either brown or 
ivory phenolic. Each rated 10A-125V-T, 
5A-250V. Listed by U.L. and C.S.A. 
Meet R.E.A. and Federal specifications 


# 5000—T- Slotted Duplex Outiet 

# 5001—Single Pole Switch 
#5211—Single Pole Switch & Outlet 
#5212—Duplex Single Pole Switches 
#5213—Single Pole Switch & Pilot Light 
#5214—Duplex Switches—Separate 


There is no finer line of combination Circuits 

wiring devices than the Leviton 5000" #5215—Single Pole & 3-way Switch 
series. Now, with these two new switches, | #521]—Two 3-way Switches 
the “5000” series assures complete selec- 


tion for every requirement. 


LEviro 


LEVITON MANUFACTURING COMPANY + BROOKLYN 22, N. Y. 
Chitege — Let Angeles — Leviton (Conede) Limited, Mentrec! 
For Best Results Use Wire By AMERICAN INSULATED WIRE CORPORATION 


your best jobs are done with 
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& BLACKLEDCGE i: the new vice 
president and general manager of the 
}. A. Edwards and Inc New York 
City wholesale distributor. Mr. Black 

ledge was formerly eastern district sales 
manager for the Westinghouse Electric 
Supply The announcement of hi 
appointment was made by President 


} A. Edward 


1955 shipped $2.2 billion worth of 
such products as electric motors and 
controls, electric welding equipment 


and wire, carbon products, industrial 


Can be wed with 
ttanderd 3 AG and 
3 AS tubular 
fuses up to 20 amps 
(UL epproval te 16 
amps) 


electronic tubes and metallic rectifiers 
In 1956, the output of these products 
is expected to increase 6 per cent to 
$2.4 billion 

Ihe effects of building construction 
on the industry is demonstrated by the 
shipment of $720 million of lghting 
equipment of all types and $602 mil 
lion of such products as rigid steel 
conduit, conduit fittings, low voltage 
fuses, switches, molded case breakers, 


panelboards and wiring devices. Next 
year, the output of these products 
| combined is expected to rise 3 per cent 
to $1.36 billion 
Signalling Up-—Shipments of sig- 
nalling and communication equipment 
increased from $1.05 billion in 1954 


OFFERS COMPLETE PROTECTION AGAINST 
CURRENT SHORT 


SURGES CIRCUITS to $1.26 billion in 1955, and are ex- 
| pected to increase another 5 per cent 
in 1956 
In specialized equipment—such as 


X-ray equipment, automatic tempera- 
ture controls, specialty transformers, 
radio and television receiving tubes, 
electric lamps, and air conditioning 
and commercial refrigeration equip- 
ment——the industry shipped a total of 
$4.5 billion in 1955. It expects to ship 
$4.8 billion in 1956, an increase of 6 
per cent 
More Energy—-To generate, trans- 
mit, and deliver electrical energy, the 
industry had to produce $1.7 billion 
of generating, transmission and dis- 
tribution equipment, $1.5 billion of 
electrical wire and cable, and $340 
million of insulating materials. The 
output of all of these products is ex 
pected to increase 6 per cent in 1956 
In 1956, the industry is expected to 
make an even greater contribution to 
helping realize the general outlook for 


ELECTRICAL 1956 


The Elmenco Fused Plug is like any stand- 
ard plug, is light in weight, but easier to 
handle because of finger grips. However, 
it contains 2 small fuses which provides 
complete protection against damage to the 
appliance and to the main line. The blown 
fuse is easy to remove and simple to re- 
LIST LESS lace. Fits any standard wall outlet. 

mice DOC ruses” . 

Used by many of the largest manufacturers of radio and elec- 
tronic equipment, battery chargers, washing machines, curling 
irons, lighting equipment, automatic relay equipment, motors of 
every description, and practically every other type of product 
that consumes electricity. 

Write Us Today For Detailed Information 


| 

E 

am 

: 

REPLACE FUSE 

L 

; | 

| 
| 
| 
| 
| 
| 
| 

| 
Pecans in pl oduction employ ment, 
earnings. 


Electricians everywhere are saying, ‘The new C-H 
4151 is IT. There is nothing like it on the market." 
You'll say so too... for three big reasons. It in- 
stalls easier. It works better. It lasts longer. 
Check these features. 


Installs easier —The high strength phenolic molded 
unit base (not breakable porcelain) is removable by 
two screws for 3-point mounting of the enclosing 
case and wire pulling freedom. All “‘easy-tite’’ ter- 
minals are out-front eliminating skinned knuckles 
and wire ‘‘pretzel’’ bending. ‘‘Easy-tite’’ terminals 
make wiring as simple as one, two, three. 1. Insert 
wire in hole provided. 2. Pull down to screw ter- 
minal. 3. Tighten. 

Works better — Solid silver double break butt type 
contacts have long been standard equipment on 
quality motor control, and now Cutler-Hammer’s 
exclusive A-c design incorporates all these features 
in the midget 4151 safety switch. Positive break of 
the butt type contacts is accomplished by the cam- 


SAFETY SWITCH 


iz The Smallest, Finest Safety Switch for 1001 uses 


The new Cutier-Hammer 4151 midget safety switc! 


conditioners, home workshop power tools, auto 
matic washers and dryers, pumps, treezers, et 
Engineered for A-c use exclusively tor smaller 
size and lo iger life. Top quality at low cost 


ming action of the toggle operator. A non-current 
carrying compreasion spring snap-closes the con- 
tacts when flipping the toggle to the ‘on’ position. 
This spring can't heat and lose its tension; there- 


fore, always insures constant and uniform contact 
pressure 

Lasts longer—Top performance at low cost is 
due to the 4151 being engineered for A-c service 
exclusively. Face-to-face closing of butt type con 
tacts receive only a fraction of the wear common 
to other general use safety switches. Double break 
contacts halve the arc voltage and further increase 
the contact life. Solid silver contacts are known 
to have superior life to either copper or bronze. A 
Cutler-Hammer "'first.’’ A Cutler-Hammer exclusive 

Order the C-H 4151 midget Safety Switch from 
your authorized Cutler-Hammer Distributor today 
CUTLER-HAMMER, Inc., 1227 St. Paul Ave., 
Milwaukee 1, Wis. 


A-c. Dimensions: 2%" «x A-c. Dimensions: 4° « Volts A-« 
5%" 22%". List: $4.20 List: $5.20 


4151-14241 30 Amp. 2 wire 4151-14201 30 Amp. 2 Pole; 4151-1341 30 Amp. 3 wire 
S/N; 1 Fuse. 120 Volts 2 Fuses. 120/240 Voits S/N; 2 Fuses. 120/240 
Dimensions 
4° List: $6.50 
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| is perfect for oil burners, attic fans, blowers, alr % 


INSTALLATION 


STANDARD 
FOR 2” PIPE 


~ Also available 
~ FOR PIPE 


EVERYTHING FURNISHED-~ 
but the house and conduit : 


Here is the only Service Entrance Mast Kir J 
complete in every detail—including roof ? “a 
flashing — even necessary bolts, outs, lag Str 
screws and nails. Can be installed by an Vict 
electrician, with electricians tools 
Cut down installation costs with these Kir 

easier, quicker to install, service entrance 
mast kits 

Here is « complete list of the parts you'll find 
in this Porcelain Poodons Service Mast Kir 


VV UL approved Service Entrance Cap and Bell 


Reducer 
V Galvanized Reel Flashing and Storm Collar @ 
V Reet Mounting Plate of new and original \ 
design 
Conduit hanger with lag screw attached 
\ Slip-fitting offset reducer with interior ground- - 
ing device 
V All necessary belts, nuts, lag screws and 
nails 
V Plue—Percelain Products’ famous 2061-C 
Pipe Mounting heuse brackets as specified 
WRITE FOR DETAILS TODAY! - | 
TLE CT RIC AL PORCELAIN 44884 5 
CATALOG NO. 


2075 — NO WIREHOLDERS 
2076-—— | WIREHOLDER 
2077 — 2 WIREHOLDERS 
2078 3 WIREHOLDERS = 


FINDLAY, OnIO 


Record Sales Forecast 
For Industrial Distributors 
NEW YORK, N. Y.-—Industrial 


distributors rang up sales of near rec- 
ord volume in 1955, and if the strong 
upward trend of their business 1s 
maintained into 1956, a record year 
is in the offing, forecasts Industrial 
Distribution, McGraw-Hill publication 
Dollar sales of supplies and equip 
ment through industrial distributors 
were running about 20 per cent above 
those of a year ago in the late Fall 

Despite a slow start in the early 
months of 1955, the final sales figures 
for the year will probably be 12 to 15 
per cent above those in 1954. Approxi 
mately half the gain in dollar sales 
volume may be accounted for by the 
rise in prices, which at the end of 
1955 will be about 7.5 per cent above 
those a year earlier 
Korean mounting 
volume of distributor sales has led to 
an increased volume of buying by dis 
tributors. The manufacturing suppliers 
report an incoming volume of new 
orders from distributors that has only 
been surpassed during the peak of the 
Korean build-up. The inventory posi 
tion of industrial distributors has been 
built up as sales increased 

Despite the substantial gain in sales 
during 1955, distributors are still 
plagued by contracting net profit mar- 
gins. While a few manufacturers have 
widened the discounts allowed distri- 
butors, the average gross margin 
earned has showed practically no 
change over the past several years. At 
the same time, all elements of distri 
butor operating expenses have been 
rising, substantially squeezing net 
profits 

Progressive distributors have been 
devoting their best management talents 
to the problems of cost reduction, With 
positive measures such as improved 
equipment, better training and better 
control of the sales force, the steady 
rise in operating costs is being brought 
under control 


Precision Opens Plant 
“CHICAGO, ILL——The Precision 
Transformer Corp. has opened a new 
plant at 2218 W. Lake St., this city 
The new operation is said to have four 
times the manufacturing capacity of 
the previous plant 


Gesco Names Essenburgh 
GRAND RAPIDS, MICH 


George Essenburgh, sales counselor of 
the General Electric Supply Co. in this 
city for the past eight years, has been 
promoted to the new post of district 
merchandise manager, W. J. Richter 
district manager, recently announced 
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National Electric 
Service Entrance Cable 


National lectric Service Entrance Cable i light (0 volts and protected 
easy -to-handle mooth-looking and depend resistant Salecete 

able under all kinds of weather conditions ing. The concentric 

It's furnished with two and three conductors with heavy overlapped self-vuli 
or without ground lo assure ca identification on closely woven im pregnated oo 
the job. each conductor is color coded and the out The result 1 neat. neutral or 
ie heath shows numbers und size of conductors cable that won t bleact 
between measuring markers spaced every two teet if desired. If ou take 

Io assure long service life, conductors are rubber pecify Nation 
insulated in accordance with N.E.C. thickness for You Il find it help 


Electric Products 


PITTSBURGH, PA. 
3 Plants « 10 Warehouses + 46 Sales Offices 


NATIONAL ELECTRIC SPECIAL CABLES WILL MEET YOUR REQUIREMENTS FOR POWER, CONTROL AND ELECTRICAL EQUIPMENT 
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“ELAY PRODUCTS CO. 
1549 EAST FIRST ST. 


General Electric Supply 
In Organization Change 


NEW YORK, N. Y.—General 
Electric Distributing Corporation, a 
wholly-owned subsidiary of the Gen- 
eral Electric Company, has been dis- 
continued as a separate corporation. 
The three components of the corpora- 
tion, the G.E. Supply Co., the Hot- 
point Appliance Co., and the G.E. 
Appliances Co. will become integral 
parts of the parent organization. 

The organization change is a part 
of the company’s program of clari- 
fying and simplifying the General 
Electric organization structure. The 
identity and type of wholesale function 
conducted through the three businesses 
are not being changed. The various 
General Electric product departments 
which use these and other wholesale 
channels of distribution continue to 
employ the same channels as previ- 
ously in the marketing of their 
products. 

Under the new arrangement, the 
G.E. Supply Co., with Charles R. 
Pritchard as president and general 
manager, will become a division of the 
company’s Distribution Group, and 
the G.E. Appliances Co., with Paul A. 
Tilley as president and general man- 
ager, will become a department of the 
Appliance and Television Receiver 
Division. The Hotpoint Appliance 
Sales Company, with H. Boone Zim- 
merman as general manager, will be- 
come a department of the G.E. 
Supply Company Division. 


AHLI Announces Promotion 
Plans for Coming Year 


CHICAGO, ILL. — “Redecoration 
with Light” will be a strong theme 
in the 1956 market development pro- 
gram of the American Home Lighting 
Institute, Inc. 

Following a meeting in New York, 
Robert W. Minett, Jr., president of the 
AHLI, reported activities for the 
coming year included: participation 
with distributors in a major consumer 
magazine’s home lighting promotion 
in March; investigation toward de- 
velopment of a set of standards for 
minimum residential fixture lighting; 
representation at the next convention 
of the NAED; preparation for the sec- 
ond annual AHLI fixture month in 
October; development of a sales train- 
ing film and consumer film on home 
lighting. 

The appointment of a committee to 
study the problem of residential light- 
ing standards was made at the meeting. 
The objective is to prepare a usable set 
of home fixture lighting standards. 
These would be promoted by local 
utilities, builders, contractors, and dis- 
tributors in selling better lighting. 


National Electrical Week 
Starts February 5th 

NEW YORK, N. Y.—The week of 
February 5, 1956, has been desig- 
nated as National Electrical Week, 
Merrill E. Skinner, chairman of the 
National Electrical Week Committee, 
and vice president, Union Electric 
Company of Missouri, St. Louis, Mo., 
announced last month 

First conceived by the International 
Association of Electrical Inspectors, 
National Electrical Week will be ob- 
served annually as a coordinated proj- 
ect under the sponsorship of all major 
segments of the electrical industry. 

Ihe objectives of this significant 
week are: 

© To focus attention on the con- 
tributions of electricity to our Amer- 
ican way of life and on the contribu- 
tions toward the economic strength of 
our country by the organizations which 
make up the electrical industry. 

¢ To emphasize the contribution to 
safety that can be accomplished 
through adequate electrical wiring in- 
stallations. 

e To encourage the appropriate 
recognition of electrical pioneers, from 
whose inventive genius came so many 
contributions to the industry as we 
know it today, by selecting for this 
annual event the week in which falls 
the birthday of Thomas Alva Edison. 

The program will be sponsored by 
nationally recognized organizations in 
the electrical industry and who have 
active representatives on the National 
Electrical Week Committee. The fol- 
lowing Organizations are now repre- 
sented on the committee 

Air Conditioning and Refrigera- 
tion Institute, Edison Electric Insti- 
tute, International Association of Elec- 
trical Inspectors, International Asso- 
ciation of Electrical Leagues, National 
Appliance and Radio-TV Dealers 
Association, National Association of 
Electrical Distributors, National Elec- 
trical Contractors Association, and the 
National Electrical Manufacturers 
Association 

Initially, National Electrical Week 
will be observed on a local level 
basis in 1956, with utility companies, 
electrical manufacturers, inspectors, 
leagues, dealers, distributors and con- 
tractors sparking community and re- 
gional-wide programs 

The program of local activities will 
include: 

e Proclamations by local municipal 
or government authorities 

@ Distribution through schools of a 
Home Electrical Inspection Report. 

e A speakers’ bureau to address 
local civic club programs on electrical 
subjects. 

e A civic luncheon or dinner with 
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Division of the Crescent Company, inc, Pewtuekel, 


_ Serving Industry for more than 30 years 
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We Sex 


an outstanding speaker representing 
the electrical industry 
© Special Sunday newspaper sec- 


An example of the variety of sizes and tions on February Sth 


jobs Unica” adjustable wrenches will do ° Kick-off for spring activities 


such as—spring showings of new elec- 
trical equipment, spring sales cam- 
paigns, model homes, home shows or 
electrical expositions 
© Formal dedication ceremonies of 
recently completed projects by local 
elements of the electrical industry, 
such as: power plant additions or major 
substations new Operating  head- 
quarters for utilities, distributors or 
other units of the industry 
@® Open house by electrical firms 
for employees, for neighbors, for pub 
lic at large 
Ihe committee is currently working 
on a guide book to be available for 
use in 1957 and future years that will 
suggest additional appropriate ways for 
participation in National Electrical 
Week 
ve it’s a ob for a wren h Committee headquarters for Na- 
i Cc tional Electrical Week are at 290 
2) Madison Avenue, New York 17, New 
i York. In addition to Chairman Skin 
BUY UTICA ADJUSTABLES! ner, the officers include Vice Chair 
man Col. S. R. Todd, president, 
International Association of Electrical 


Extra Hardened for Longer Wear Inspectors, and Secretary Arthur W., 
Hooper, executive director, NAED., 
No matter what the size of the job—you'll find a Urica induction- 
hardened wrench to fit it. Small Business—Is It 
Getting Its Share? 


Everyone who has used a wrench over a period of time 


knows that the jaws have a tendency to burr or nick WASHINGTON, D. ¢ Critics 
who charge the Administration ts pro 
big-business have some new ammuni- 
Utica has developed a special electronic induction-harden- tion from the Senate Small Business 
Committee. In its annual report on the 
problems facing wholesalers, retailers, 


But not Urica”® wrenches! 


ing process that gives extra hardness to the jaw surfaces, yet, 


and other small concerns, the com- 


mittee sharply rapped not only the 
way agencies are handling small busi- 


trolled tests have proven that wrenches induction-hardened by 
UTica last up to ten times longer than other wrenches 


ness problems, but underlying admin 


Unica” adjustable wrenches are available through your dis- 
istration philosophy on antitrust en- 


tributor or dealer in sizes ranging from 4” to 18” 
forcement as well 


Look for this same hardening process on a variety of special The report was signed unanimously 
design pliers and standard styles manufactured by Urica—from by the six GOP members as well as 
midget tools to heavy duty cutters. the Democrats 
e Charges The committee charged 
that: (1) small business isn’t getting its 
fair share of profits in an expanding 


economy; (2) mergers and acquisi- 
- tions “have cut deep into the ranks of 
independent companies”; (3) if a com- 
(he name pany wants to use deceptive marketing 
He practices or misleading advertising, “it 
had better be big”; (4) “corrosion” of 
small business is “just holding its 

| own.” 
The report tossed these statistics 
half of 


into the breach: In the first 
1952 companies with assets under 
ee $250,000 made 2.3 cents per dollar of 


DROP FORGE & TOOL CORPORATION sales as compared with 5.7 cents made 


THE HALLMARK O} QUALITY UTICA 4,.N.Y by companies with assets of over 
Co $100-million, but for the first six 


oupply 
months of last year, the figures read 


See Your Distributor for Complete Details 
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This smart, new, pull-down fixture has reel concealed 


Here is one of the brightest, brand-new ideas in 
the long history of home lighting! Virden has 


concealed the reel in the canopy. 


Hanging 33 inches from the ceiling, the fixture 
spreads its beams over a wide area and can be 


pulled down instantly and easily to any 


desired length up to 53 inches, 


concentrating its beams in a smaller area. 


Its generous 18-inch hood comes in a 
variety of finishes— brass, copper, pink, ms 

white or black. Three 60-watt lamps, » ; 
shielded by a frosted glass diffuser, provide soft 


but efficient illumination. 


artfully hidden by the 
smart, coiled, black cord—disappears into the 


The thin, strong cable 


decorative ceiling canopy as 


the fixture is raised. 


Shown here is but one of the 


many styles of Virden reei- 


concealed pull-down fixtures 


all designed to blend skillfully 


with countless varieties of room 


arrangements and furnishings. 


Write today for ( ‘atalog No. 56 Please send me Catalog No. 56 


showing in full color all of the 


popular Virden styles, including 


the Virden line of pull-down 


fixtures 


City 


Menber 


f American Home Lighting institute 


Occupeotion 
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QST-91 SHOWN ACTUAL SIZE K K 
Listed as Standard by Underwriters’ Laboratories Meets Federal Spec. WS-493 


INTERCHANGEABLE 


jette Switcn 


120-277 VOLTS A-C ONLY 
Quiet, safe, mechanical operation for both 
incandescent and fluorescent lights. 


Here's a shallow switch that you'll agree is made-to- 
order for today's thin-wall construction and correspond 
ingly shallow wall boxes. The A-H Interchangeable 


Quiette S witch 


ARROW-HART DISTRIBUTORS 
NOTE: This is another first 
only YOU can offer 
the Electrical Trade 


appesrs in national trade publications 


With the exception of the note, this ad 


Tore) (rorm A-lU8) “A-H Quiette 
Switches Meet Every Lighting Requirement.” 


Wiring Device Division 
THE ARROW-HART & HEGEMAN ELECTRIC CO. 


103 Hawthorn Street, Hartford 6, Connecticut 
Offices and Sales Engineers in Principal Cities 


95 cents as compared with 7.2 cents 

“an ominous significance in an eco- 
nomic atmosphere which makes it 
possible for the nation’s mammoth cor- 
porations to reap record profits while 
the general run of small enterprises 
are worse off than they were three 
years ago.” Another statistic: Small 
defense plants received only 18.4 per 
cent of new military procurements last 
year 
Four Steps—-The committee rec- 
ommended four steps: A tougher 
policy on mergers by Federal Trade 
Commission and Justice Department, 
antitrust enforcement against all sizes 
of companies to keep competition 
hard but clean,” a re-evaluation of 
the policies of regulatory agencies, 
and “an especial awareness” of small 
business’ problems by all government 
agencies 

Ihe committee picked the home 
laundry equipment manufacturers as 
a Case in point in criticizing mergers 

Calling it an industry “which has 
bloated into bigger and bigger units as 
the smaller companies have succumbed 
to competitive pressures,” the report 
tossed out these statistics: in 1940 
there were 35 companies producing 
home laundry equipment. Since then 
18 have failed or sold out to larger 
firms 

Only the full-line makers have suc 
ceeded, the committee noted. Nine of 
the remaining 17 manufacturers since 
1940 marketed a full line, and none of 
them failed or sold out 

“The days of the smaller independ 
ent producers may be numbered,” the 
report concludes. As a cure for this 
situation, the committee called for the 
Justice Department and Federal Trade 
Commission to “adopt a more critical 
approach to mergers which may tend 
to lessen competition.’ 


Peak Year Forecast 
In Large Appliances 


CHICAGO, ILI The large-appli 
ance industry will set another sales 
record this year, according to C, W. 
Iheleen, General Electric Co., cus 
tomer relations manager of the appli 
ance and TV receiver division 

He predicted that the industry's 
sales would be about 9 per cent bigger 
than in the 1955 peak year 

Sales of major appliances in 1955 
increased 2? per cent over 1954, Mr. 
Theleen said. Last year set new sales 
records for five lines—dishwashers, 
disposers, room air conditioners, elec 
tric dryers and automatic washers 
e No Match—A. B. Mills, RCA TV 
merchandise manager, says that even 
with a “good year” in 1956, TV unit 
sales probably would not match the 
1955 record. He also predicts price 
increases in television sets this year 
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Nelson Electric Supply 
Elects New Officers 


TULSA, OKLA.—The board of di- 
rectors of the Nelson Electric Supply 
Co., in a recent special called meet 
ing, elected the following officers to 
fill vacancies occasioned by the pass- 
ing of the late Courtney B. Nelson 

Mrs. V. H. Nelson, widow of Court- 
nev B. Nelson, is the new board chair- 


Mrs. V. H. Nelson 


W.L. Muir D. F. Nash 


man and secretary-treasurer; W. L. 
Muir is president; D. F. Nash, execu- 
tive vice-president; C, B. Nelson, Jr., 
and P. K. Nelson, sons of the late Mr. 
Nelson, vice-presidents; and Charles 
L.. Boyer, assistant secretary. 

Ihe Nelson Electric Supply Co. was 
founded 30 years ago by Courtney B. 
Nelson and has grown to be one of 
the largest electrical wholesalers in the 
Southwest. The company started with 
three employees and now employs 42 
persons. It operates from a modern 
warehouse of 758,250 cu. ft 

Nelson Electric serves electrical 
contractors, industrial, utilities and 
petroleum and chemical companies 


National Electric Leases 
New York Quarters 


NEW YORK, N. Y.-—National 
Electric Products Corp has leased 
the penthouse floor of a new, 17 
story, air-conditioned office building, 
being erected at 545 Madison Ave., 
this city 

The new structure will be located 
on the southeast corner of 55th St. 
R. C. Bennett, IJr., vice president, 
made the announcement, 
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28210 


CATALOG 
No. 1396 


STOCK THE ONLY 


Clomploto 
MANUAL 


STARTERS 


FILL EVERY REQUIREMENT 
YOUR BIGGEST CUSTOMER 


INDUSTRY 


Industry torrid pace requires specify 


ARROW-HART DISTRIBUTORS 
NOTE: Only YOU can offer 
the Electrical trade 
Complete Line of Manual Starters! 


we 
th the exception of the note this 06 appears in nat 
ation 


publi ations 


line of Manual 


Motor Control Dwision 
THE ARROW-HART & HEGEMAN ELECTRIC CO 


103 Hawthorn Street, Hartford 6, Connecticut 
Offices and Sales Engineers in Principal Cities 
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CLuobity MOTOR CONTROLS WIRING DEVICES + ENCLOSED SWITCHES APPLIANCE SwiTCHE 


Pin 


Everyday 
CONTRACTORS 


SWITCH TO 
UNION’S 
NON-MEOTALLIC 
BOXES 


costs 
Check UNION ’S 


4 


DESIGNED FOR ON THE- 
JOB SAVINGS IN — 


BOX MOUNTING 
KNOCKOUT REMOVAL 
PLASTER-FREE THREADS 
LOW UNIT COST 


“UNION INSULATING 


PARKERSBURG, wT 
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| Graybar Names Reine; 
Opens Kentucky Branch 


NEW YORK, N. Y Willard E. 
Henges, president of the Graybar Elec- 
tric Co., Inc., has announced the ap- 

| pointment of John Reine as district 
manager at Chicago 

Mr. Reine started with Graybar at 

| Seattle in 1927 as a warehouseman. 
| He also held the positions of stock 
records clerk and assistant power ap- 


paratus specialist in Seattle, Wash. He | 


held the of sales manager 
and manager in Tacoma, Wash.; man- 
ager at Portland, Ore.; and district 
manager at Minneapolis and Cincin- 
nati. Since February, 1955, he had 
held the position of assistant district 
manager at Chicago 

© Ohio Valley—G. L. Call, Ohio Val- 
ley district manager, has announced 
the opening of a new Graybar office 
and warehouse at Lexington, Ky., lo- 
cated at 745 East Third St. 

Lester Samples is the supervisor of 
the new Lexington location. He has 
been with Graybar since 1952, when 
he started as an office salesman at 
Dayton, Ohio. Since, April, 1955, he 
has been working in the Dayton ter- 
ritory as an appliance salesman. 

Assisting Mr. Samples is Lawrence 
Wester who has been associated with 
the electrical industry for many years 

Other members of the Graybar- 
Lexington organization include J. C. 
Adams, E. A. Shelton, W. H. Farmer 
and D. C. Stamer. Both Mr. 
and Mr. 
of Lexington for many years and have 
been serving the Lexington area as 
Graybar representatives 


positions 


Fan Warranty 


SPRINGFIELD, MASS A new 
five-year warranty plan—-backing all 
models of Westinghouse electric fans 

covers all fans shipped after August 
1, 1955, according to C. E. Anderson, 
manager of the fan department for 
Westinghouse portable appliances. It 


additional buying incentive to con 
sumers and one that will be welcomed 
by the manufacturer's fan distributors 
and dealers. 


Okonite Syracuse Office 
PASSAIC, N. J. 


has established a sales office and ware- 
house in Syracuse, N. Y., to operate in 
conjunction with D. K. Post & Co., 
manufacturers’ agent, located at 216 
Burnet St. Walter E. Garrigan is man- 
ager of this new office. The office is 
scheduled to serve industries, railroads | 
and utilities in the northern New York | 
area. It will warehouse both Okonite 
and Hazard products. 


Adams | 
Farmer have been residents | 


is believed that the plan will be an | 


The Okonite Co, | 


BUSHINGS 
DO NOT 


DEFORM 


UNION INSULATING co. 
Parkersburg, West Vo. 
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Mr. C. J. Cox (at right, above) supervises the installation of Okonite Splicing Tape on 2300 
volt motor lead in Seabrook Farms food freezing plant. For 29 years Mr. Cox has stand 
ardized on Okonite splicing materials to assure water-tight seals on cables throughout 
the plant. Note moisture conditions indicated by frozen condensation on pump head. 


Okonite Tapes resist moisture, freezing... 
keep world’s largest food freezing plant operating 


For 29 years, Mr. C. J. Cox, supervisor of all construction 
and engineering for Seabrook Farms Co., has depended 
on Okonite Tapes to maintain the vast electrical network 
that keeps the world’s largest food freezing plant oper- 
ating. All electrical circuits (totaling 20,000 h.p. connected 
load), lights, as well as power for the motors and pumps 
which provide continuous freezing and storage capacity, 
are spliced and terminated with waterproof Okonite Tapes 
to assure positive protection against the moisture always 


present in the plant 


In every phase of Seabrook’s operation, moisture is a 
problem. Treatment of food, freezing, processing, storing 


all are damp operations with continuous condensation 


OKONITE 


on cables and equipment alike. Low temperatures of the 


freezing and holding rooms make splicing difficult 


Okonite Tapes offer effective waterproof plices that are 
not affected by dampness or low temperatur Both 
Okonite Rubber Tape and Okolite High Voltage Tape 
fuse into a solid self-vulcanizing wall of tough, waterproof 
insulation, Protected by Manson Friction Taps plices 
maintain their moisture resistance through many years of 


exposure to condensation and freezing t mper itures 


Iry them on your own splices writ 
for this free box of 4 ample tapes to 
The Okonite Company, WH Tape De 


partment, Passaic, N. J 
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QUALITY BUILT! 
ECONOMICAL! 
FLEXIBLE! 


 WIREWAY 
CUT OUT BOXES 
CABINETS 


QUALITY-BUILT 
Code gauge metal, 100 
birm, but 


baked 


construction 
koockouts 


enamel finish 


proved 


easy-out Caray 


ECONOMICAL 
Many 


produ tion methods 


years experi nce, modern 
assure qual 


ity reasonable prices 


FLEXIBILITY 


Choice of flanged or flangeless 
slice lock aor 


hinged lull line 


wireway, separate 
attached 
lengths, sizes, elbows, junctions, 
cabinets. Adaptable to any elec 


trical distribution iostallauion 


Write Today for Catalogs and Prices 
“THE HUENEFELD CO. 
Cincinnati 25, Ohio 


WHAT'S NEW WITH YOUR CUSTOMERS 


Lighting A Country Club 

Dramatic effect was the primary ob- 
jective in lighting the spacious 115,000 
sq. ft. Ridgelea Country Club, Fort 
Worth, Tex. The installation of over 
$100,000 worth of lighting equipment 
is Claimed to make this the “most out- 
standing country club in the South- 
west.” 

Chief features of the installation: 

@ Optical projectors are the prin- 
cipal lighting units in sections of the 
main lobby. One 300-watt, lensed unit, 
showing only a small spot of light from 
its concealed, recessed mounting, is 
used to provide a high-intensity round 
pattern of light directly down on and 
confined to a round floral centerpiece 
on a table. 

© Special 500-watt inverted wall- 
mounting reflector units, indirectly 
light an outside veranda adjoining the 
edge of the outdoor swimming pool. 
These units provide an upward con- 
trolled light throw which has the same 
intensity at its outer edge as at its 
center. 

e Extensive outside lighting in 
planted areas around the clubhouse. 
The units provide a smooth blanket of 
light over the sidewalk. 

e Cold cathode lighting, above a 
sheet plastic covered latticework ceil- 
ing, is used to provide a comfortable, 
even diffusion of light in the dining- 
room. Cold cathode tubing was used 
because of its long life, and because it 
could be laid out in a grill pattern to 
give even distribution through the 
plastic. 

Significance to you: These are un- 
usual applications of lighting equip- 
ment. Here the dramatic, decorative 
effect is paramount rather than the 
intensity of light used to Mluminate 
the building. It is an outstanding in- 
stance of lighting used for decoration, 
for effect. 


Stadium Lighting 


The addition of a major-league 
floodlighting system to the Kansas 
City Municipal Stadium (home of the 
Kansas City Athletics) provides an 
example of an electrical contractor's 
ingenuity in solving post-design in- 
stallation problems 

Basic electrical specifications called 
for 956 1500-watt floodlights to be 
grouped in eight locations. Four 150-ft. 
outfield towers carry 100 fixtures each. 
Of four infield racks on the grand- 
stand, two carry 100 fixtures each and 
two carry 200 fixtures each. Secondary 
circuits to the fixtures were kept as 
short as possible. 


® Major Problem— According to John 
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These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in the 
operation of two of your biggest 
customers — electrical contrac- 
tors and plant electrical men. 


D. Hilburn, president of Boese- 
Hilburn Co., which installed the sys- 
tem, the engineers uncovered a major 
problem during preparation of the 
initial bid. That was electrically bal- 
ancing the eight light towers equally 
on the 3-phase, 4-wire primary system. 
Since spacing, grouping, location and 
number of fixtures definitely 
established by the manufacturer’s engi- 
neers, physical rearrangement of units 
to attain phase-load balance was im- 
possible. 

The B-H solution was the electrical 
division of the 200-unit banks on the 
roof sections, one section 
being twice the size (in total watts) of 
the other in the bank. Thus two-thirds 
of the fixtures in a 200-lamp bank were 
connected to each phase. Addition of 
two small transformers took care of the 
other one-third of the lamps in the 
two banks. Connection of these trans- 
formers to the “light” phase of the 
primary system resulted in maximum 
electrical balance 
e Phase and Ground 
transformers are 
phase and ground on the 7640/ 13,200- 
volt, 3-phase, 4-wire primary system. 
Primary leads are encased in conduit 
for the entire run; potheads are used 
on all terminals; the neutral 
wire is bare 

Each primary circuit consists of a 
13.2-kv, grounded-neutral, oil base 
neoprene, shielded conductor and one 
bare wire common to more than one 
phase in a single conduit. Primary 
circuits terminate at transformer loca- 
tions in a two-conductor pothead with 
each line wire equipped with a light- 
ning arrestor and drop-out cut-out. A 
switch controls 
No secondary 


were 


into two 


The lighting 


connected between 


cable 


remote-controlled oil 
each primary feeder 
switching is used. 
Steel Sections 
fabricated of 
square 


Each outfield light 
tower is steel sections 
forming a 6-ft untapered 
column. Crossarms forming the fixture 
support are on 3-ft Flood- 
lights are mounted on 2-ft centers. 
A steel grille catwalk with guard rails 
provides access to each two rows of 
units, 

Floodlights on the roof racks were 


spacing 
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In sizes 


up these Republic 
“Inch-Marked”’ E.M.T. exclusives 


earing 


sizes 


Here are five solid sales features you can point to with confi- 
dence .. . five reasons why Republic Electrical Metallic Tubing is 


the big leader in E.M.T. sales. 


These exclusive advantages will help simplify your selling ( ie) 


effort, help clinch sales. Point out how the “Inch-Marking” and 
“Guide Line” features help reduce waste and provide ease of in- 
stallation. Your customers will appreciate these savings—and come Bending 
back for more ELECTRUNITE® as well as other electrical needs. ca 
Let us help you get your story across through an effective direct 
mail campaign. We have stuffers, folders, catalog inserts, ad re- 


prints—a complete package of promotional material that’s yours 


for the asking. Furthermore, we will be glad to print your name, 


address and phone number at no cost to you. 


INCH-MARKING 
lar feature. Used with HE 
makes fabrication and 


and 1%", 


Line 
for better visibility and easier bending 
alignment. Eliminotes “wows. On sizes 


ond i% 


NSIDE KNURLING mokes wire pulling ever 


and boost your ’56 sales volume 


imide surface is the secret. ly 


BENDING INSTRUCTIONS for the 
»ystem. Includes tips on how to use 


This handy guide is really appre 


perhaps the most 


TRUNITE Bender. it 


imstatlatior 


eaoner 


newest! exclusive sales feature 


and 1". 


Call your Republic representative today. He'll gladly furnish a 


ene by 


1956 sales volume. Use the features and quality story . . . make 


surveys 


profitable sales. 


february, 1956—ELECTRICAL WHOLESALING 


ACCEPTANCE 
supply of this material—or discuss how you can increase your Republic ts 


brand name in many vunbiased 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION «+ 215 E. 131st STREET + CLEVELAND 8, OHIO 


Widesl Range of and, Stok, 


here's a real exclusive 
TRUMITE is first in prefer 
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What's New With Customers 


set as they were installed. Tower banks 
were completely assembled at ground. 
Ihe racks were fastened to the top 
section of the tower, fixtures mounted 
to crossarms, aimed and completely 
wired. The 100-fixture assembly was 
raised into position and bolted to the 
tower. Secondary feeders then were 
installed to the transformer location 

Control of the entire lighting sys 
tem is concentrated in a conveniently 
located 2-ft square enclosed panel 
showing the stadium layout 

The floodlighting system is reported 
to exceed, by 30 per cent, the re 
quired 150 footcandles in the infield 
and 100 footcandles in the outfield 

Significance to you: The equipment 
used in lighting this ball park is of the 
high-voltage type. If this works out 
well, sets a trend, the sales of high- 
voltage equipment will rise. 


Conduit Bender 


One of the prime functions of an 
electrical maintenance department ts 
to get work done as quickly as pos 
sible so production can be resumed 
with an absolute minimum of delay 
Thus it is important to have power 
tools and power equipment available 


to the maintenance electrician. Such 


equipment must be mobile so it can be 
moved from place to place in the 
{ shortest possible time and with the 
least amount of effort 

CRIMPING TOOL © Tailored to Needs—— {his is the basic 
y operating philosophy of the electrical 

J , maintenance department at the Boeing 
Airplane Co. plant in Wichita, Kansas. 

Tools and equipment are tailored to 


j their specific needs. A gasoline-driven, 
{ mobile, hydraulic power bender is an 
example of the type of equipment they 
> f use and modify to attain this goal. 
/ The heavy-duty power bender is 
mounted on a pneumatically tired 4- 


ALL 
circuit 
wiring 


4 é 4-way crimp, splices from 2 / 18's thru 3 8's or 2 6's the hydraulic motor on the unit so it 
36 with only two sizes of Splice Caps,—and terminates can be used anywhere, even if there is 
from 1 416 thru 1 /8 with only one size Termend” 


wheel steel carriage to provide the 
The Buchanan C-24 pres-SURE-tool, with exclusive ) mohbility A gasoline engine operates 


~S no electric current or circuit available 
This is an especially handy feature if 
Your choice of Splice Cap insulation: 105 C snap-on work has to be done during a power 
Nylon Insulators or 75 C push-on Vinyl! Insulators, — “lp outage or shutdown. And the bender is 
both approved for 600 volts on building wire, 1000 at a convenient working height for 


volts in fixtures. handling heavy conduit 
‘ © Other Types In addition to oper 


FAST SURE LOW INSTALLED COST CY ating the bender, the gasoline-driven 


Ack your distributer or write fer Bulletin W2 power unit can be quickly disconnected 


ELECTRICAL PRODUCTS 


Cops Viny! Insulators 
CORPORATION 


A 


and used to power various other types 
of hydraulic equipment used at the 
plant 


This combination of features, in 


cluding simple maintenance, 1s respon 


sible for substantial savings in electric 
maintenance at the Boeing plant. The 
unit is in use on an average of about 
six hours per working day 


Termend lugs Nylon Insulators 


Co (Caneda) lid. 
IN CANADA / 19 Gower $1, Toronto 16, Ontario 
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HILL SIDE, NEW JERSEY 


EASY TO USE, General Electric’s hook-on volt-ammeter 
shows only one scale at a time. This way, you avoid 
reading the wrong scale, as can be done with multiple 

scale-face instruments. Range and scale of the instru 
ment are changed simultaneously by turning the finger 

tip control knob. Selection is easy because both models 
Types AK-4 and AK.-5, have current scales marked in 
black and voltage scales marked in red 

DISTRIBUTORS find that 


maintenance and service men consider the G-E hook-on 


contractors, electricians, 


volt-ammeter ideal for a wide variety of testing prob 
lems. Accurate, safe, and easy to operate, it can be used 
for checking motor loads and starting currents, balan 

ing polyphase systems, checking line voltages, trouble 


shooting fuse boxes and control circuits, repairing ele« 


ACTUAL SIZE 


G-E Hook-on Volt-ammeter 


Avoids Reading Errors; 
Shows One Scale at a Time 


trical appliances, estimating new or revised distribution 
circuits, and diagnosing many operating problems with 
out shutting down equipment 


WIDE RANGES in both models allow great versatility of 
application. Ranges of the AK-4 model are 0.10/30 
100 300/800 amperes and 0-150/300/750 volts. The 
AK.-5 ranges are 0-5/20/80/350 amperes and 150 
300/750 volts. The wider range AK-4 model has a 
pointer-stop to check surge readings 


DISTRIBUTORS—FOR FURTHER INFORMATION, write 
Section 582-12, General Electric Co., Schenectady 5 
New York and ask for bulletin GEA-6292, or 
your nearest G-E App iratus Sales Office for details on 
how you can sell the G-E hook-on volt-ammeter 


ontact 


GENERAL ELECTRIC 


Instruments for Productive Ma 
4 


All these... and more... for 
YOUR BEST CONNECTIONS 


U/L AND CSA TESTED HI-RUGGED STRENGTH 
PURE COPPER RE-USABLE 

100% CONDUCTIVITY ALL WIRE SIZES 

COOLER OPERATION ECONOMICAL 


WRITE FOR 


80-PAGE CATALOG 


ILSCO CORPORATION 


5746 Mariemont Ave. 
CINCINNATI 27, OHIO 


Square D, El. Controller 
Begin Merged Operation 


DETROIT—Square D Co. and 
Electric Controller and Manufacturing 
Co. formally began operations in early 
January as a merged corporation. 

As the surviving company, Square D 
will operate Electric Controller as a 
separate division, becoming one of the 
nation’s largest manufacturers of elec- 
trical distribution and control equip- 
ment 
e New Posts—Personne! alignments 
for the merged firm followed quickly. 
Concurrent with the merger, F. W. 
Magin became chairman of Square 
D's board of directors and A. G. Pat- 


F. W. Magin A. G. Patterson 


Dr. j. D. Leitch Alvin C. Dyer 


terson was named president. Mr. 
Magin has been chief operating officer 
of Square D since 1933. Mr. Patter 
son has served as president of Electric 
Controller since 1952 

Dr. John D. Leitch and Alvin C. 
Dyer, vice presidents and directors of 
Electric Controller, were named to 
similar positions in the merged com- 
pany. Dr. Leitch, who came to Electric 
Controller in 1937 and served previ- 
ously as product development chief, 
then chief engineer, was named vice 
president for engineering 

Mr. Dyer was named vice president 
of Square D and general manager of 
Electric Controller division. He had 
been with Electric Controller since 
1913, first as a salesman and then as 
district manager, general sales manager 
and, since 1943, as vice president for 
sales. 
© Advantages——The merger was voted 
by stockholders Dec. 28, and is seen 
as advantageous to both firms (EW 
Dec. '55, p. 110). The bulk of Elec 
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When you can't keep cable out of moisture 
New insulation keeps moisture out of cable 


Exceptional moisture resistance is provided by Anaconda Type AB buty! insulation. 


. 28 Where rubber-t pe ¢ ible is installed AB casil neets that requirement 
| Buty! ond 23.2 in underground ducts or buried in fact, typi il results show it ab 

A Spec = directly in the earth, the moisture sorbs less than 7.2 mg. in 7 days 
| Aging 95 resist properties of the insulation New Engineering Bulletin EB-27 
ire vita important vives full details on performances 
12.8 Sas Latest facts show Anaconda’s T of Type AB ulation in Indust: 
: 10] | , Before ng AB butyl high-voltage insulation Specificati tests. Ask the Man from 
5 80 10.1 absorbs far less moisture than indu Anaconda for ur COT Or writs 
s s— 172 try standards permit, For the 4 la Wire & Cable Company 

= mechanical moisture ibsorption test ' Broadwa New York 4. N. ¥ 

re) ae the industry has regarded 15 milli 

7 Ooys 14 Ooys 26 Ooys grams increase in weight per square 
RESULTS OF mechanical moisture absorption test inch of « xposed urface, after 7 days : Get all the facts on , 
how Type AB retains good moisture resistance even immersion at 70C, as a criterion for . Anaconda butyl. Write today —. 


after aging, “ee eee 


asx teaman non ANACONDA 


—PIONEER In BUTYL INSULATION 


Amazing moisture resistance of Anaconda’s Type AB butyl high-voltage insulation helps reduce tailure due to moisture Ry oe 
it 
| 
| 


tric Controller’s products are for cus- 
tom application in heavy industry, 
while Square D has been primarily a 
mass-production manufacturer of dis- 
tribution and control devices for in- 
dustrial, commercial and residential 
| use. 

Electric Controller recently com- 
pleted a 340,000 sq. ft. plant in Cleve- 
land, where it will remain as a Square 
D division. Square D now has a total 
of 1,500,000 sq. ft. of plant floor area. 

Detroit remains the headquarters 
of the distribution equipment divi- 
| sion of Square D, and Milwaukee as 
headquarters for the industrial con- 
troller division. A Los Angeles plant 


EXTRA PROFITABLE 
FUSE BUSINESS FOR YOU 


The growing use of motor driven appliances in the 
home (such as Washing Machines, Dryers, Air Con- 
ditioners, Power Tools etc.), makes EACLE “SLO- 


LAG” Plug Fuses a practical and economical necessity. | serves as headquarters of the Western 
a division, making both distribution and my 
control devices 
/ | Square D also has assembly plants 


in five other U. S. cities—including 


EW EAGLE a new one at Cedar Rapids, la. (EW— 
PLUG FUSES | Oct. °55, p. 
Cat. No. 670 Changes AW, 


Stops Executive Committee 
NEW YORK, N. Y.—A new chair- 
that occur wis man of the National Adequate Wiring 
n 
ing, of wment Bureau has been elected by the execu- 
tive committee members who represent 


t in use of appliances 
on replacing ordinary fuses 
SAV 


ment 


various electrical trade associations. 
Carl T. Bremicker, vice president, 


4 motors in appliances and jows ordi- sales, Northern States Power Co., Min- 
The starting © wy sur f cure PI Fuses ore 
duce on initial “§LO-LAG absorbs this 


nary fuses, Thermal element dongerous 


and short 


UNDERWRIT ers’ LISTED 


" For Quick 
POINT-OF-SALE Action 
“§LO-LAG” 
PLUG FUSES 
Powertully Merchandised 
in this 
Self-Service Dispenser 


a selling 
Besides being == this double 


Carl T. Bremicker 


hen 
also designed for neapolis, Minn., recently appointed 
regular shelf seen ide. 10” to the committee by the Edison Elec . 


display when open 
high, 2/2” deep. tric Institute, is the new chairman. He 


replaces C. C. Walker, commercial vice 
president, General Electric Co., San 
Francisco 
FLASHERS LR 
. Rushton has been appointed to 
Colorful Display .. . 
the executive committee to represent 


Attracts ATTENTION Generates INTEREST NEMA, replacing Mr. Walker. Mr. 
Yy) Creates DESIRE « Produces SALES Rushton is supervisor, major dealer 
activities, Frigidaire division, General 

SHOWS ‘EM and SELLS ‘EM Motors Corp. 


8 t ” 
AAS” trom your Eagle Having served as chairman of the 


unre Adequate Wiring Bureau Plan Com- 
SOLD THROUGH . mittee during 1955, Lester E. Barrett 


WHOLESALERS has been made a member of the execu- 
ONLY tive committee for 1956, representing 


the NAED. He replaces James B 


EAGLE ELECTRIC MANUFACTURING CO., INC. . Newton, Oakes Electrical Supply Co., 
(ONG ISLAND 1 NEW Holyoke, Mass., who has been named 


to represent NAED’s interests in the 
Perfection (2 aol aa A#ecident 
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one-piece, inter- 
nally - serrated 
heavy-gauge bronze 
barrel tin-plated to 
resist corrosion — 
once staked on.,, 
stays on. 


Catalog #PT60-M 


brightly-colored transparent cap catches the 
eye .. . permits visual inspection of joint 


e a better, permanent joint that won't relax its 
grip 

e smaller, neater joints for crowded boxes and 
outlets 


© a better electrical joint at lowest possible in- 
stalled cost 


@ unique ear design locks parts together to pre- 
vent loosening of cap by vibration 


e wide range — approved for solid or stranded 
conductor combinations up to 3 — #12 AWG 
Max. 


@ installs with standard Sta-Kon tools as well 
as new Sta-Kon plus Pliers 


tough, brightly- 
colored transparent 
insulating cap — 
screws on easily over 


body ears... 
Catelog *PT6-M 


you can 


see the 


job's done right 


Catalog PT66-M 


A TOOL KIT 
IN ONE MITT! 


To install — = T&B’s new 


a ER 


Get this special 
introductory kit at 


your electrical distributor 
Catalog *PK2 


Pat. Pending 


1-Sta-Kon plus Pliers 
100 PT66-M wire joints 
in this attractive 
and useful plastic box 


This new tool eliminates an extra tool to carry by com- 
bining a standard pair of electricians “side cutters” with 


a new-design, wide-range installing die for the PT66-M 
and other A, B, and C series Sta-Kon connectors (#22 
to #10 AWC inclusive ). 

A top-quality tool, it is forged of carbon vanadium 
steel .. . has specially-shaped, blue plastic-cushioned 
handles for working comfort. 


LOOK FOR THIS SIGN — ST 


156 
IT’S THE MARK OF AN AUTHORIZED T & B vistRiBUTOR 


The complete jine of T&B fittings for conductors and raceways is sold only 
by recognized electrical wholesalers. it's our way of assuring you the service 
and savings of a friendly local source. Cali him for all your electrical needs 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street Elizabeth 1, New Jersey 
Themes & Betts Lid, Montreal, Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1896 
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Plymouth Rubber Pledge 


CANTON, MASS.—The Plymouth 
Rubber Co., Inc., in a recent letter 
sent to its distributors in the flood- 


better profits, faster with the 


“Any roll of Slipknot Friction Tape, 


P. R. Splicing Co {or Plymouth 
well-known GREENLEE timesa Plastic "Electric Tape that ey 


Se 


damaged or made unsalable because 
of the floods will be replaced at no 


for electricians i = cost to you.” 


BRIDGEPORT, CONN. —J. C. 
Hicks, vice president and sales man- 
ager of Harvey Hubbell, Inc., hag an- 
nounced the opening of a new and 
enlarged warehouse and district sales 
office in San Francisco. The new oper- 
ation is located at 1675 Hudson Ave., 
and replaces the old office located at 
542 Natoma St. Mr. G. Andersen is 
the San Francisco district sales man- 
ager for Harvey Hubbell, Inc 


Executive Appointments 
Made at Marshall-Wells 


DULUTH, MINN Three major 


new lightweight 
hydraulic pipe and conduit bender bs 


President H. J. Sobiloff 
Cash in on the big, growing demand for this man handling and setup, Easily operated | Arthur C. Nodine, formerly of New 
Gueenine Bender that quickly, a by hand, or may be teamed with a Gaeen- | York, has been named vice president 


curately bend to 2" conduit. Ba y porta Lee power pump for fase pr xluction jobs 


ail neu 


bility tra versatility power Attachments lso available for bending 
and mak a full 90° bend with one stroke thin-wall conduit, tubu ! bars. Write 
of the ram! Separate two-speed hydraulic for complete data and pricing on this tast- 


hand pump and bending ram simplify one selling cool 


HAND BENDERS CABLE PULLER 
FOR TUBING 


fox pound astens 


a; 


Arthur C. Nodine Herbert J. Richards 


and general merchandise manager for 
the firm's United States branch opera- 
“4 tions. Herbert J. Richards, formerly 
|  @88iStant sales manager of the Zenith 
mit | Sewing Machine Co., a Marshali-Wells 
txpeove =| ~~ subsidiary, will be the new manager of 
ae ae the firm's head office major appliance 
division. Leonard M. King, with the 
Coolerator Co. for 25 years, is the 
new sales manager of the Zenith Ma- 

chine Co 


HYDRAULIC PUNCH DRIVER 


KNOCKOUT PUNCHES AND | Cope Moves 


PHILADELPHIA, PA.—T. J. 
+ Pane Cope, Inc., and its wholly-owned sub- 
with oa sidiary, Instrof Corp., have moved 
shoe and GREENLEE | their operations from Philadelphia to 
Drivm sving tools including anchor expanders, chacle | Pa. President E. W. 

Baird also announced that the sales 
and executive offices were to be 


GREENLEE TOOL CO., 1842 COLUMBIA AVENUE, ROCKFORD, ILL. | moved to Collegeville in April. 


orgements for 4 
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NAED Announces 
Personnel Changes 
NEW YORK, N. Y Arthur W 


Hooper, executive director, National 
Association of Electrical Distributors, 
has announced the following person- 
nel changes 

William Mumpower, formerly as- 
sistant to the executive secretary, is 
promoted to the newly-created posi- 
tion of Secretary-Committee activi 
ties. Mr. Mumpower is in charge of all 
commodity and general committee 


William Mumpower Thomas F. Preston 


work of the association, with the ex 
ception of the Education Committee 
[his committee remains under the 
supervision of Executive Secretary 
Alfred Byers. 
All Field Work—-Thomas PF. Pres 
ton, public relations manager, is pro 
moted to the newly-created position of 
Secretary-Field Activities. In this post, 
he will be in charge of all field work 
pertaining to area and zone meetings 
held around the country. Mr. Preston 
is responsible for organizing, schedul 
ing and arranging these meetings—in 
addition to conducting them—along 
with the executive director and execu 
tive secretary. Mr. Preston continues 
to supervise the public relations de 
partment for the association and act 
as its manager 

Donald E. O'Shea, has been en 
gaged as an assistant in the public 
relations department. A graduate of 
St. Bonaventure University, Olean 
N. Y Mr. O'Shea was formerly a 
member of the editorial staff of Engi 
neering News Record “ McGraw Hill 
publication. Mr. O'Shea served two 
years in the U. S. Army, 13 months in 
Korea. He saw some action while serv 
ing with the 3rd Division's 64th Tank 
Bn., and later served as Unit Troop 
Information and Education Director 


Rome Cable In Houston 


ROME, N. Y.—The opening of a 
new stock distribution center at 240 
Shea Place, Houston, Tex., has been 
announced by Rome Cable Corp. Rep 
resented by Peabody Bros., in the 


Southwest, the manufacturer now 
serves that area with distribution 
centers at Dallas and Houston 
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Furnas Electric again leads the field. 
Now magnetic motor controls are avail- 
able with Dual Seal coils. Dual Seal 
coils mean Jonger contro! life. Why? 
Because Dual Seal molded coils are 
moisture and fungus resistant, eliminat- 
ing the most common cause for coil 
failure. homogeneous molded 
coils are dimensionally stable, age -resis- 
tant, will not support combustion and 
have high dielectric strength. Mechan- 
ical properties af Dual Seal coils elimi- 
nate damage due to vibration or impact 
and are impervious to damage by screw- 
drivers and other hand operated tools. 
Only Furnas magnetic controls are 
equipped with Dual Seal coils. Befoue 
you buy, investigate the many advan- 
tages of these controls, Then specify 
Furnas Electric. 


@ MOISTURE AND FUNGUS RESISTANT 
@ EXCELLENT HEAT DISSIPATION 
@ DIMENSIONALLY STABLE 
@ MECHANICALLY STRONGER 
NON-COMBUSTIBLE 


DUAL VOLTAGE COILS 


Furnas Electric magnetic con- 
trols with exclusive Dual Seal 
voltage coils are matched for 
use with your dual voltage mo- 
tors. Coil changing is now vir- 
tually eliminated and stocking 
of coils and starters simplified. 
For example, on 3, 71/4, and 10 
horsepower starters, one 220- 
440 volt Furnas Electric coil is 
used where six are normally re- 
quired. Simple, on-the-job, re- 
connection of coil leads change 
high to low or low to high vol- 
tage as required, 


OTHER FURNAS FIRSTS 


@ First Drum Controller with built-in @ First Tap Switch for single handle 


thermal overload protection. 


contro! of rectifiers 


© First small Drum Controllers for @ First to use the principle of 


reversing end speed changing. 


@ First to build compact, easy to 


Switchlets for auziliery contect on 
starters. 


operate Master Switch for wound @ First to build « line of in-between 


rotor motors. 


sizes of starters. 


tas tre FURNAS ELECTRIC COMPANY 


Furnes Clectric Cotatog BATAVIA, ILLINOIS 
1069 McKee Street 
Batavia, Iilimois REPRESENTATIVES ALL PRINCIPAL CITIES 


CONTROLS 

™ 
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SWITCH BOXES 


OUTLET BOXES 


Get a bigger share of “BOX” business with the 
KEYSTONE QUALITY LINE 


You name it and Keystone has it! Square cornered, 
ee bevel cornered, and non-gangable switch boxes. 
Octagon, square, and handy type outlet boxes. Plus 
bar hangers and bar-box combinations to meet every 
need, What's more, every item in the Keystone 
Quality Line is loaded with time-saving, cost reduc- 
ing features. Knockouts and pri-outs are designed 
for easy, split-second removal. BX or Romex clamps 
are preassembled and nested in the box for easier 
pulling of wires. Holes for clamp screws are ex- 
truded to eliminate stripping of threads. Switch and 
outlet boxes are available with brackets for side or 
face mounting to studs. And the popular octagon 
outlet boxes are offered separately or in combina- 
tion with deep or shallow offset bar hangers. 


BAR HANGERS AND 
BAR BOX COMBINATIONS 


Yes, when it comes to wiring devices and wiring 


installation equipment, you can count on Keystone 
: for the items you need when you need them. A 

complete new catalog describes the entire Keystone 

Quality Line, Send for your free copy today! 


pays EVSTONE MANUFACTURING COMPANY 
figure 23328 SHERWOOD AVENUE CENTER UNE (Detroit) MICHIGAN 
on Keystone 


«+» the Complete Line of Wiring Installation Equipment 


SOLD ONLY THROUGH RECOGNIZED ELECTRICAL DISTRIBUTORS 


CALENDAR OF EVENTS 


Rochester's Electrical Exposition 
Ihe Electrical Assn. of Rochester, 
Inc. 
New War Memorial Hall 
Rochester, N. Y 
February 18-25 
Exhibits, meetings, awards 


Nat'l. Adequate Wiring Bureau 
12th Nat'l. A. W. Conference 
La Salle Hotel 
Chicago, Ill. 

February 23-24 
Meetings, addresses, displays 


North Central Electrical League 

Upper Midwest Electrical Industry 
Convention and Trade Exposition 

St. Paul Hotel, Municipal Audi- 
torium 

St. Paul, Minn. 

February 26-29 

Exhibits, meetings awards 


National Electrical Manufacturers 
Assn. 

Edgewater Beach Hotel 

Chicago, 

March 12-16 


Winter mecting 


Industrial Electrical Exposition 
Central Jersey Electrical League 
Trenton Armory 
Trenton, N. J. 
March 13-15 
Biennial exposition 

manufacturers, wholesalers, utili- 


sponsored by 


ties, agents, inspectors 


Electrical Maintainance Engineers 
Assn. 


8th Nat'l. Biennial Electric Industry 
Show 

Shrine Exposition Hall 

Los Angeles, Calif 

April 5-7 

Meetings, conference booths 


Rocky Mountain Electrical League 

Annual Spring Conference 

Shirley Savoy Hotel 

Denver, Colo. 

April 29-May | 

Speakers, meetings, exhibits, panel 
discussions, awards, banquet, en- 
tertainment 


Eastern Electrical Wholesalers Assn. 
Annual! Dinner and Dance 
Waldorf-Astoria Hotel 
New York, N. Y 
May 5 
Banquet, entertainment 


National Electrical Manufacturers 
Assn. 

The Homestead 

Hot Springs, Va 

May 10-12 

Major appliance division 
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Pacific Coast Electrical Assn. 

Annual Convention 

Desert Inn, Royal Nevada, New 

Frontier Hotels 

Las Vegas, Nev. 

May 14-16 

Meetings, golf, banquet, ladies en- 
tertainment. No exhibits at meet 
ings 


Edison Electric Institute 
24th Annual Convention 
Atlantic City, N. J 
June 4-7 

Meetings, conferences, talks 


National Association of Electrical 
Distributors 

48th Annual Convention 

Chelsea, Ambassador Hotels 

Atlantic City, N. J. 

June 10-14 

Apparatus supplies, housewares 
Meetings, conference booths. No 
major appliances, radio or TV 


National Electrical Contractors Assn. 
5Sth Anniversary Convention; with 
the Second National Electrical 
Exposition 
Sheraton-Palace Hotel 
San Francisco, Calif 
September 23-27 
Meetings, speakers, awards, confer 
ence booths. 


Lake Michigan Club 
French Lick Springs Hotel 
French Lick, Ind. 

September 29-October 2 
Speakers, golf, entertainment 


National Association of Electrical | la ENGINEERED 
| FEA TUR ES: 


Pacific Zone 


Westward-Ho Hotel VARIABILITY 
Phoenix, Ariz. Fi as 
its many cable sizes, reduces number of 
. > > ~ Type uPK 
Late September, early October | connectors needed for given number of com- 


Meetings, panels binations of conductors. 


HIGH CLAMPING ACTION 
U-Bolts clear all atl tors by close limits, 
supported by saddles through their full ares. 
Minimizes bending action, makes U-Bolts 
subject to tensile stress only. 


CABLE END RELIEF 

Allows for distortion in free ends of strands, 
ample room for binding end of stranded 
cable if desired. 


International Association of Electrical 
Leagues 

2ist Annual Conference 
Sheraton-Cadillac Hotel 

Detroit, Mich. 

October 3-6 

Meetings, elections, awards 


Rocky Mountain Electrical League 
S3rd Annual Fall Convention 
Broadmoor Hotel 
Colorado Springs, Colo 
October 7-10 
Speakers, meetings, exhibits, awards 


CONDUCTIVITY 

High copper alloy with sufficient contact area 
to insure cooler-than-conductor operation 
under maximum load. 


Type US 


National Electrical Manufacturers 


Assn. Availatie for aluminum or aluminum to copper conductors 
30th Annual Meeting 

Atlantic City, N. J. WRITE FOR DETAILS AND PRICES TODAY! 
November 12-16 

Meetings, speakers, awards, elec- DOSSERT MFG. CORP. 
tions 249 Huron Street, Booklyn 22, N. Y. 
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| LEGAL HOLIDAYS 


FEBRUARY 

12 Lincoln's Birthday falls on Sunday. 
Some states do not observe this 
day as a legal holiday 

14 Arizona—Admission Day 

22 All states except Idaho, Nevada, 
Oklahoma—Optional for banks 
and businesses to remain open.) 


MARCH 
2 Texas—Texas Independence Day. 
15 Tennessee Andrew Jackson's 
This unretouched photograph shows three reflectors Birthday. 


‘ a, *cticut -laware, 

after 12 weeks of identical service. The ABOLITE 4 og 
4 Florida, IUlinois, Indiana, Lou- 
ALL-WHITE, SLOTTED-NECK fixture is at the isiana, Maryland, Minnesota, New 
Jersey, North Dakota, Pennsyl- 


right. Note the clean interior surface. This means 
vania, South Carolina, Tennessee 


better illumination over a longer period of time - Good Friday. (Hours for banks 
and radically reduced maintenance costs. and business firms to close varies 
in California, Florida, Pennsy] 
For better lighting at no extra cost—Specify ABOLITE. vania, South Carolina) 

Write today for detailed data on this test. APRIL 


12 North Carolina—Halifax Declara- 
tion of Independence. (Some banks 


| remain open.) 
a 13 Alabama, Missouri, North Caro 
lina, Oklahoma Thomas Jeffer 
banks to close in Oklahoma, North 
Carolina; banks remain open in 
Missouri.) 


| 49 Maine, Massachusetts—Patriot’s 
Day 


23 New Hampshire—Fast Day. 


L TT f. | 26 Alabama, Florida, Georgia, Missis- 
sippi-—-Confederate Memorial Day. 


(Banks in Monroe, Palm Beach 


F ; XT U R F Ss counties usually remain open.) 


MAY 

| 4 Rhode Island—Independence Day, 

Arbor Day. 

G j V & YO U 10 North Carolina, South Carolina 
Confederate Memorial Day. (Some 
banks remain open). 

30 All states except Alabama, 


30% more illumination Georgia, Mississippi, South Caro 


lina—-Memorial Day 


40% cooler lamp operation JUNE 


3. Alabama, Florida, Georgia, Missis- 

sippi, South Carolina, Texas—Jef- 

. ferson Davis’ Birthday. (Sunday, 

” 7% more up-light but some states aan on on. 

day; some banks remain open in 

South Carolina; banks in Monroe 

A L L AT N oO EXTRA COST and Palm Beach counties in Flor- 
ida usually remain open) 


Continued next month 


Sources: Manufacturers Trust 
Co., New York, N. Y.; Domestic 
Distribution Dept., Chamber of 
Commerce of the United States, 
Washington, D. C. 


Jones Metal Products Co. @ West Lafayette, Ohio | 
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PEOPLE IN THE NEWS | 


George P. Phillips, buyer of house- 
wares, and Russell FE. Bloodworth, 
sales manager, have been named to 
the board of directors of Orgill Bros. 
& Co., Memphis, Tenn 


Charles J. Coward has been ap- 
pointed senior consultant on advertis- 
ing and sales promotion in G.E.’s 
marketing services division. 


Kenneth W. Butela, advertising and 
sales promotion manager, Lappin 
Electric Co., for the past four years, 
has been promoted to sales manager | 
of the firm's appliance division. The | 
wholesale distributor is located in Mil- 
waukee. 


Julian E. Shelton, formerly regional! 
sales manager for the Avco Manufac- 
turing Co., Chicago, has joined the 
Greusel Distributing Corp., Milwau- 
kee, Wis., as general sales manager. 


Kenneth A. Cooper is new vice pres- 
ident for the Artophone Corp., St. 
Louis, Mo., wholesale distributor of 
electric housewares and appliances. 


Clinton M. Doede, president of the 
Joclin Manufacturing Co., North 
Haven, Conn., has announced the ap- 
pointment of David R. Lurie as sales 
manager. 


James R. Bailey is sales manager of 
the ballast division of the Jefferson 
Electric Co., Bellwood, Ill. He has 
been with the firm 14 years. 


Allan A. Watson is manager, assem- | This Bungling Bear 


blies and components sales, for Gen- 
eral Electric’s distribution assemblies 


department. He had been marketing never learned about Tear! 


manager of the department. 


R. G. Rincliffe is the new chairman 
of the board and chief executive of- But tear is important to users of tape. Chase Tapes tear 


ficer of the Philadelphia Electric Co. off where and when desired to save valuable time. Chase 
Tapes are subject to extremely rigid production controls 
and high specification standards. Write for catalog 


James J. Lawler, safety engineer for 
the radio tube division of Sylvania 
Electric Products Inc., has been Chase & Sons, Inc., Randolph, Mass. 


elected general chairman of the Elec- 
trical Equipment Section of the Na- | 
tional Safety Council for a term of 
one year. | 


Robert E. Peterson has joined the | CHASE: TAPE ss 


Pittsburgh office of the Clark Con- 
troller Co, as a district application en- 
gineer. 


| Friction— Plastic — Rubber —Neoprene 
| GUARANTEED FOOTAGE IN EVERY ROLL 


vice president of the Westinghouse 
Electric Corp., and general manager | 
of its electric appliance divisions. Mr. 
Craig succeeds John H. Ashbaugh 
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MOTELS 

RESTAURANTS 

DRIVE-IN THEATERS 
TAVERNS 


There are. 


for YOU 
in 
the PAINE line 
Hanging 
and Fastening 
Devices: 


Saves you time, 
inventory and 


| freight costs. 


and job-right 
design make 
| satisfied users, 


~~ Strong, color- 
ful cartons, Now 


stimulated with 
like this > 
a 


REVOLVING LIGHT 


- 


AINE Hi 


TRIPPE 


HI-POWERED ATTENTION GETTER FOR: 


GOLF RANGES 
FACTORIES 

* DOCKS 

& CAR LOTS 


and a host of others. 


Low in price, beautiful in appearance, built to last, sells on sight. 
WIRE or WRITE Today for Catalog and Distributor Costs 


perforated 


ANGER IRON 


- 20” 


FT. COR NO. 5000-400 
3.4 20 PERFORATED HAMGER 


self-dispensing 
carton 


can have quality Paine 


carton which is 


Send for Complete 
BEST CRAFTSMEN ALWAYS TAKE pAINE’s 


THE PAINE COMPANY, 3 Westgate Road, Addison, lilinois 


| 

ISIDOR LEVITON, president, Leviton 
Mfg. Co., New York City, is shown 
presenting a 25-year Service Award 
gold watch to Nicholas J. Petruzzi, 
traffic manager. Looking on are john 
C. Leavenworth, right, general super 
intendent of manufacturing and Harvey 
Krary plant superintendent Others in- 
stalled in the 25-Year Club were 
Benito R. Garcia, John Swanchak, and 
Hubert J. Hulton 


who remains as a Westinghouse vice 
president and special consultant to 
Chris J. Witting, recently appointed 
vice president of the consumer prod- 
ucts group. Prior to joining Westing- 
house, Mr. Craig was vice president of 
Whirlpool—Seger Corp. The electric 
appliance division consists of plants 
at Mansfield, Columbus and Newark, 
Ohio, and at Springfield, Mass. 


HYKON WIRE 
MEASURING unr 


A 


Saves time — cuts losses, too! 
SRM.-18, the sensational! 


measuring unit, features guaranteed accu 


Hykon complete 


racy and simplicity itself in operation, 
The compact unit consists of Store room 


Reel, Wire Meter and Take-up Reel on 


j all-welded steel framework. Outer spokes 
unlock instantly for quick removal of 
| measured coil, Meter takes wire, rope, 


other flexible mater ip to 1” diam 


Write for latest Catalog today 


Box 923, Mt Union 
ALLIANCE, OHIO 


MANUIACTURING 
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W. Rex Becker is sales manager, 
consumer products, and Robert D. 
Graham is sales manager, construction 
products, for General Electric’s wiring 
device department. Mr. Becker will 
handle the sales responsibilities for 
wiring device products which are sold 
to consumers through retail outlets 
Mr. Graham will be responsible for 
wiring device products which are sold 
through electrical wholesalers and for 
electric radiant heating systems which 
are marketed through wholesalers and 
heating contractors 


Noel C, Bride has been promoted 
to district lighting sales manager of 
the Washington, D. C., district by Syl- 
vania Electric Products Inc. His head 
quarters are in the company’s offices 
at 2520 Oakville St., Alexandria, Va 
Mr. Bride succeeds G. Dallas Rand 
who was recently appointed manager 
of government lighting sales by Syl 
vania. 


Alfred S. Foote, vice president of 
J. P. Morgan & Co., Inc., was elected 
a director of the Rome Cable Corp., 
Rome, N. Y. 


Thomas R. Cataldo is underfloor 
duct sales manager of the Orangeburg 
Manufacturing Co., Inc., Orangeburg, 
N. Y., and Newark, Calif. He was 
formerly sales manager of the Hoover 
Co., electric motor division, North 
Plainfield, N. J. 


James Fenn is the new sales man 
ager of the electrical tape division of 
the Plymouth Rubber Co, He had been 
assistant sales manager for the past 
five years 


David 1. Feldman has been ap 
pointed to the sales staff in the capac 
ity of sales engineer for the Columbia 
Cable & Electric Corp., Brooklyn 
N. Y 


OBITUARIES 


G. H. Buckminster 


George H. Buckminster, president 
of the east Boston electrical distribut 
ing company bearing his name, died in 
December in his home at Malden 
Mass. He was 85 years of age and had 
been head of the firm from 1904 until 
his retirement in 1952 


E. D. Youmans 


Edward D. Youmans, vice president 
in charge of research and product de 
velopment of The Okonite Co., Pas 
saic, N. J., died on December 18. He 
was 58 years of age 

Mr. Youmans joined the firm in 
1913 as a laboratory assistant and 
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NEW STONCO 


NO. 64 FLOOD: 
121,000 cp 


for only 


500 watt rating 


@ Double the Lamp Life 

@ Faster Heat Dissipation 

@ Rain-tight and Water-tight 
@ High Intensity 


LONG THROW NARROW BEAM— 
Especially effective for long range Noodlighting of railroad and freight 
yards, piers, dock golf driving ranges or where floods must be 
mounted at a considerable distance from the area to be illuminated 


WIDE AREA COVERAGE — 
Available with wide beam for brilliant, economical floodlighting of 
large, wide areas such as baseball and football fields, racetracks and 
industrial areas 


Here is a powerful, new outdoor Stonco No. 64 is precision cast alumi 
floodlight that concentrates its light in num throughout, and carefully engi 
a long-throw, oval-shaped beam that neered with heavy internal as well as 
produce over 121,000 candlepower external rit to provide double the 
with only a SOO watt rating — almost normal surface area for faster heat 
twice the maximum beam candlepower dispatch. To guard against shock the 
of general service lamps in the most lamp is cradled in high-temperature 
efficient reflectors. And the lamp life rubber and to seal the unit raim-tight 
is rated at 2,000 hours — double the 
normal life of standard lamps in 


and water tight for use in any position 
(even face up) the lamp ts doubly pro 
average use tected with rubber gasket 

The No. 64 floodlight also is available as a portable or wall type 
unit. A complete line of interchangeable wiring trough plice 
boxes, wall and pole fittings for mounting cluster combina 
tions makes it highly effective for many multiple application 


Get the facts on the new No. 64-— send for Bulletin No. 140 


J tor “its 


ELECTRIC PRODUCTS CO. 
Kenilworth, Mew Jersey 
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worked his way up, being elected a 
director in 1952. He was active in 
preparing standards for NEMA, the 
American Society for Testing Mate- 
rials and the American Standards 
Assn. He also served as chairman of 
numerous committees of these organi- 
zations and with the National Elec- 
trical Code 


Arthur Kempton 


Arthur Kempton, vice president of 
the Tork Clock Co., Inc., Mt. Vernon, 
N. Y., died on December 10 

Mr. Kempton was considered the 
man in the industry longest associated 
with time switches and for the past 
20 years had been Tork’s New York 

A FOR STEP “sparkplug.” 


ASSOCIATION NEWS 


ATLANTA-—H. F. Woodall, owner 
of Woodall Electric Appliance Co., is 
president of the Atlanta Electrical 
Association for 1956. He succeeds 
William Sharp 
Write for your Ofiicers elected to serve with Mr. 
FREE Degé sample Woodall are: Roy Chappelle, dealer 
tagged as shown coordinator, Georgia Power Co., vice 
president and honorary secretary; 
Charles I. Kinsey, Graybar Electric 
Co., and L. L. Austin, executive vice 


esident, of the Atlanta Merchants 
THE fd. MANUFACTURING COMPANY 
14300 1A ef ™ © CLEVELAND 11 he Assn, parent organization, executive 


secretary 


SUCCESSFUL SALESMAN | ,, Millions of Steet 
AVAILABLE FOR YOUR BUSINESS FY IPS 


Serving the Electrical Industry 


Do you want a proven door- 
opener? Profits depend on 
turn-over. The Tomic line has 
proven to be just that... for 
those aggressive wholesalers Specify 
MINERALLAC 
STRAPS, BUSHINGS 


Expert design, choice 
Outstanding architects and 


engineers today spec ify trolled menviocture 

Tomic. A list of Tomic beve built ‘top-service 

equipped projects available and longest life” inte 

Miseraliac Electrical Spe- 

upon request. dalties. That's why the elec- 
trical industry ‘‘ prefers Miner- 
steel and Everder for 

banging pipe, conduit, BX cable, etc. 


Send for new literature and prices. 


TOMIC SALES & ENGINEERING CO. \ppaaeaeMeaare 


Manutacturer of Today's Finest Fittings M A A 
20000 SHERWOOD AVE. ¢« DETROIT 34, MICH. 
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CHICAGO—H. C. Moses, Jr., west 
ern division manager, The Thomas & 
Betts Co., was named president of the 
Electric Association at the first meeting 
of the 1956 Board of Directors. He 
succeeds A. H. Schneider, General 
Sales manager of Commonwealth 
Edison Co. Other officers elected were: 
Vice President, C. B. Thoesen, Chi- 
cago district manager, Day-Brite 
Lighting, Inc.; Treasurer; E. T. Row 
land, editor and publisher, Chicago 
Electrical News 

Ihe executive committee also in 
cludes George L. Irvine, commercial 
vice president, General Electric Co., 
and A. H. Schneider, general sales 
manager, Commonwealth Edison Co 

Effective January 3, the office of the 
association will be located in the Mar- 
quette Building, suite 266, Chicago 


KANSAS CITY, MO.—Donald D 
Davis, first vice president of KMBC 
and KMBC-TV, was elected president 
of The Electric Association of Kansas 
City. He succeeds (¢ I Barnickel, 
Lee Wholesale Co 

Elected as vice president of the ap 
pliance wholesalers division was Irwin 
Hurwitt, Inland Distributors Supply 

Joe Gorman, Continental Electric 
Co., was elected as vice president of 
the electrical supply wholesalers 

Jack D. Goetz, Earl Goetz Co., was 


For Maximum Quality 
and Appearance 


Specify BELL 


De Luxe METAL WALL PLATES 


EXCITING 
NEW 
FINISHES 


BEAUTIFY 
NEW 
HOMES— 
MODERNIZE 
OLDER 
HOMES 


W-I-D-E 
RANGE OF 
STYLES 
& SIZES! 


WRITE FOR 
DETAILS 


& PRICES 
TODAY! 


BELL ELECTRIC CO. 


1844 W. 21st St. @ Chicago &, III. 
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Bj SPECIAL PURPOSE LIGHTING FIXTURES 


“IN STOCK” AT if 


SHOWER ROOM FIXTURE 


DESIGNED FOR RUGGED USE 
VAPORPROOF CONSTRUCTION 
PORCELAIN ENAMELED CANOPY 
GUARD G GLOBE HOLDER 

1S CAST ALUMINUM 


CEILING TYPE 

PAN FIXTURE 
AVAILABLE IN FIVE SIZES 
PAN IS 18 GA. ALUMINUM 
OPAL WHITE GLASS GLOBE 


ILE-LITE FIXTURE 


FOR STOCK ROOM AISLES 
G BOOK SHELVES. DESIGN 
PROVIDES LIGHT WHERE 

NEEDED MOUNTING CAN 
BE.PENDENT, BOX, FEED 
THRU, BRACKET, KEYLESS 
OR PULL CHAIN SOCKETS 


LIQUATITE The New Flexible Conduit that 
Protects Wiring Against Liquids and Vapors 


LIQUATITE, the Machine Tool ’ Liquid-Tite Flexible 


conduit, not only give: the rote . ‘ rigid conduit but 


also is coated with a viny! as . sded cover thal resists 
chemical action and abrasion 

Then, too, the flexibility of LIQUATITE « mpensates for 
equipment motion and vibration as well a aking it easy 


to use in hard-to-get-at place 


All of these factors coupled with 

LIQUATITE’S special poy 

ovt carten has been deve out oi, chemical wate grease 

»ped to ote keots and combine to insure dt 

fongles and prevent injury 

to condyit strewn around the nate costly shorts, burnouts 
Although Machine Tool dar QUATITE 


or white on specia 


| 

— 

| 

ELECTRIC MFG. 
4223 WESTLAKE STREET CHICAGO 24, 

143 


| | elected vice president of the manufac- 
turers agents division 


NEWARK—-Essex Electric League 


new electric A officers for 1956 are: President, Frank 


Sweeney, Graybar Electric Co.; Vice 


push button : Pte President, M. P. Chitterling, General 


Electric Co.; Treasurer, Granville 
D bE A L White, The Thomas & Betts Co.; Sec- 
at Rockefeller, Public 


retary, Joseph 


"the | Service Electric & Gas Executive 
| Manager, W. J. Masters 

i a New Jersey Council of Electrical 

League officers include: President Wil- 


COLORAMA" : liam Griffith, Central Jersey Electrical 


League; First Vice President, Oscar 


featuring 4 new I Wells, Jersey Coast Electrical 
push buttons League; Second Vice President, 
including the most Howard Snow, Essex Electrical 
world, | League; Treasurer, Clifford Justesen, 
“THE SCROLL”. 
with “Welcome” for Secretary, Charles Beck, Electrical 


visitors engraved on ie Vas A League of Burlington Co 


its face! 
NEW ORLEANS—C. Espy Reed was 


$O UNUSUAL IT SELLS IT- Ont $31.39 4; | elected president for 1956 for the 
SELF WHEREVER DISPLAYED rl - list, Electrical Association of New Orleans 


for 32 push buttons. He succeeds retiring President W. A 


Place oe every dealer = Display ond Stand FREE Barnes 
t t t t | 
The following were elected to other 


12 “most wanted” bell buttons dramatically presented on an artist’s palette : - major posts in the association: Execu- 
display over 12 rich spectrum colors | . 4 “ 
PACKAGED DEAL--includes palette display of 12 samples with separate wrought tive Vice President, A. B. Patterson, 
iron easel ond introductory “back-up” stock of 20 push buttons packed individual! Vice Pre hole 
in colorful Trine boxes, for a total of 32 push buttons 
DISPLAY—-authentically simulates artist's palette, 17° wide-—'4" thick panel Card, Dealer 
Jobber Cost vice president, Interstate Electric Co,; 


TRINE MFG. CORP. , 1430 Ferris Place, New York 61, WY. my Vice President, Electrical Contractors, 


Electrical League of Passaic Co.; and 


FOR | 
CONDUIT 

FITTINGS 
Specify 


POWERCRAFT 


STOCKS FOR IMMEDIATE 
SHIPMENT 
PRIMARY BUS SUPPORTS 


@ Contractors, industrials, and Utilities rely on 
the accuracy of these Bus Supports to meet exact- 
ing service conditions. Available for indoor and 


Outdoor Service—fiat or pipe mounting. Conform 
to NEMA standards, POWERCRAFT invites your © ELBOWS — lLorge Radius, 


inquiries on any special Bus Support requirement Standard Radius. EMT 
Other POWERCRAFT Products . Indoor and 


Outdoor Disconnectivg Switches, Bus Clamps, Power 
Connectors, Pipe Frame Fittings for 144” 1. P. S. PIPE NIPPLES 
Pipe, and Clamp Insulator Supports. Send for new 


catalog | COUPLINGS 
RUNNING THREAD PIPE 


POWERCRAFI WALL PLATES * GOOSENECKS 


CORPORATION 
2215 De Kalb St. Phone 


= 


MASSACHUSETTS Since 1932 | 
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J. M. Nunez; Director of Publicity, 
W. E. Clement; Secretary, E. H 
Mowen; Treasurer, A. M. Brewer 


PHILADELPHIA—Ihe Board of 
Governors of The Electrical Associa- 
ion of Philadelphia elected George 
E. Whitwell to serve as president in 
1956. Mr. Whitwell is vice president 


U-20 
| BLACK-GREY 


in charge of sales, Philadelphia Elec 
tric Co Synthetic 
Other officers elected were: Vice \ Covered Conduit : 
President, S. M. Cameron, vice presi | 
dent of the Howard P. Foley Co } 
Ireasurer, Philip H. Ward, Jr., presi | U-10E 
dent of the Ward Electric Co.; Sec Extra Flexible 
retary, William E. Rubert, president 
of the Union Electric Contracting Co \ | Conduit 
SPOKANE —Joseph J. Thomas was \4 U-1O0FC 
reelected president of the Inland Em \ 
8 
pire Electric League. John Stork was eras \ TWIST-LOC 
named vice president. V. E. McCann ail Conduit nica 


and Frank A. Toole were reelected 
treasurer and secretary, respectively 


SALES REPRESENTATIVES 


Electro Silv-A-King Corp., Chicago, 
lil., reports that Andrew F. Resnisky, 
Jr., 1 Julie Lane, Bloomfield, Conn., 
has joined the D. J. Greaney Co., 
Boston, Mass., as resident manager of 
the of Connecticut 


Pittsburgh Standard Conduit Co., 
2107 Sowth Kedzie Avenue, Chicago 23. Iilinols 
Pittsburgh, Pa., has appointed Goch- 


State 


CLAMP... LOCK 
YOUR CONNECTIONS 
This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily ond Speedily 


Complete reliability \s the one thing we demand from o 

fire alarm system. Therefore, when ordering Interior Fire Alarm Systems, be 

sure to specify equipment (control panels, stations, and fire alarm bells) 

produced by Signal Engineering & Manufacturing Co, the originators 
of A-C Fire Alarm Systems 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 


Both coded and non-code types are available in various arrange- 
ments depending on type of building or establishment Although 
Interior Fire Alarm Systems ore intended primarily for warning 


Moisture Resistant 
Sizes Up to 1,000,000 CM. « building, 
Approved by Engineers y nected munic 
Write for Bulletin FA-S 


Specify K&H for YOUR Next Job E 
For More Details, Sizes and Prices a 
KRUEGER & HUDEPOHL, INC. “SIGN AL 


THIRD “6 VINE STS. CINCINNATI 2 


| 
7 
| ee 
| — 


ler and Adams for Wisconsin and the 


Po. upper peninsula of Michigan. The 
§ company maintains offices at 5625 


West Well St., Milwaukee, and 620 


| Recessed Fluorescent West Glendale Ave., Appleton, Wis. 


Prior to establishing their own com- 
t pany, Mr. Goehler and Mr. Adams 

b or" a were with the Nathan H. Bass Co 


) NEW LITERATURE 


Panelboards——Seventy-five page cata- 
log includes 20 pages of engineering 

aya” peer data pertinent to panelboard installa- 

tion and selection. Titled “Modern 
Panelboards,” the catalog is illustrated 
with photos, drawings, diagrams. Cir- 


J “ cuit breakers, as well as fusible dis- 
wide connect devices used in lighting and 


annow—F distribution panelboards, are described 


in detail. The catalog is published by 
the Federal Pacific Electric Co., New contains full information 
9 ark, N. J on these Hi profit items! 


Ballasts——The complete line of fluo- 
rescent lamp ballasts are described in 
bulletin no, 983G. The illustrated bul 
letin contains wiring diagrams for 
fluorescent lamp ballasting circuits, 
cross-section dimensions, list prices, 
and electrical specifications for G.E. 


4 | ballasts. Included are ballasts for gen- 
| eral line fluorescents, plastic signs, 


aii outdoor applications, dimming and 
! - flashing, germicidal fluorescents, rapid- 
i O * | { start and circline lamps and d.c. oper- 
Se ell Recessed Fluorescen ations. The catalog is published by 
Sungle or Double Lamp-20 or 40 watt the General Electric Co., Schenectady 
These beautiful, shallow, narrow 
recessed fluorescents solve your Residential Communication — Infor- 
problem where studs or joists in- mation on the “Dorphone”—a new 
terfere with placement, Ideal, too, system which permits loud and clear 
for creating attractive slender two-way conversation between a cen- 
architectural lines. A companion tral point, such as a kitchen, and 
line of incandescents, the 600's, callers at both front and rear doors 
also available. is contained in a recently issued leaflet. 
For additional details write to Dor- 
Low cost, high quality phone, 31 West 27th St., New York 1, 
Exclusive 1-piece piano N. Y. 
Grips—A 6-page pamphlet describes 
the line of water-tight, high lustre fin- 


Easy-open Alkco 
pinch-spring 
Glass, plastic or louver 
bottoms 

Underwriters’ Labeled 

Stock widths available, 


Send for Descriptive Folder 


Maximum Profit with Minimum Inven- 
ALK Co MFG. CO. FLUX . | tory Through Liberal Assortment Policy 


A wide variety of stock incandescent and soveaine 
fluorescent fixtures — recessed or surface 
mounted — plus highest quality custom 
work too! 


SRAZING 


L. B. ALLEN CO. iwc HOLUB INDUSTRIES, Inc. 


4242 N. Lincoln Ave. * Chicago 18,111, 6701 BRYN MAWR AVE. CHICAGO 31 450 ELM ST. SYCAMORE, ILL. 
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ished, sealing grips for portable cords 
and cables used with all types of elec- 
trical equipment. This new bulletin 
also describes in detail the wide vari 
ety of conduit and cable sizes in five 
body types. The publication is offered 
by Lhe Pyle-National Co., 1336 North 
Kostner Ave., Chicago, Ill 


Fused Plugs—Complete descriptions, 
illustrations and price schedules for a 
line of fused plugs (without fuses) is 
contained in a recently issued manu- 
facturer’s literature sheet. Detailed in- 
formation may be obtained by writing 
Elmenco Products Co., 103 Lafayette 
St, New York 13, N. Y 


Tools, Accessories——Ihe “Jilly” line 
ot job tools and wiring accessories, de- 
signed to speed up electrical installa- 
uon work, are listed in a 36-page, 
3-section catalog, no. 66. Illustrated 
sheets with explanatory text simplify 
identification and ordering of specific 
items. Catalog covers a variety of cut 
ting and drilling attachments for power 
tools; power saws; wire measuring, 
pay-out and pulling equipment, adjust- 
able bar hangers and clamp-in sup- 
ports for outlet boxes; box protectors; 
knockout closers; box cable 
and conduit clips and straps; second- 
ary insulators, racks and brackets; 
“Push-A-Bout” ladders. Write Clyde 

Lint, 2323 West 18th St., 
8, Ill. 


covers; 


Chicago 


Ballasts——Four-page publication on 
ballasts for fluorescent lighted plastic 
signs is designated GEA-6201A. It 
includes a description of product 
features, specifications and model 
numbers. Also included are wiring dia- 
grams, mounting dimensions, list prices 
and a table showing the possible com- 
binations of lamps and sign ballasts. 
Available from the General Electric 
Co., Schenectady 5, N. Y. 


Raceways—New catalog deals with 
the manufacturer's 4x4 and 6x6 
“Wirewa” metal raceways. Both sizes, 
which come in standard sized sections 
for housing electric wires and cables, 
are featured in the catalog. The 
hinged lid feature of the duct permits 
access to the wires and cables at all 
points throughout the system for tap 
ping, splicing or other changes with- 
out disturbing existing work. The sys 
tems are approved for use in the 
installation of feeders, branch circuits, 
control and signal wiring, as well as 
in extensions of armored cable, flex 
ible metal and rigid conduits, electrical 
metallic tubing, and metal 
raceways. A copy of the catalog, no. 
445, may be obtained by writing to 
National Products Corp., 
Pittsburgh 22, Pa 


surface 
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CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNI TIES 


UNDISPLAYED 


per tine, minimum 3 tines. Te figure ad 
vance payment count 5 average words as @ line 

Bex Numbers 1 line 

Discount of 10% if full payment ls made in ad 


Send NEW ADS to ELECTRICAL WHOLESALING 


130 W 
closing February 15th 


DISPLAYED 
te le Sil 


An advertising ine 


42nd St 


REPRESENTATIVE AVAILABLE 


Long established sales engineering organization sel! 
ing through electrical wholesaler and offering 
plete coverage of consulting engineers. contracters and 
industrials in Metropolitan hee desires te 
represent explosion preef, dust tight and vapor preef 
equipment manufacturer 


Electrical Wholesaling 
42 St. New York 16. NY 


Representative Available 
flight electrical manutacturers agency established 
i! years new representing several AAA manulacturers 
seeks quality tine of electrical construction materials 
We travel six saleemen in Metropolitan New York 
Electrical Wholesaling 
130 W. 42 Bt, New York 


SELLING OPPORTUNITIES OFFERED 


Wanted manufacturers representative to sell mo 
tors and machine and process control panei 

Electrical Wholesaling 

Large Independent incandescent and fluorescent 
lamp manufacturer wi ffer exclusive distrib 

itorship to reputable electrical wholesaler. Higt 

liscount arrangement. RW-0023, Electrical Whole 
ing 

Salesman wanted for a long estab 


shed Central chigan Electrical distr 


SELLING OPPORTUNITIES WANTED 
electrical 
hitects seeks 
Interested in boxes, fittings 
wire, ete Serving Orewon and Washingt 
KA-8666, Fleetrical Wholesaling 
Lighting Sales Engineer seeks additional lighting 
lines for Bastern Penna sth Jersey, Dela 
ware. Calling on jobbers, arch'ta, engr., contre 


RA-8069, Electrical Wholeealin 


FOR RATES OR INFORMATION 


Contact The McGraw-Hill 
Office You 


covering 
and ar 


Manufacturers agency 
hardware wholesalers 


litional lines 


OETROIT, 

Penobscot Bidg 
WOedward 7 1705 
SEEGAR 


ATLANTA. 
132) Rhedes 
Haverty Bid 
WAinut 677 
w LANIER 


ANGELES | 
11275 W. 6th 
MAdison 6 #15! 

BOURNE 


BOETON, 16 

Park Severe 
Ubberd 2.7100 
MePHERSON 


520 Neo. Michigan Ave Weet 42 
MOheet 4-5 LOngaere 4 3000 
w LAWLESS 
SBULLIVAN 
CINCINNATI, 57 0. COSTER 
1915 Rockingham Ave 
w. GARDNER 


CHICAGO, 


PHILADE!PHIA 
CLEVELAND. {5 


BOLARTH 
LOUGHLIN 


DALLAS, 7 
Tewer 
Man & Atard 
CASH 


SAN FRANCISCO 4 


tes 2.4600 


LIGHTING 
SALES 
REPRESENTATIVE 


Seek two experienced commission salesmen with 
ambition drive ond yen to moke more money 
Should be well-versed in all phases of the light 
ing engineering of technical beck 
ground heipful. Must be colling on architects 
engineers distributors md contractors 
the MINNESOTA, NORTH OG SOUTH DAKOTA 
or the UPPER NEW YORK STATE territores 


We ore a large pocgpeaiens ond growing monu 
facturer of complete lines of competitively priced 
lighting for all applications. Our quality ond ser 
vice are the envy of the industry These terri 
active ond profitable We 
are being specified and displayed Ow men 
get powerful promotional backing These open 
ings ore due to o long ronge expansion of our 
facilities, lines ond promotional programs Send 
full details to 


tories ore now 


SW 6502 Electrical Wholesaling 
330 W. 42 St, New York 36, NY 


MFR'S REPRESENTATIVES 
WANTED 


For a popular line of 
CONDUIT FITTINGS 
Western Pennsylvania, Florida, Tennessee, 


West Virginia, Virginia, Ilinols, Texas, 
Mississippi, Louisiana and Western Ohio. 


RW -8768 Electrical Wholesaling 
330 W. 42nd St., New York 36,N.Y 


GOOD JOB 
SEEKS 
AMBITIOUS MAN 


Who knows the industrial electrical equip 
ment field, with ability to write copy and 
interested in creatiwe work, We offer ex 
cellent starting salary, paid insurance plan 
profit sharing, good future 

Write V. J. Heckman 

Von Hoffmann Press, inc 
105 South 9th Street 
St. Lowis, Missouri 


R@BOT OPERATORS 
OPEN ~ CLOSE ‘DOORS, GATES 


2 
RATES—— 
| The advertising re h fo « 
0. V. 26, for Moreh 
| | 
| 
Ri Boa N Addvesst hoe mearest you 
VEW YORK; 3 W. 42nd St. (3 
AN FRAN fost t 4) 
| { 
|. 
fiet cont tor and industrial wiris mate 
rials. Write t tol Eleet ‘ 
| 
| 
| 
| 
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Preferred by more contractors today, because 
ARROLET's products answer modern installa- 
tion problems, saving time and costs. 


HANDY BOX with 
MOUNTING BRACKET 


deep. — Made with 
new type angle bracket 
for quick, accurate 
lastallations 


Cat, Wo, HE-10-84 


3'%"’ ROUND BOX 


deep. —With or 
without stud for wse in 
coiling or wall construc 
tion where very shallow 
box is needed, 


Cat, Mo. 11-5 


NON-GANGABLE 
SWITCH BOX 
1'/," deep.—For thin wall 


or concrete block con- 
struction. Available with 
0.0.'s for use with 
conduit, Moy be nailed 
on or can be had with 


several types of brackets Cat. Me. 200 


ARROVAL 
FITTINGS 

Oval type, threaded, for 
standard rigid conduit 
ia ond 1” 
Covers and gaskets avail. 
able in various sizes ond 
types 


ARROLET products are available 
in an unlimited number of combi- 
nations, types, sizes and wiring ca- 
pacities to fit any job specification 


When you have an installation 
problem not covered by our stand- 
ard line, our engineers will design 
special units to your specifications 


Write for Our Mew Catalog. 


MONTGOMERY 
PENNA. 


Sales Representatives & *Warehouse Stocks 
SALTIMORE, MD. * CHARLOTTE, WC. * *CHICAGO, 
HLL. * OHIO DENVER, COLO. * 
“LOS ANGELES, CALIF. “MIAMI, FLA. * NEW 
ORLEANS, LA. * WEW YORK, WY. NEWTON CENTRE, 
MASS. * “PHILADELPHIA, PA. * ROCHESTER, WY 
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Abolite Lighting Div., Jones 
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Aceurate Mfg. Co. 
Adalet Mfg. Co., The 
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Stoneco Electric Products Co. 
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United States Rubber Co. 
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moans SLIPKNOT! The world’s 
setting friction tape. Guaranteed not to dry 
ut. Will not ravel at edges. Exceeds all electrical 
specifications of Federal Government or American 
Society for Testing Materials (A.S.T.M.) 


TAPE 


World's Finest 


PLASTIC TAPE 


Preferred by siectricians for neater and | 
faster taping jobs, Provides greater resixt- 
ance te water, oils, acids, corrosion and 

abrasion, Has superior adhesive quality, 

highest dislectric strength and proper 

elongation, 


Eitoblihed wm 1896 


CANTON, MASSACHUSE 1S 


hs 
a 
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~ 
PLYMOUTH RUBBER COMPANY, INC 


29 tips 


on how the salesman can get 


more out of advertising—i» two parts—rarr 1 


How the salesman can make advertising work for him 


ertismig i 
gut it works better 
by itself. The 
understands how 
him, but 
ads 


followimg 


potent ule force 


tart not only 


more how 


hely 


) how how the by 
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ertising be of 
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really 
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duc er 
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put adverts 
that it i 
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Thay be iti 


prospect the advertis- 
portfolio or in re 
with 
unbeat 
iw sell: 
prospect 


prints A good sale 


good advertising can build an 


able 
thre product for the prospect 


story on how the wivertisnu 


20. Carry a copy of a current 
This is no 
But tiany tine uli 
actual publication lurid on the 
with the 
how were telling 
in Blank this 
viction, It shows the ad 
will actually be 
prospects 

21. Talk about TV or 


ant 
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vine or newspaper ubstitute 


lor porttoho 
pros 

hiere 

product 


pects vord 


about oul 


Week Curtile extra cot 


vertising as it 


seen by the prospect s 


radio, A sale 


than radio 


show 


advertising But he can talk about it 


Hle can talk 
the campaign, even 


thee 


though he « 


coverage extent ot 
unt 
how 

22. Make extra u.e of business-paper 
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